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Where are you^ing to^ my pretty maid? 

^Vm going to publish^ sir\ she said. 

Pvrhaps yoa^ve a fortune^ my pretty ^maid? 

*My verse is my fortune^ sir^ she said. 

Then you^d. better not try it^ my pretty maid; 

There* s an item for printings and^ tahen it is paid^ 

There's ^Commission on sales'^ oh innocent maid! 

In your rural retreat have you- he^^d of THE TRADE? 

Oh, where are you going to, my pretty maid? 

FROM ^MEASURED STEPS*, BY ERNES'^ RADFORD 
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PREFACE TO AUTHORS 


P UBLISHERS are not necessarily either philan- 
thropists or rogues. Likewise they are usually 
neither lordly ma^ates nor cringing beggars. 
As a working hypothesis, regard them as ordinary 
human beings trying to earn their living at an unusually 
di^cult ocdupation. (It is easy to become a publisher, 
but difficult to remain one; the mortality in infancy is 
higher than in any other trade or profession.) 

Remember that it is in your work that the publisher 
is primarily interested. Let your manuscript iherefore 
be your ambassador and do not mar its chances by 
insisting upon a quite unnecessary interview. The pub- 
lisher will request you to call fast enough if he finds 
your, work attractive. 

Your manuscript may be a masterpiece, but do not 
suggest that to the publisher, because many of the most 
hopeless manuscripts that have come his way have prob- 
ably be«i so described by their authors. The works of 
genius are apt to arrive unheralded, and it is for those 
that the publisher is looking. 

Your manuscript is your baby, maybe your only 
chtld, but the publisher finds a dozen or so new babies 
on his doorstep every morning and has several thousand 
older children over-running his warehouse and his 
entire establishment, all of them calling^imultaneously 
for his undivided attention. 

With the best will in the world, therefore, there is a 
definite limit to the time he can spend on yours. Every 
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moment of the publisher's dme you waste on needless „ 
interviews may be a moment less for the more important 
task of attending to your ofFsprifig. 

If you want your manuscript to make a good ^mpres* 
sion, bestow some care upon it and don’t ask the pub« 
lisher to look at it in instalments. Outward appearances 
do not matter, but slovenlinriss and inconsistency do. 
The fact that a manuscript is dog-eared does not dis- 
tress a publisher, but the fact that a proper name is 
seldom spelt twice running in the same way ; that a word 
capitalized on one page is not capitalized on the next; 
that the first and third chapters have headings, but the 
second none; that quotations are inaccurately given; 
that, in brief, the author has skimped his job, makes the 
worst possible impression upon the publisher as well 
as upon the publisher’s reader. A little extra time spent 
on the preparation of the ms is worth more to the 
author than the longest interview with a publisher, or 
any letter of introduction. 

Bear in mind that in conunon with all human beings, 
publishers are fallible. They all, I imagine, wish they 
were not, but they all know (and admit) that they are. 
‘Publishing fallibility’ is too expensive an item in his 
trading account for any publisher to be in danger of 
overlooking it. If a publisher declines your manuscript, 
remember it is merely the decision of one fallible hud^an 
be^g, and try another. Don’t try to bully the first 
publisher into telling you why he declined it. He would, 
in most cases,, be a fool to tell you, because, despite 
fervid assurances to the contrary, not one author in a 
hundred wants aught but praise for his offspring. One 
common error may be worth mentioning — ^the failure 
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of the author to make up his mind at what public he is 
aiming. Consistency in this matter, is essential.^ 

If a publisher accents your manuscript, remember 
that it^the long run it is the public which decides what 
the reward of authorship shall be; that the public is a 
fickle paymaster, and that if it decides to reward hand- 
somely some disher-up ftf scandal, and to grant the 
learned historian or phifosopher nothing, the publisher 
is not to blame. If the public will not buy your book 
the publisher cannot make money either for you or 
himself. The source of profit, strange as it is to be 
compelled to reiterate the fact, is the difference between 
what a book costs to manufacture and what the book- 
sellers pay the publisher for it. A profit cannot^be made 
out of selling a book for what it costs to produce. It is 
astonishing how many authors think that it can; who 
assume, in fact, that the laws of arithmetic do not apply 
to publishers. 

All that glitters is not gold. The most effective 
advertiser is not usually the most showy, just as the 
most efficient doctor is not often the one with the largest 
doorplate. The widespread distribution of a book in 
every corner of the globe does not begin and end with 
advertisements in two Sunday papers. It is a process 
laboriously built up brick by brick. It is one thing to 
be«able to sell a book for .ten or twelve weeks— quite 
another to do so for ten or twelve years. These are points 
to bear in mind when choosing your publisher, but 
there are others. Does he really know Jiiis job? If he 
does, trust him to get on with it; if he does not, do not 
go to him. Is he financially sound — ^beyond a peradven- 
ture ? If he is, the hardest bargain he may drive is likely 
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to prove more profitable to you than the most alluring , 
contract with an insolvent firm. A lo per cent royalty 
that arrives the day it is due if better than a 20 per 
cent royalty that is never forthcoming. 

The most stable firms are usually those which have 
a strong back list of publications with a continuous and 
profitable sale and who therefore have no need to 
gamble to secure new business. 

Having chosen your publisher, co-operate with him, 
but do not start out to teach him his job. It is not co- 
operating, but positively hindering him, to ring him up 
on the telephone when a post card or a letter would be 
equally or probably more effective. Never bother the 
head of a firm with a departmental job. If lengthy 
instructions must be given over the telephone (they 
should in any case be confirmed in writing) ask a 
shorthand-typist to take them down. 

Just as you can take a horse to the water but cannot 
make it drink, a publisher can take a new book to a 
bookseller, but cannot make him buy. Over twenty 
thousand new books are published every year, and 
booksellers can of necessity only stock a selection of 
them. Because your friends affect surprise that your 
book is not in stock at the local newsagent, there is 
no need for you to do so. 

The fact that a best-sellen or a cheap reprint is on a 
railway bookstall is no reason why your book should be. 
It will not become a best-seller just because it is put on 
a bookstall; it is much more likely to become soiled 
stock. The railway bookstall proprietors, who see all 
the new books, know better than anyone else what they 
can and cannot sell, and if they decide against yours. 
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, the chances are at least a hundred to one upon their 
being right. 

Every new book isSued by a well-established pub- 
lisher If shown before publication to the London book- 
sellers and either before publication or shortly there- 
after to all the principal booksellers in the provinces. 
This process takes time which it is most unwise to cur- 
tail. The fact that the particular bookseller’s assistant 
you interviewed had never heard of your book is no 
evidence that your publisher was negligent. On the con- 
trary, it may merely mean on the one hand that when 
the book was 'subscribed* the bookseller declined it, or 
on the other that the assistant is not following the lists 
of new publications in the book trade papers as carefully 
as he might. But any bookseller or bookstall ought to 
be able to execute an order fo r your book promptly, 
and if any difficulty is experienced your publisher 
should be immediately informed. 

Despite all impressions to the contrary, the selling 
of new books is seldom a lucrative business; too few 
people buy them. Possibly you have observed that even 
your own friends and acquaintances unblushingly try to 
‘cadge’ copies of your books. Pocket your pride (or 
your snobbery!) and tell them boldly that if they don’t 
think the book worth buying, you would rather they 
did' not read it ; and do your part in educating the public 
into a deeper appreciation of books by joining ^e 
National Book League and working for it. 

In writing this book it has been my endeavour to 
examine controversial questions as impartially as pos- 
sible, and always with the hope of finding common 
ground, rather than points of disagreement. 
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The growing commercialization of literature — in- . 
evitable though it ^may be— does not tend to promote 
more harmonious relations between authors and pub- 
lishers. It is based on the assumption that manuscripts 
and books are mere commodities; dead, not living 
things. Such an assumption ignores the peculiar and 
indeed parental relationship the author to his work, 
the realization of which is the beginning of wisdom in 
a publisher. • ^ 

I hope that in my zeal to explain the publisher’s 
difEculties I have not shown any lack of sympathy with 
authors. I can truthfully say that this book would have 
been a good deal easier to write had I not seen their 
point of view so clearly. 

It was primarily in the hope of helping inexperienced 
writers to understand some of the technicalities of 
publishing and thereby to assist them that I allowed 
myself to be persuaded by several of their number to 
provide this brief account of book publishing. 

If I have succeeded in making the path of the 
beginner a little smoother, and contributed in any 
way towards the promotion of pleasanter afid more 
intelligent relations between authors and publishers, I 
shall be well rewarded. 

Two last points: If a publisher has had enough faith 
in you to go on losing money over the publicatiorf of 
yoijir early and possibly immature work, it is not cricket 
either to take your first readily saleable ms elsewhere 
without submitting it to him or to expect him to bid 
for it in competition with others who have not spent a 
penny in helping to establish your reputation. It is 
even more unsporting to ask a literary agent to kick 
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away on your behalf the ladder which l^as enabled you 
to climb. 

Finally, read your contract and remember that your 
publisl^ is just as much entitled to expect you to 
honour your signature as you are to insist upon him 
honouring his. 


Of all the inanimate objects^ of all men^s creations^ 
books are the nearest to us^for they contain our very 
thought^ our ambitions^ our ind'^gnations^ our illu- 
sions^ our fidelity to truth and our persistent leaning 
toward error. 

JOSEPH CONRAD IN ‘nOTES ON LIFE AND LETTERS* 


IS 



INTRODl/CTION TO THE SEVENTH 
EDITION 


THE changes there have been in the publishing 
world since this book was ^t^t published in 1920, let 
alone since I began my book trade career in January 
1904, are startling. If the publishers of those days 
could come back they would be overwhelmed by its 
present-day complications. They would find it no 
longer a comparatively simple occupation, but a highly 
technical one, and they would be appalled by the inter- 
minable form-filling and endless governmental regula- 
tions. The amount of unpaid work carried out at the 
behest of authorities, of some of whom they had never 
heard, they would find incredible. 

By comparison the westward move from Paternoster 
Row to the neighbourhood of the British Museum, 
and even the westward trend in publishing and the 
worship of best-sellers, would seem unimportant, 
though some aspects of the commercialiiation of 
literature would be distasteful to them. 

What I hope they would appreciate are the improved 
typography, the brighter jackets and the higher 
standard of translations, evgn if they could not imme- 
diately reconcile themselves to the fact that the book 
trade is now beginning to be efficiently organized 
instead of having no organization at all. 

In this seventh edition the most important changes 
are due to the Brussels revisions of the Berne Con- 
vention, the Universal Convention, the 
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British Act of 1906, thS new American 

Act, the Defamation Act > the Restric- 
tive Trade Practices* Act , the alteration in 
markej^s, in the terms and conditions of supply, and 
the new book-production processes. There can have 
been few periods when the book trade has been so 
affected by legislative activities as in the last ten years, 
mostly, I am happy to §ay, beneficial. 

The importance of books has been increasingly 
recognized, and their status correspondingly enhanced, 
which is the most important thing of all, because so 
many of our troubles have arisen through their treat- 
ment as ‘just another commodity’. Even today, that 
is the cause of the persistence of many of the obstruc- 
tions to ‘the free flow of books’ against which vnesco 
and the International Publishers Association are con- 
tinually waging battle. 

The statement is so often made that ‘Publishers 
don’t deserve considerate treatment as long as they 
continue to produce so much trash’, that it seems 
desirable to inquire ‘What is trash.?’ Has a minority 
of intelligent people — ^let alone a censor — any right 
to impose its literary judgments upon a less intelli- 
gent or even unintelligent majority.? 

We all know that ‘one man’s meat is another man’s 
poison’. Is it not possiblp that one man’s treasure is 
another man’s trash, and that it is best for each of us 
to choose our own mental diet.? There are doubtless 
officials who in connection with our daily fare would 
like to prescribe the precise foodstuffs of which our 
2,700 calories, or whatever it may be, should consist. 
In theory it might even be good for us, but in practice 

17 


B 



THE TRUTH ABOUT PUBLISHINO 

we all recognize'the desirability and necessity of indi- ^ 
vidual choice. 

If those who complain would take the trouble to 
examine the imprints of books, they would ^ave a 
clearer insight of the problem. Happily it is still the 
publishers of distinction and'repute who are responsible 
for the major part of Britisl^book production. It has 
been estimated that if the terih be used in its widest 
sense, 70 per cent of book paper consumption, is for 
educational books. Of much of this vast stream lihe 
public is completely unaware. There are, in fact, 
important educational publishers whose output is 
never seen except by teachers and their pupils or 
university professors and their students. But does 
anyone suggest that we ought to confine ourselves to 
books of purely educational value? Even people of out- 
standing intelligence, like the late Earl Balfour, feel the 
need of mental relaxation, even though it does not 
necessarily, as it did in his case, take the form of a 
regvilar dose of detective fiction. The strictest censor 
would not, I imagine, regard 20 per cent as an un- 
reasonable margin for good quality books of what may 
be termed entertainment or escapist type; and it is 
probable that under present conditions that is just 
about what we get. Somewhere between 8 and 10 per 
cent consists of the wide category of books, including 
poetry, essays, plays, which does not come under either 
of the previous headings. 

This means that the percentage of books which 
some regard as trash is trifling— certainly less than 
2 per cent» probably not even i per cent. 

We are, unduly conscious of this minute percentage 
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because it represents the scum on iSe surface of the 
stream, visible to all, but without significance in 
relation to the deep cUtrent below. 

No^ that we have defeated one form of totali- 
tarianism only to be confronted with another, is the 
existence of a little trash too heavy a price to pay to 
avoid censorship and to retain that . liberty when 
free born men having to advise the public may speak 
free’.? One thing is certain: if we decline to pay that 
modest price our days of liberty are numbered. 

Publishing, or perhaps I ought to say, Book- 
Publishing, is quite different from what most people 
apparently suppose. The young man who regards it 
as a pleasantly dilettante occupation suitablo^for some- 
one who does not know what he wants to do but likes 
books, is under an illusion. If it is not a profession, it is 
as Mr Raymond Mortimer aptly said, ‘at once an art, 
a craft, and a business’, for which a curious and unusual 
combination of qualifications is desirable. 

There is, of course, the literary background; the 
knowledge of the literature of the subject with which 
the puMisher is dealinfj^, and, equally important, where 
to turn for that knowledge. But something much more 
than knowledge is needed, namely judgment, and what 
for want of a better word I can only call flairy in the 
selection of the mss to be published and the number 
of copies it is expedient to print. 

Then there is the technical knowledge of paper, 
printing, binding, blockmaking, etc., connected with 
the physical production of bodw — a knowledge which 
needs to be associated with taste. 

But if the publisher is to do justice to the books he 
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has selected anct produced, he must finally be able to 
market them, not merely at home, but throughout the 
world. The publisher who is Without knowledge of 
book trade organization is gravely handicapped. 
Furthermore, just as an adequate knowledge of print- 
ing cannot be acquired vdthout spending time in a 
printing works, a really effective knowledge of overseas 
markets cannot be acquired without visiting them. 

Then there is a certain legal equipment which, is 
almost indispensable — ^an ability to draft agreements — 
some knowledge of the law of copyright, which, sur- 
prising as it may sound, very, very few lawyers 
possess, and (otherwise you will pay for it dearly) some 
knowledge of the law of libel. 

In brief then the publisher's task is no simple one; 
the whole process of book publication has become, as 
I have said, highly complicated. It is more exacting 
and calls for technical knowledge of a wider range, and 
for a higher standard of efficiency than is generally 
realized. 

This will, I think, become clear if I set forth as 
simply as possible the whole process of book ]f)ublish- 
ing from start to finish. My object is not to teach 
publishing (it cannot be learnt so easily as that!), but 
to give information to those outside the trade, and 
particularly to all devoted ^o literature, whether as 
writers or readers. 




CHAPTER I 


TifE ARRIVAL OF MANUSCRIPTS 

L et us begin at the beginning: the arrival of the 
MSS-— the solicited and the unsolicited — ^which 
^fO\xt in daily upon the successful and the 
old-established publishers, at times in almost over- 
whelming numbers. For that is the real beginning, as 
I never cease to tell prospective authors, and not, as is 
generally assumed, an interview with the publisher at 
which the author holds forth — often at greaKlength — 
about the merits of his work. Such interviews are almost 
invariably a waste of time, and should be deferred until 
the publisher has had an opportunity of studying the 
MS. An unknown author, who insists upon a personal 
interview beforehand with a principal of the firm, is 
prejudicing, not advancing, his cause. The best and 
the only introduction needed to a book publisher is 
a marketable ms, or, if not readily marketable, a work 
of intrinsic merit. If any explanations are called for, 
they should be stated as concisely as possible in a 
letter accompanying the ms. That letter, which will 
probably be handed or spnt to the ‘reader’ with the 
MS, and will subsequently be attached to his regort, 
affords an opportunity to summarize any relevant 
facts likely to influence the publisl^r’s judgment. 
A statement that the author’s aunt thinks him a 
budding genius is not helpful, but the information 
that she could ensure the adoption of the work as 
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a textbook in Several important schools or colleges 
might be. 

The" fact that Mr Smith has promised to review the 
book (if published) in the Daily Blank is probajjly not 
worth mentioning at that stage, because the publisher 
is accustomed to having most of his books noticed by 
Mr Jones, if not by Mr Sasith, in the Daily Blanks 
and is therefore not impressed! But the statement that 
2,457 copies of the author’s previous book were sold 
in India in the first six months following publication, 
because of his wide connections over there, would be 
of great significance. 

Now as to the ms itself — first and most essential, 
it should have the author’s name and address clearly 
written upon it, preferably both at the beginning and 
the end. If there is a folder or outer case it should also 
bear the title of the ms and the author’s name. This 
sounds obvious, but more than half the mss that 
reach a publisher bear no address upon them, and an 
appreciable number no author’s name; still more re- 
markable, some have no title or title-page. When on 
August 4, . 1914, my firm — George Allen &* Unwin 
Ltd. — ^took over the assets of the late firm of George 
Allen & Co. Ltd., among my first discoveries were half 
a dozen or more manuscripts which it was not possible 
to identify and for which there were no claimants. 

I^have said that an author’s ms is the best intro- 
duction, but that presupposes that some little attention 
has been given^ to the condition of the ms. An author 
would not, I imagine, feel it essential to visit a pub- 
lisher in a new silk hat and a coat of the latest cut, but 
most authors at least would consider it undesirable to 
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approach a publisher in a dirty and* incoherent con- 
dition. But that is, in effect, what they do when they 
submit a dirty and dihpidated ms, in bad writing, or 
so besgrinkled with corrections and alterations as to be 
indecipherable. Any ms that has been much handled 
is bound to show signs of wear, but if the first and last 
sheets are occasionally aetyped — and all mss should 
be typed and a carbon copy retained — ^there will be 
nothing to prejudice a reader. Theoretically, of course, 
nothing concerns the reader except the substance of the 
work; but he would scarcely be human were he not 
influenced, unconsciously at any rate, by the illegibility 
of the MS. It is a purely utilitarian standard I advocate 
for MSS, i.e. fitness for their purpose. A spotless, typed 
MS is a nightmare to all who handle it, if it consists of 
several hundred unattached sheets or if it is on paper 
of some awkward size. Ordinary quarto paper is the 
recognized size, and there would seem to be no need in 
most cases to depart from it. Stiff, slippery paper or thin 
tissue paper should be avoided, and the typing should, 
of course, be on one side of the paper only and be in 
double Spacing. Althr .igh the pages should be num- 
bered I to the end consecutively it is wise to fasten 
together each chapter, not binding the whole ms up in 
one tight fastening, which makes the book irksome to 
read and tiresome to turn over. A complete ms taste- 
fully bound in morocco would fill me with as lyuch 
distrust as would an overdressed dandy. 1 should feel 
confident that that was the only forgi in which the 
manuscript was destined to be preserved. 

■ In many publishing businesses the receiving of 
MSS and the recording of their dispatch to readers is 
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entrusted exclusively to one assistant, because divided 
responsibility would be fatal. It is this assistant’s func- 
tion — ' 

1. to acknowledge receipt of the ms on a form setting fiSrth that, 
whilst every care is taken of mss, the publisher does not hold 
himself responsible in case of accidental loss, etc. ; 

2. to record the day of receipt 'afid the name and address of the 
sender; 

3. to enter any special instructions regarding the return oC the ms, 
e.g. whether sufficient postage had been pre-paid to cover re'gis- 
tration; 

4. to fill in the name of the reader to whom it was sent; 

5. to record the date on which it was sent to the reader, and the date 
of its return ; 

6. to enter other details such as : the initials of the partner or director 
who is to sec the ms after it has been reported upon by one or 
more readers ; whether the reader’s fee has been paid ; the name 
of the printers, if the ms has been sent them for ‘cast off*, etc.; 

7. to make an independent record of any illustrations which accom- 
panied the MS, as it is wiser to treat them as a separate item. 

So important Is it that this record should be both com- 
plete and accurate, that many publishers never handle 
a manuscript until it has been properly entered. 
The first thing I do after the departure of a visitor 
who has left a ms with me, is to send it to the proper 
department, so that it may start its journey aright — 
and I do this, even though 1 intend taking the ms 
hon^e with me that evening. Even when the utmost 
punctiliousness is observed, manuscripts go astray; 
and, in view of the number that pass in and out of 
a big publisher’s office, it is astonishing, not that a few 
are temporarily mislaid, but that it is a rare event in a 
well-managed concern for one to be irretrievably lost. 
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The most frequent cause of trouble^s two mss being 
treated as one in the packing department — a^ thing 
that is liable to occur*in rush hours, when two short 
MSS wl^ch resemble one another happen to be placed 
together. On the only two occasions when I really 
thought a MS was lost, this had occurred, and in both 
cases it took over three months and more than a hun* 
dred letters to track down the missing ms. Everyone to 
whom •the ms could conceivably have been sent was 
written to. In one of the cases, the recipient was abroad, 
and our letter and the parcel had remained unopened; 
but in the other — ^will anybody believe it.? — ^the author 
who received the strayed ms deliberately kept it and 
said nothing; in order, as he boasted, to see how long 
it would be before we found out! 

The MS, having been duly entered, has now to be 
read, and the exact procedure varies according to the 
publisher’s organization and the nature of the ms. 
Some publishers keep a permanent reader or readers 
on the staff, others have outside readers; many have 
both. Some mss require no ‘reading* at all in the 
ordinary* sense. If Bert: -nd Russell writes a new book 
on Philosophy, his publisher does not need to take 
advice about the competence c-f the work. Similarly, 
MSS by established clients of the firm, or solicited mss, 
do not need any ‘sifting’# They are usually accepted 
without more ado, and are generally looked thro\}gh 
at once by one of the heads of the firm. 

Where there is a reader on the stJ|^, the task of 
sorting the mss is apt to fall to him — ^those on special 
subjects are sent to specialist readers— e.g. works on 
philosophy would be sent to some leading professor 
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of pMlosophy m whose judgment the publisher had. 
leRmt to place confidence. 

In the case of my own firm,* every ms which comes 
in is actually handled by myself when in Lo^on or 
by our editor or one of my fellow directors when I am 
abroad. In every case there is a written report from 
our editor or an outside reader. In doubtful cases there 
may be as many as three ^r four written opinions. 
These reports are filed with the relevant correspon- 
dence, so that they are readily available years later, if 
need be. 

Special attention is given by the better publishers to 
the work of beginners. If it shows promise but is not 
up to publication standard the wisest advice the pub- 
lisher can give to the author may be to put the ms 
aside for six months and then to read it again. Three 
months may suffice. Such advice is, however, seldom 
taken. Artists do not expect their first immature draw- 
ings to be immediately acquired by a gallery for per- 
manent exhibition; but it is astonishing how many 
would-be authors expect their first prentice work to be 
immortalized and how few are prepared to exArcise the 
patience of Robert I-ouis Stevenson. If they could be 
persuaded to wait until their books were good enough 
to be accepted by a publisher of repute, instead of, as 
sometimes, paying a firm of no standing to rush them 
out, themselves would benefit and much would 
be gained all round. 

The qualit]t of the unsolicited mss is not high. The 
large proportion of hopeless and indifferent material 
makes any merit stand out. Under present conditions, 
it is imprc^able that any really promising manuscript 
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fails to find a publisher in the long run, for the coin- 
petition to detect any sign of genius is fiu: too great. 

The idea that pubKshers return mss unread , and 
^ not ^terested in the work of beginners is a delusion 
that 1 suppose will never be eradicated from some 
minds; but that it is a delusion a day spent in any 
competent book publisher’s ofiice would effectually 
demonstrate because a supply of mss is the life-blood 
of the business. 

Some authors have most elaborate devices whereby 
they can prove that such and such a page has never, 
been read. They overlook Dr Johnson’s wise remark 
that ’it is unnecessary to eat the whole ox to find out 
whether the beef is tough’. Others are sufiiciently 
foolish to submit a brief article on, let us say, ^ake-up 
for teen-agers’ to a publisher of learned historical and 
philosophical works. How long, I wonder, do they 
think it takes that publisher to decide that the ms is 
unsuitable ? 

My own firm publishes no magazines, but scarcely 
a week goes by without our receiving mss much too 
short fof anything but magazine publication. Even 
some literary agents, who obviously should know 
better, are not altogether immune from similar absent- 
mindedness, though in their Cdse there is more often 
failure to single out the particular firm or firms most 
likely to be interested in any given class of bool^ I 
recall, in particular, a ms by a distinguished author, 
which was never published merely because his auto- 
cratic agent offered it to almost every publisher in 
London except the two who because of its character 
would have taken it. I would therefore impress upon 
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authors the wisdom of the late W. B. Maxwell’s 
advice to study publishers’ lists and to take pains 
themselves to choose a suitable firm for their work. 
Information as to the standing of the firm shpuld be 
sought from the Authors’ Society, rather than from an 
agent, because there are bad and indifferent agents as 
well as a few exceedingly gisod ones; and with some 
even of the better known, several of the most successful 
publishers have as little to do as possible. 

Few authors, I imagine, realize that on an average 
each MS received by a publisher, whether rejected, as 
the majority are bound to be, or accepted, costs the 
publisher at least two guineas, and, indeed, a great deal 
more, if the working expenses could be accurately com- 
puted. If the MSS summarily rejected on the ground 
of hopeless illiteracy, unsuitability of subject or length, 
were disregarded in arriving at the average, the cost 
per MS would be still larger. But, despite this fact, 
it is rarely that a publisher will refuse to consider a 
MS that sounds at all possible. There could, I think, 
be no better evidence of the keenness of the competition 
to secure good literary material. 

The number of people who consider themselves fully 
qualified for the post of publisher’s reader is unlimited. 
The number of those really competent to fulfil that 
function is extraordinarily small. It is not easy to define 
pryisely what is required. Some firms would say 
‘ability to spot winners’, and leave it at that; but a 
list consisting,. of nothing but fifth-rate best-sellers, 
though highly profitable, would be a depressing busi- 
ness. To most publishers who are keen on their job the 
sound literary judgment of an Arnold Bennett would 
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,be the first and chief ingredient in an ideal reader, 
though they would not underrate both the nepessity 
and desirability of throwing in a little of .Bennett's 
Qomme^gcial acumen and fiair. 

I imagine that the best and most successful readers, 
almost without exception, have either had actual eac> 
perience in a publisher's oiice, or have acquired an inti- 
mate knowledge of publishers' needs. Absence of such 
experience greatly lessens a reader’s value and involves 
endless additional work for the publisher in explaining 
why this is practicable and not that, and, in fact, in < 
teaching the reader his job, which is governed by tech- 
nical and commercial, as well as literary considerations. 

Publishers’ readers seldom, if ever, get t|ie praise 
they deserve. The public knows little or nothing about 
their conscientious and exhausting work, and few are 
the authors who are prepared to recognize publicly the 
benefits they have derived from their friendly sugges- 
tions and criticisms. The number of mss completely 
recast, or improved out of all knowledge, at a reader’s 
suggestion is far greater than is commonly supposed. 
Usually his advice is accepted and acted upon, as was 
the case with one of the most successful first novels of 
this century. Occasionally, to recall an actual experi- 
ence, the author rejects with scorn a long list of sug- 
gested additions and amendments to his ms on the 
ground that not a comma needs altering, and then a fiew 
months later proceeds to publish the book elsewhere 
with every single suggestion incorporated, and, need- 
less to say, without any acknowledgment. If authors 
were as prompt to recognize the jervices of publishers’ 
readers as they are to criticize them, the public would 
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learn with surprise how much it owes to a group of 
conscientious workers, of whose existence it is barely 
aware. I had occasion to shoW one of our reader’s 
reports on a first novel to Sir Compton Mack^zie; to 
his letter in reply, he added the following postscript: 

I wish reviewers would write as g^d criticism as publishers’ readers ! 

But, let me emphasize, publishers’ readers cannot as 
some folks imagine turn illiterate and worthless mss 
into literary masterpieces. The number of woul(f-be 
authors who expect publishers to give them free tuition 
in the elements of their craft is astonishing. If a pub- 
lisher allowed himself to be drawn into correspondence 
about the thousands of mss he declines in the course 
of a year he would have no time left to attend to those 
he accepted. 

The number of reports on any given ms naturally 
depends upon its character. The very good and the 
very bad give little trouble, but there is so much that 
comes between; the competent, but uninspired; the 
MS that is brilliant in parts; the book that is too good 
to pass by, but not quite good enough to tatee. On all 
these the publisher is called upon to give his casting 
vote — and how often the publisher’s reader thanks 
heaven that the final decision rests with his employer 
and not with him. In this connection it is worth 
reqiiembering that the most successful publisher is the 
one who makes the fewest mistakes, i.e. incurs the 
fewest losses. « 

The considerations which weigh with a publisher 
are manifold. If his business is a personal one, his list 
will, in the long run, reflect his own temperament and 
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character. If there are many influences tit work, the list 
'will be like one of those composite photographs which 
are produced from tinft to time. But there are other 
factors; the tradition of the house, which influences the 
character of the mss that are submitted; any sudden 
success, which will instantaneously give the publisher 
a reputation for books of the character of the successful 
one; the enthusiasm of travellers or senior members of 
the staff for any particular class of book, and, above all, 
chance, which may bring the most unlooked-for 
favours. Every publisher hopes that tomorrow will 
bring him a "Jane Eyre or some equally undisputed 
masterpiece. 


It h 6y books that mind speaks to mind, by books the 
world's intelligence growss books are the tree of 
knowledge, which has grown into and twined its 
branches with those of the tree of life, and of their 
common fruit men eat and become as gods knowing 
good and evil. 


C. KEGAN PAUL 



CHAPTER II 


‘CASTING OFF’ AND ESTIMATING 

I N most publishing ojSicQS> the next procedure is to 
negotiate with the author. That is probably due to 
the fact that in many cases businesses are built up 
on the publication of novels; and with fiction issued 
at a uniform price and in a uniform style, rule-of- 
thumb methods can be followed without great risk. To 
me this has always seemed an instance of ‘putting the 
cart before the horse’, because, until one has made out 
a fairly accurate estimate of the cost of production and 
publication, it is impossible to tell what margin there 
is to share with the author. In theory, it is, of course, 
possible to have any margin you want by increasing the 
published price; but, in practice, there are sharp limi- 
tations to any such increase. Frequently a book is worth 
publishing if it can be issued at not exceeding such and 
such a price, but most certainly destined to-failure if 
issued at a higher price. It has always seemed to me 
necessary, therefore, and, in fact, a quite obvious pro- 
cedure, to ascertain at this point exactly to what extent 
the publication is commercially worth while. This in- 
vqjves delay, but leaves one in the happy position of 
knowing the facts instead of guessing at them. Many 
propositions yhich appear tempting before they are 
tested in this fashion, cease to be attractive thereafter. 
I could cite plenty of concrete examples, but perhaps 
it is sufficient to point out that many a good book 
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cannot be published except at a loss ^lely because of 
price limitations. For example, in pre-war days 7s 6d 
was generally recognized as the top price at which any 
‘juvenil|’ could be expected to have a substantial sale. 
There were, of course, exceptions, but, generally speak- 
ing, it was fatal, as some of us found at that time, to 
publish a book intended /or children at even such a 
slightly increased price as 8s 6d. This is typical of 
books in many categories. Very occasionally the reverse 
is true, and one can fix a higher price than is really 
essential without, in any way, impeding the sale, but 
this is much more rare now than it used to be. Were 
it a more frequent occurrence, publishers would have 
greater justification for issuing books which show an 
insufiicient margin. In brief, there is oftelt a ‘right 
price’ for a book, and in such cases publication at any 
other figure would spell failure. 

Recognition of this fact often prompts publishers to 
meet it by the simple but unwise expedient of printing 
a larger first edition than the probable sales warrant. 
It must be borne in mind that the cost of composition 
remains •the same whatever the number printed; if 
therefore, for example, the initial cost of type setting 
is ;^200 the cost of that item will be: 

£20 per copy if 10 copies are printed 

n »» tf 99 99 

4 ® ff ff ♦> 1,000 y, „ „ 

5 ^ 99 99 99 10,000 „ „ „ 

id „ „ „ 100,000 „ ., „ 

any books for which there is a restricted market will 
for this reason of necessity appew expensive compared 
with a mass-produced article. With this in mind the 
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production manager probably points out that if double 
the number were printed, or even if only an extra 
thousand were printed, there 'Would be no difficulty 
about publishing at the desired price. 

The production manager may well be correct; but 
to let the desire to publish at a given price determine 
the number to be printed/ instead of the probable 
demand, is both a snare and a delusion. The amateur 
publisher constantly makes this mistake and even the 
most wary publisher is occasionally led into it. In the 
long run, the sounder policy is to base all estimates 
upon the probable number required, and to let the cost 
per copy control the published price regardless of other 
considerations. 

This presupposes a definite and precise ratio between 
the cost per copy and the published price, and the 
strength of mind resolutely to pass by any publications 
where that ratio is unobtainable; an obvious procedure 
but adopted by few, even in theory. 

Preparing Estimates. — Clearly, whatever method be 
adopted, it is wise to ascertain the exact cost of pro- 
duction. But just as an architect must make <his plans 
before calling in the quantity surveyor, so a publisher 
must — mentally at any rate — design his book before 
proceeding further. 

Today, far more thought is given to design than 
thjfty or forty years ago. The difference is startling. 
There is, for example, the striking improvement in 
type design, fpr which we owe so much to the far- 
sighted action of the Monotype Corporation and 
recently the Linotype Corporation in seeking and 
following the best advice. It is no more costly to set a 
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}>ook in a good fount of tjrpe than in*a bad one and 
there is ho longo* any excuse for not usings good 
type faces. The final appearance of the book is more 
influenc^ by the right selection of type, and the right 
proportions of the type area and ‘leading’, than almost 
any other single factor. To secure even and regular 
word-spacing the compositor needs to give a moment’s 
thought at the termination of most lines to judge 
whether or not a further word can be got in or suitably 
broken. 

The selection both of the format and the fount of 
type will be influenced by the character of the ms and 
the number of pages it is desirable that the book should 
make. A type face suitable for a work of belles-lettres 
may not be the best for a scientific book, and a ms set 
in, let us say, Baskerville will run to far more pages than 
if set in, say, Fournier. Again, a novel will probably be 
set in Crown 8vo size whereas a biography or work of 
considerable length is more likely to be Demy 8vo.* 

The whole question of quality of printing will 
be referred to at greater length in the chapter bn 
Productidn. Here it will suffice to emphasize that, 
except in the case of ries’ where a prescribed style 
has to be followed, each book should be regarded as 
having an individuality of its » wn. A certain degree 
of standardization is inevkabL, but the mechanical 
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production of books will ^deld no better results thai][ 
does the mechanical production of clothes, and it is as 
easy to detect whether the de^gn of a book has been 
thought out as to decide whether a man’s suit ^as been 
specially cut for him. The experienced publisher knows 
when to use the advantages of standardization and how 
and where the individual tov.ches can be added without 
excessive cost. 

The estimate may be based upon calculations made 
in their entirety in the publisher’s office — a. ‘House 
estimate’— or upon precise quotations from printers. 
Our ‘Call for Estimate’ form provides for both, and 
it is for the ‘sponsor’, i.e. the director or editor who is 
dealing with the particular book, to say which is 
wanted. On that form the sponsor prescribes the size 
of the book, e.g. Demy 8vo, the number to be printed; 
whether it is to go to a printer in the first class or a less 
expensive firm; whether it is to be bound in cloth; 
whether a picture jacket is needed or plain lettering is 
more appropriate, and lastly the degree of urgency. 

In the case of a house estimate, it is seldom that 
more is attempted than to provide approximate 
figures, a process that is very simply accomplished by 
counting the number of words in a few typical pages, 
multiplying the average by the total number of pages 
in the manuscript, and then basing the calculations 
u^n a previous publication of the same length, etc. 
It is a rough-and-ready method which has its tem- 
porary uses, jjiut it contains pitfalls for the unwary. If 
more exact figures are needed, as they always are in the 
end, the production department make the necessary 
inquiry from the printer, providing him at the same 
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time with a specimen page lay-out. When the type- 
script comes back from the printer with the estimate 
and printed specimen page, and it is decided that the 
book is to go in hand, the typescript receives editorial 
and full typographical treatment to ensure that it is 
in proper shape for the printers to proceed. The 
amount of work this involves varies enormously.* 

There is no standard procedure; each publisher has 
his own methods. Our production department when 
sending the prepared typescript to the printer for 
‘cast-off’ sends with it a ‘Style Directive ’ — z printed 
statement of our House Rules, plus points about the 
particular typescript in question, such as any special 
requirements of the author. 

Apart from the more obvious considerations, the 
standard of knowledge and taste of the assistants in 
the publisher’s production department may have con- 
siderable influence upon the final appearance of a book, 
because in a large business it is not always possible for 
the publisher himself to settle every detail. But so long 
as books are erroneously regarded as ‘dear’, financial 
considerations will be the biggest factor, and many 
desirable improvement: in production will be sacrificed 
on the altar of cheapness. 

‘Casting off’ technically n;eans calculating how 
many pages a given quanrity cf matter that has been 
set up in type will make; but the term is now gener- 
ally used in a wider sense as covering an estimate 
of the number of pages a manuscript v^ll make, if set 
in such and such a style. This is a very laborious task, 


> See page {o6. 
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if it is accurately done, and a ‘cast-ofiT that is not 
accurate may be very misleading. 

Until comparatively recently the number of words 
was counted, and if a manuscript has beei\. heavily 
corrected, or is made up of a mixture of cuttings, hand- 
writing and typescript, a word count is still useful. 
But there are today several nccognized modern methods 
involving the use of Co^y Fitting Tables and the 
Castell Demegraph Slide Rule, and it is characters, not 
words, that are counted. The printer provides in his 
elabofate calculations for any matter set in smaller 
type, such as extracts or footnotes, and in estimating 
allows for special accents, Greek, Hebrew, tabular 
matter, etc., all of which ‘extras’ add materially to the 
cost. It is highly skilled work, and whichever method is 
adopted much practice is needed if the desired accuracy 
is to be attained. The thoroughness with which the 
work is done by a good firm is to be seen in the exten- 
sive list of queries which often accompanies the esti- 
mate. Some printers send out with their estimates a 
printed questionnaire, of which the opposite page is an 
example. 

Our ‘Style Directive’ anticipates all these points and 
many others which are largely matters of taste but 
which it is essential to settle before the printing is 
started rather than after the..whole book is in type. 

^he requirements of authors differ considerably. 
Some prepare their manuscripts so perfectly and with 
so much thought and pains that they would be rightly 
annoyed if even a comma were altered. Others would 
be equally annoyed, and perhaps just as rightly so, if 
their manuscripts were literally followed, for ability to 
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POINTS RAISED BY THE PRINTESP 

1. Punctuation: Are we tp follow copy exactly, or 

use our discretion so a| to obtain uniformity ? 

2 . Ou»iTALiZATioN : Is the author to be followed 

exiptly, or shall we follow our House Style 
in details, making any alterations that may be 
necessary to secure consistency ? 

3. Quotation marks: Are double or single to be 

used, and points inside or Butsidc ? 

Our House Style is double quotes and 
, points inside. 

4. Titles of Publications in Text and Footnotes: 

Are they to be in italics or roman quoted ? 

Our House Style is italics. 

5. Pronouns referring to the Deity: Are these to 

begin with capitals ? 

Our House Style is capitals. 

6. IzE or isE in such words as recognize, civilize, 

etc. : Which is preferred ? 

Our House Style is ize. 

7. Scripture references: Are these to be printed 

thus: Exod. xv. 24; Psa. iv. 4— vi. 10; 
Isa. li.-lv. ; 2 John 1 1 ? 

Our House Style is as printed above. 

8. Dates: Shall we print December 9, 1905; 

December 9th, 1905 ; or 9th December, 1905 ? 

Our House Style is the fijst-named. 
(a) nineteenth century; {b) 19th century; or 
(0 XIXth Century? 

Our House Style is (a). 

9. Extract matter in smaller type ? J the extract to 

be quoted ? 

Our House Style is without quotation 
marks. 

10. Latin and other foreign words and phrases 

when used in the text: Are they to be in 
italics or roman? ^ 

Our House Style is italics. 

11. Index: Will one be supplied ? 


Reply 
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write does not' always include ability to spell or to 
punctuate correctly. 

Some of the most serious troubles with authors arise 
from neglect to find out in advance whether the author 
wants his manuscript followed literally, or if he is 
willing to adopt his publisher’s ‘House Style’. 

Unless an author has prepared his ms most carefully 
and knows his way about^ very well, and compara- 
tively few have a sufficient knowledge of the technique, 
he would be well advised to permit the publisher’s 
House Style to be used throughout. Any kind of com- 
promise is seldom successful and is never to be 
recommended because a manuscript may be simul- 
taneously set up by half a dozen compositors. It is 
quite easy to instruct them to follow ‘copy’, or to 
follow the ‘House Style’, but it is difficult to get uni- 
formity if variations are introduced. This must not 
be taken as excusing any discrepancies, because the 
printer’s reader is responsible for consistency of style, 
punctuation, capitals, etc. None the less it will be found 
advisable in practice either to follow the House Style 
(except possibly the optional points raised by the 
printer) or to prepare the ms with sufficient care and 
forethought to justify the instruction ‘follow copy’. 

Into the printers’ methods of arriving at their esti- 
mates and the basis upon which their costs are ascer- 
taiq,ed we need not delve very deeply. Actually, printers’ 
charges for composition are almost invariably based 
upon a standard of one thousand ‘ens’, i.e. what it 
costs to set up one thousand of the letter ‘n’, which 
is midway between the broadest and the narrowest 
letter of the alphabet.Tt is obvious that a page full of 
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the letter ‘m’ could be set up more^quickly than a 
page full of the letter ‘i*, because a compositor would 
have to handle three times as many of the letter ‘i’ to 
fill the same type space. The actual form in which the 
estimate reaches the publisher is usually somewhat as 
follows: 

Specification: i.e. the approzimfte number of words : so many pages 
containing so many lines and so many ‘ems’* wide; allowing x pages 
for an index, if any, as also for any illustrations which are to be included 
in tile actual text of the book. 

Machining is usually as per scale, for most printers have a fixed rate 
which is recorded at the publisher’s office, and, when once agreed, is 
applicable in all cases where exceptional circumstances do not arise. 

Together with the estimate, the printers usually send 
an actual specimen page. Occasionally they merely pre- 
face their estimate with the remark, ‘if set on the lines 
of such and such a book'; but, personally, I prefer to 
have a specimen set up from the manuscript itself, 
which can be submitted to the author for approval. In 
this specimen page the printers include, at our request, 
the title of the book, the approximate number of words, 
the approximate number of pages, their name, and the 
date on which the spec* men was set up. This has many 
advantages in connection with the internal working of 
a publisher’s office, and saves any possible confusion 
between the many such sjycimen pages which are con- 
stantly passing through a publisher’s hands. 

When completing the total cost it is so very eas^ to 
omit some item, that most publishers have a printed 
form, of which that on page 43 is aif example. My 

» 'Pica* or ‘12-point’ ems are the printcij’ standard of measurement: if 
set solid, six lines rs one inch. 


41 



THE TRUTH ABOUT PUBU8]|lH0 

firm's present fSrm is much more elaI:>otate in that it 
has 

f 

(a) a second column to provide a more exact costing 
at page proof stage to enable the published 
price to be fixed and the jacket to be printed. 

(i) a third column to enable the final costs of each 
item to be comfkred with the estimate—^ 
most salutary check. 

§ I and § 2 : Composition^ small type^ etc., and make-up, 
are merely copied from the printer’s figures. 

§ 3, Paper, needs careful thought; the weight and 
bulk vary greatly according to the nature of the book. 
It is also necessary to calculate the quantity of paper 
required, which needs care. Even the expert occa- 
sionally makes the mistake of halving or doubling the 
number of reams required. When the printing is put 
in hand we call for an estimate from the stationer, 
together with a ‘dummy’ of the size and specifications 
prescribed and his confirmation of the quantity 
needed. 

§ 4 , Machining, is ‘according to scale’, as previously 
mentioned, and it is, therefore, merely a question of 
knowing how many copies are to be printed, and 
filling in the figure accordingly. The number of reams 
usu^ly corresponds to the paper ordered and is 
repeated from the previous entry on the estimate. 

§ 5, Blocks, depends, of course, upon whether the 
volume is to be illustrated either inside or out. Practi- 
cally all novels have picture jackets — a costly item, of 
which more later. 
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^CASTING OFF* AND ESTIMATING 


•ESTIMATE 


FOR ohiCE USE ONir 


for producing copies of* 

to form volume of say sheets of 32 pages 8vo size, 

approximate number of words thousand. 


(1) Composition sheets @ 

Small Type, Etc 

(2) M^ke-up or Re-imposing — 

(3) Paper Size...... X Weight 

reams @ 

(4) Machining „ @ 

(5) Half-Tone or Line Blocks 

(6) Paper for Illustrations — 

Printing Illustrations 

(7) Moulding sheets @ 

Stereotyping from Moulds 

(8) Binding copies @ 

Paper Boards or Covers 

(9) Binder’s Blocks 

(10) Jackets, including Paste-on (if any) 

(11) Corrections % 

(12) Artist’s or Translator’s Fees 

(13) Author’s Royalty 

(14) Advertisements @ scale prices 

(15) Insurance per ^100 

(16) Working Expenses 

Extras (if ordered by Author) 





SuccBSTED Published Price. 
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§ 6, Paper fSr and the Printing oj the lUustra^ns . , 
wAjt paper, used for the printing of most illustrations 
(though it is used more often than it need be), is of 
a different texture, character, and weight, ancl has to 
be separately ordered. The machining of illustrations 
is calculated from a scale agreed upon with the printers. 
It is a higher rate than ordinary machining, owing to 
the greater care required and -.the additional time con- 
sequently occupied. 

§ 7, Moulds and Stereoplates. These no longer have 
their earlier importance because there are now other 
methods of reproducing books of which the type has 
been distributed. It is uneconomic to take them unless 
many unaltered reprints are certain to be wanted in 
which case nickel-faced stereos are desirable. The 
records of most British publishers would reveal what 
a startling amount of capital had in the past been 
invested in moulds which were never used and have 
no value. In America books are usually printed from 
electroplates (not type) which are almost invariably 
included in the original cost. Roughly speaking, the 
printer’s charges are based upon the superficial area 
of the type of which moulds (papier-m3chd impres- 
sions of the standing type) or stereos (metal plates cast 
from the moulds) are to be made.’' For further informa- 
tion regarding these processes see the section on 
me^ods of reproduction in Chapter V. 

§ 8, Binding. The cost varies enormously according 
to the number^to be bound at one and the same time. 
The binders make what is known as a ‘starting charge’ 

I To be pteciie, plates are c^ged by back measurement, to indude tbe 
bevel j moulds by type area plus ^ inch all round to include clump. 
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.to cover the warehouseman’s time liking out the 
sheets, and the ‘making ready’, which in some^of the 
processes takes almost^s long as the work itself — e.g. 
when o|^ce a case-making machine is running, the cost 
of an extra hundred cases is little beyond that of the 
materials involved. This tends to make the charge for 
binding small numbers allmost prohibitive. For esti- 
mating purposes it is necessary to strike an average — 
the first number to be bound may be substantial, 
whereas subsequent binding orders may be smaller. 
The price is usually per loo or per i,ooo copies. 
Some binders prefer orders to be in units of 250, i.e. 
500, 750, 1,000 which is how the sheets are usually 
packed. When calling for an estimate and dummy from 
the stationer we also ask the binders for thehr price. 

§ 9, Binder's Blocks. It is usually impossible to get 
satisfactory results unless lettering is specially cut, at 
any rate for the shelf back of the binding. It is cut in 
brass at a cost of about ,^4, and can be made to fit 
the available space, which is rarely possible with 
type. Nothing disfigures a book more effectively than 
bad lettering on the binding, so that to begrudge this 
expense, as some do, is false economy. Brass blocks 
are also good for their hardness to stand up to heavy 
pressure on cloth and board under heat. The polished 
surface gives a good gloss^on gold. 

§ 10, Wrappers^ 'Jackets^ or DustcoverSy as thej^are 
often called, are today a necessity, and any estimate 
that omitted them would be incomplete The cost may 
be anything from about ,^30 for, say, 2,500, of thift 
plainer \iariety to £jSo for the Ibne number of picture 
jackets in four colours, such as are frequently used for 
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novels. This laAer figure includes' the making of the. 
blocks, but not the artist’s fees. It is expedient to print 
a substantial number of overs Tor publicity purposes 
and the refurbishing of soiled stock. ' ^ 

§ II, Corrections. Under this head will be included 
whatever free allowance it is the particular publisher’s 
custom to make his author^ It may be a fixed sum: 
more often it is lo per cent the cost of composition. 

§ 1 2, Artist's Fee for Jackets or illustrations, is self- 
explanatory. 

§ 13 and § 14, Author's Royalty and Advertising., are 
not, as a rule, included in a Production estimate for 
the publisher’s own use, but are dealt with separately. 
It is none the less desirable to have them on the printed 
form as a perpetual reminder. 

§ 15, Insurance, is usually covered by a floating 
policy, but individual cases arise where, because of the 
exceptional value of the ms or illustrations, special 
policies are called for. 

§ 16, Working Expenses, or ‘Overhead’, as they are 
often called, will be dealt with elsewhere in this book. 

If the estimate has been carefully completed, we now 
have a fairly accurate idea of the cost of producing a 
MS of which we have formed a favourable opinion. 

The next questions to decide are the published price 
at which the book is to be issued and the amount of 
the^margin of profit available for division with the 
author. How these questions are answered will be con- 
sidered in the, next chapter. 
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CHAPTER 111 


THE PRICE OF BOOKS AND 
.OVER-PRODUCTION 

A NYOVE having the temerity to suggest that books 
/\ are cheap would probably be met with a flat 
A *JL denial, or at best an incredulous smile. Yet the 
slightest study of the question would reveal that there 
are few, if any, directions where better value is given. 

The price of books is a matter of such importance 
to the book-reading public that it ought to be more 
widely known not only what are the chief fattors con- 
trolling their price, but also the proportions in which 
they operate. As we saw in the chapter on ‘Casting Off* 
and Estimating, the number printed affects the cost 
per copy more than any other individual item. 

But if we confine ourselves to the ordinary run of 
new books, of which a first edition of from 2,000 to 
3,000 copies is printed — ^this excludes reprints, the 
big sellers, and educati<'nal books — the published price 
can be divided into three fairly equal parts, viz. ; 

1. The actual cost of manufacturirg, i.e. paper, printing, and 

binding. 

2. The cost of distribution, which includes booksellers’ discounts 

and travellers’ commissions. 

3. The balance, which has to cover : 

{a) advertising; 

{ 6 ) the author’s remuneration ; 

(f) the publisher’s working expenses; 

(d) the publisher’s profit. 
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No two cases ire alike, and the proportions will varjr 
in special circumstances, e.g. where there is no author 
to pay, as in reprints of the cliassics*, where there is a 
popular author commanding large royalties; or where 
there is less discount given to the trade, as with most 
educational books; but for general purposes the division 
will be found accurate enough. I propose to examine 
each separately. 

1. Cost of Manufacture 

Book production costs fluctuated so violently during 
the last forty years, particularly during the two war 
periods, and are still so far from being stable that it is 
impossible to give figures of even semi-permanent 
validity. But I do not think anyone would dispute that 
the cost of book production is at least five times what 
it was in 1914 and more than three times what it was 
in 1939. There has, however, been no proportionate 
increase in the published price of books. 

a. Cost of Distribution 

When ‘net’ books were first introduced, booksellers 
were glad to secure an admittedly inadequate i6| per 
cent, with an extra 5 per cent on settlement of their 
account. The pendulum hais now swung in the oppo- 
site direction, and today they demand a clear 33^ per 
cent under all circumstances^ even on an order which 
they have dope nothing to obtain for a single copy 
of a book they have never stocked. 

The merits or demerits of their contention are dis- 
cussed in Chapter Vl, and the question is referred to 
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here merely because it is a factor, and a*decisive factor, 
in fixing the price. 

If in the future the*m/«mRm discount is 33^ per 
cent, tl^ average receipts of the publisher will be 
reduced, because the wholesaler and exporter will 
want additional discount beyond the minimum allowed 
to the retailer, i.e. in addition to the 33^ per cent; 
then the travellers* commission has also to be de- 
ducted.. At present many publishers give a lower 
percentage on orders for single copies merely passed 
on by booksellers, and this keeps up the average net 
receipts; but if discounts are further increased, pub- 
lished prices will also and inevitably have to be 
increased. It is to this vital point that so many 
turn a blind eye. In brief, is the publishd^ to base 
his estimates on the assumption that his average 
gross receipts are going to be two-thirds or only 
about half the published price? It makes just all the 
difference. 

But booksellers are not the only channel of distri- 
bution the British publisher has to consider, because 
some books are issued for sale primarily to circulating 
libraries. Here we hav' another factor to consider, viz. 
that a smaller number of copies will meet the demand, 
and the smaller the edition, tho higher the price. 

But such higher prices^affect only a tiny minority 
of books published, and their influence is fieetij^g, 
because any such book for which there is a substantial 
demand at the circulating libraries is invariably issued 
subsequently at a lower price for general sale. Unfortu- 
nately, however, these ‘circulating library books’ can 
sometimes be cited as evidence t&at books are dear. 

o 49 



THE TRUTH ABOUT P.UBLISlilHG 

3. AovERTisiitfb: The Author and Publisher 

(<7) Ffw authors think their books have been sxiffidently 
advertised, and yet it is a comfnon thing for over ,^7^ 
to be spent on a book whose sales do not i^rach one 
thousand. That means an expenditure of more than 
IS 6d per copy. Advertising rates have increased 
alarmingly, and little can vbe accomplished with ,^75, 
unless the daily and Sunday papers are excluded. The 
cost of advertising is certainly a factor which affects 
book prices. 

(H) The author’s remuneration nowadays is usually 
in the form of a royalty calculated on the published 
price. The royalty system has many advantages, but 
the plan of basing the royalty on the published price, 
though equitable enough theoretically, has the effect 
of necessitating a greater increase in the published price 
in certain circumstances than would otherwise be the 
case, e.g. if an extra 4d is spent on production it is 
necessary to add at least is to the published price, 
in order to cover not merely the additional expenditure 
and the booksellers’ discount, but also the author’s 
royalty upon this increased outlay. I am not contending 
that this should not be so (there is much to be said on 
both sides), but state it as a factor affecting book prices. 
If an author gets 10 per cent royalty on a 7s 6d cloth 
book, and it seems advisable to do a leather edition 
at, I os 6d, ought he to expect 10 per cent on the 
increased cost of the leather binding ? 

There is rjo need for me to refer to the ‘ruinous 
policy’ of paying too high royalties, because it has 
been dealt with so trenchantly in A Publisher's Con- 
fessioHSf by the late Walter Page, one of the many 
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(^stinguished publishers Aiherica has seSit to Eun^ as 
ambassadors. It is obvious that the royalty, whoever 
it is, is payable out of the difference between the cost 
of prodijption and the net proceeds received by the 
publisher. Short of skimping the production, a policy 
pursued by some, or restricting the booksellers* 
discount, as is done by cithers, there is no way of 
increasing the margin except by increasing the price. 

(cj The publisher's working expenses are extra- 
ordinarily high. It is not that publishers* businesses 
are extravagantly run — ^most of them, I believe, are 
fairly economically run; but because at best the turn- 
over is small compared with that of any staple com- 
modity such as tea, and the detail involved is out of all 
proportion. 

I do not know of any book-publishing businesses 
whose working expenses are under 22 per cent — ^most 
are over 26 per cent; but I do not ask any reader 
to accept my statement. Let him refer to the case 
of ‘John Murray v. The Times , where the actual overr 
head costs were closely investigated, and remember 
that they are now very much heavier. 

{dt) The publisher's .profit, if any, need not detain 
us, for it does not play as important a part in the fixing 
of prices as might be expected. This is not because the 
publisher is a philanthropiet, bat because his margin 
on subsequent editions is usually larger,* so that, if 
reprints are called for as the result of his moderation, 
he will reap a greater reward than he gould by any 
artificial enhancement of the published price of the 

» May 5-8, 1908. 

> The diffexence is not so great as it was. 
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first edition. Apart firom this fact, pressure is con- 
stantly being brought to bear upon the publisher from 
more directions than one to keep prices down, and, 
speaking generally, it is in his own inter(|pt (there 
are plenty of exceptions) to do so. 

This completes the list of factors that influence the 
price of books other thanithe paramount one of the 
number to be printed. 

It will, I think, be clear to anyone who has read this 
statement carefully: 

(1) That if a publication is to be economically self- 
supporting the published price must usually be fixed 
at not less than three and a half times the cost of pro- 
duction, i.e. the cost of the paper, printing, binding, 
and jackets. 

(2) Whereas if allowance had to be made for any 
increase in the item ‘distribution’, the published price 
would have to be at least four times the manufacturing 
cost. In the usa it is five if not six times. 

Despite the foregoing— despite the undoubted facts 
that production expenses are more than treble what 
they were in 1939 and that the costs of distribution 
and advertising have increased — ^there has so far been 
no proportionate addition to published prices. Books 
are thus relatively cheaper. The explanation is: 

. That more books are being sold (it has been possible to print 
larger editions). The bigger the demand for books the cheaper 
they can be — always provided there is no paper shortage. 

2. That publishers are working on a smaller margin (often insufficient 
to cover the inevitable proportion of losses). 

This brings me to the question of — 
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'fas Over-production op Books 

‘Fewer and Better Books’ is one of those American 
slogans that sound so well, but upon examination mean 
so little, the phrase were ‘Fewer and Better Novels’, 
which is what many people intend, there would be a 
good deal to be said for it, except that it is not usually 
the novels which are iftost wanted by the public. 
‘Fewer duds and more best-sellers’ is the interpretation 
that,many in the book trade would give, but that, again, 
would lead us away from, rather than towards, the pro- 
duction of good literature. If put into practice this 
slogan would result in the publication of fewer scholarly 
works and of more ephemeral quick-selling rubbish. 

An analysis of the new books published discloses 
the fact that fiction forms a much smaller and books 
on the many new subjects which come to the front 
a much larger proportion of the total output than most 
people suppose. There is the vast literature on both 
electronics and aeronautics, to mention but two such 
topics. The very diversity of the subjects in which 
people are interested represents an important factor 
which those who call for fewer books are apt to over- 
look. Most of us have never read a book on nuclear 
fission; but is that any reason why those who want 
books on that, or any other h abject under the sun, 
should not have them.? 

Is it not well that anyone who feels he has a con|ri- 
bution to make to the common stock of knowledge 
should be as free as possible to make it.? — that new 
ideas should be given full consideration .? In a tree, is 
it not a sign of vitality that it seqds out endless shoots 
that ultimately achieve no apparent purpose? 
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Unwanted >A11 this brings me to the really 

unwanted books. Most of them are published at 
the author’s expense, or ‘on commission*, as it is 
generally called, and this accounts for the usual 
condemnation, as a class, of all books published on 
commission. Certain old-fashioned publishers even 
boast that they never publish anything on commission, 
probably forgetting that some distinguished authors 
like the late Bernard Shaw take the sensible line that 
they do not require any publisher to finance them, 
preferring to pay the publisher for whatever services 
they do desire him to render, and to retain the entire 
profit for themselves. Many famous and very successful 
books have been published on commission. Two of the 
best-sellers in my predecessors’ list — books that have 
been selling merrily for years — ^were, until quite 
recently, commission publications. If, on the other 
hand, we attempt to confine our condemnation to 
commission books for which there is no demand, I am 
reminded of Edward Carpenter's description of his 
experience with Towards Democracy. I quote his own 
words*: 

I have spoken elsewhere about the considerable period of gestation 
and suffering which preceded the birth of this book; nor were its 
troubles over when it made its first appearance in the world. The first 
edition, printed and published bx, John Heywood of Manchester, at 
my own expense, fell quite flat. The infant showed hardly any signs of 
lift. The Press ignored the book or jeered at it. I can only find one notice 
by a London paper of the first year of its publication, and that is by the 
old sixpenny Gn^kic (of August 1 1, 1883), saying — ^not without a sort 
of pleasant humour — that the phrases are ^suggestive of a lunatic 

s My Detj^s and Dnams^ by Edward Carpenter (George Allen k, Unwin 
Ltd^ X916), 
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O^Iendorf, diiectian*’, and en£ng np tbe adndasitm 

tfiat ’the hook is truly myadc, wcoiderful— dike nothing ao much as a 
nightmare iifter too earnest a s^dy of the £oian t’ 

If we limit ourselves yet further, and say tluit under 
no circumstances ought unwanted novels to be pub- 
lished at the author's expense, I feel bound to point out 
that John Galsworthy's firs%efiFort was published under 
those conditions (it was under a pseudonym). Probably 
it would never have found a publisher otherwise, 
because it was immature work, had no sales, and has 
never been reissued. But had it not been published, 
would that distinguished writer have been encouraged 
to take up authorship as a profession ? 

Anyhow, I think it is clear that we must not be too 
hasty in condemning even unsuccessful commission 
publications, if it is the interests of literature we have 
at heart. Furthermore, we must not overlook the many 
learned works of research which would never be made 
available for future students if they had to wait {<x a 
publisher willing to finance their publication on their 
commercial merits. 

We are left with the publications which have no 
intrinsic merit, which ‘'how no promise, and for which 
there is no demand. Despite the very great pressure 
that is often brought to bear, s tch books do not, with 
rare exceptions, appear upder the imprint of any of 
the more reputable publishers. They certainly are a 
burden to the overworked literary editor who has ^lie 
task of weeding them out, but a mere fiance at the 
publisher’s imprint will usually teU him ^1 he needs to 
know. They do not occupy much of the bookseller’s 
time or space, because he nevef subscribes to them, 
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but merely ptbcureB them when they are definitely 
ordered. IJsually only a small proportion of the edition 
is bohnd up, and, apart from* the review copies, and 
perhaps forty or fifty sold to friends and relatives of the 
author, very few copies get into drculation. After the 
lapse of a year or two, the unbound copies are pulped, 
or, more probably, used fof packing up other publica- 
tions. It is doubtful, therefore, whether the few hundred 
books of this kind which are published yearly really 
present any great problem, or even a problem at' all. 
As a method of spending money it does not seem to 
me to be any better or worse than many others about 
which no one is unduly troubled. And the fact remains 
that, whatever provisions were made to suppress this 
class of book, there would always be with us a few 
hundred people under the erroneous impression that 
their literary efforts were masterpieces which must be 
printed regardless of the consequences or cost. Often 
they are under the delusion that it is merely due to a 
secret conspiracy on the part of publishers that their 
MSS are returned to them. 

There is, however, a form of over-production which 
is seldom mentioned, but which is in some respects 
more serious in its consequences. If an edition of 
three thousand copies represents the demand there is 
for some book, there is obviously no point in printing 
thirty thousand, even though the thirty thousand copies 
cofild each be produced infinitely more cheaply than 
would be possible were one-tenth that number printed. 
I have in mind one particular firm, now out of business, 
which recently ran through ^^30,000 largely as the 
result of over-production of that kind. The bookselling 
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^de would have been swamped had tlft whole of their 
surplus stock been flung upon the market. A large 
proportion of it had to* be pulped, not because It did 
not consist of excellent books — some of them were 
ifirst-rat/ and most beautifully produced — ^but because 
the supply was altogether in excess of what the market 
could absorb. 

Insufficient Sales . — But although I am bound to 
admit that there are far too many worthless books pub- 
lished, the problem is seldom over-production, but 
much more frequently under-consumption, or, to be 
more precise, ini^ufficient sales. Most people have not 
yet learned to regard books as a necessity. They will 
beg them, they will borrow them, they will**do every- 
thing, in fact, but buy them. People who would be 
ashamed to cadge for anything else they wanted, who 
will unhesitatingly pay 15s for a meal or even more 
for seats at a theatre, will think twice, if not three 
times, before spending even 7s 6d up>on a book which 
will last a lifetime. The fact that we in England do 
not spend on books — per head of population — any- 
thing approaching th'* amount spent in the Scandi- 
navian countries, and that, relatively speaking, we 
have not nearly so many well-stocked booksellers' 
shops, demonstrates thaj;, despite the increase in 
demand, there is still room for expansion. Book- 
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lovers would do well to ignore idle chatter about 
over-production, and to concentrate attention upon 
encouraging the new reading public which is growing 
up around us, and in this connection to support the 
excellent work of The National Book League, 7 Albe- 
marle Street, London, W.i. For the fact that more 
and better books are not rerd, we are all in a measure 
responsible. When during the Second World War the 
younger generation woke up to the realization of the 
joys of reading and the inexhaustible treasures of 
English Literature, and clamoured for books and 
wanted the best, the best were unobtainable or in short 
supply. 

But this is a digression from our theme. We have 
now seen how the probable published price is deter- 
mined and can pass on to the negotiations with the 
author which, as explained, often precede all the careful 
estimating, etc., outlined in Chapter II. 
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AGREEMENTS 

I s a formal agreement#destrable? Is not a veirbal 
understanding sufficient— confirmed, if need be, 
by an exchange of letters? I do not think that 
anyone who has had considerable experience of pub* 
lishing would have any hesitation about answering that 
question. A formal agreement is not only desirable, it 
is essential^ and for more reasons than one. In the first 
place, if the agreement is properly drawn up, it defines 
in the most concise form possible the nature of the 
arrangement. It is thus the best and most practical 
form of record for the guidance of the many people 
concerned in carrying out the understanding between 
author and publisher. If no such record existed in the 
form of an agreement, it would have to be created for 
the efficient administration of the publisher’s own busi* 
ness. I speak with no little feeling, because amongst the 
businesses with whic^- I have at one time or another 
been associated was one where formal agreements were 
the exception rather than the mle, and even when for- 
mal agreements were sigjied, they were so ‘simple’ as 
to tell you nothing. The proprietor of the business said 
he never had any trouble, his authors always trusted 
him, which, indeed, they had every reason to do, for he 
was an exceptionally honourable man, who paid his 
firm’s creditors 20s in the when he was under no 
legal liability to pay them ond penny. But he never 
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paused to thinlf'what would happen when the author's 
executors and his own successors were confronted with 
one another, neither having thedimmest notion of their 
respective rights or obligations! A few score tangles 
of that kind to unravel would convince anyone of the 
necessity of a formal agreement. But there are other 
reasons. It is essential thatiboth parties should know 
precisely what rights are being conveyed. There is no 
more fruitful source of trouble than vagueness on such 
points, and yet agreements by letter almost invariably 
leave them undecided. It is very easy to say, ‘We will 
deal with this or that question when it arises*, but quite 
another thing to do so when the time arrives. A formal 
agreement compels both parties to face the issues at the 
outset; if they cannot agree then, the probability is th^ 
never will. 

That authors should understand the arrangements 
into which they are entering is of the utmost impor- 
tance, and now that they have what G. Bernard Shaw 
rightly called their ‘Trade Union’ — ^The Society of 
Authors— -behind them, they have no excuse for not 
knowing all there is to know; but there is one point 
that is apt to be overlooked, viz. that an unfavourable 
agreement with an honourable firm is at all times to 
be preferred to an impeccable agreement with an un- 
scrupulous one. An agreement which is ideal from the 
point of view of one of the parties is likely to be un- 
satisfactory to the other party. A publisher who habi- 
tually enters into agreements with which no theoretical 
objection coufd be found, from the author’s point of 
view, either has no real intention of carrying out the 
agreements or, granted he has the best intentions, will 
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ine^ataUy fihd himself ini the long ni^-<--iailing some 
endowment or inexhaustible resources — ^unable to do 
s6. I shall have occasioh to refer to this subject later. 

.. With^the Authors' Society's demand for ^The in- 
spection of those account books which belong to the 
author*, I can but express my wholehearted agreement, 
and deplore the fact that fhe ’right’ is not more fre- . 
quently exercised. Nothing would promote a greater 
feeling *of confidence than an authoritative statement 
from time to time that such and such a publisher's 
accounts had been examined and found not only 
correct, but very well kept.* The Publishers Associa- 
tion recommends the inclusion of a clause specificdly 
according the right. But may I suggest one qualifica- 
tion? The person exercising the right should possess 
an elementary knowledge of book-keeping. It does not 
seem to me to be part of a publisher’s obligations to 
teach authors the elements of book-keeping, though I 
have spent many hours in the process. Authors cannot 
be expected to bother personally about such things. I 
merely suggest that if accounts are a mystery to them, 
they should delegate the task of investigation to some- 
one accustomed to fig res. The object of the Authors’ 
Society in running an accounts department is presum- 
ably to save authors trouble a id responsibility of this 
kind. 

For some reason I have never been able to fathpm, 
many authors have an instinctive feeling that publishers 

* Many American and a few British publishers issue their royalty state* 
ments formally certified by a chartered tecountant ; but if the statement 
does not include a stock account, such a ^rtificate might in some cases 
have little value. 
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tre urimune fr^m thie laws of whilst 

wth anyone else ‘Expenditure j^^oo, Cross Recdpts 
j^40o' means a loss of at any rafi j^ioo, with publisher 
this is supposed to mean a thumping big profit. 
Probably this is due to a very natural disinclinatioh on 
the part of authors to admit even the possibility of any 
kind of shortcoming in their offspring. It is just this 
fact of the unique relat^nship between the author 
and his book which makes publishing so different 
from any purely commercial pursuit, and at once more 
interesting and more difficult. 

Agreements between authors and publishers are of 
four kinds; any other forms are combinations of these 
four. They are: 

I. The Outright Sale of The Copyright 

This may prove an exceedingly bad arrangement for 
the author and is almost certain to be for the publisher, 
because if the book is a failure the publisher will get 
no sympathy, let alone a refund of any excess payment 
ffom the author; on the other hand, if the book is a 
success the author is sure to denounce the iniquity of 
such an arrangement and clamour for royalties. The 
method is seldom used nowadays. But there are points 
in its favour. 

No alternative gives a publisher such a free hand to 
ma^e any and every use of literary material and to 
exploit every possibility of finding markets for it. No 
other plan giyes a publisher so much inducement to 
advertise. In fact, it is quite concdvable that an author 
would grin, on balance, as much as he would lose 
,by the bptright sale of,* say, one or possibly even two of 
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hi$ earlier warks» if the deal were made with a really 
enterprising firm of good standing. His reward would 
come with the publication of his subsequent boo£s» for 
which a market would have been established. 

A 

2. A Profit-Sharing Agreement 

This method has been described by the Authors' 
Society as ‘a bad form of agreement'. That statement 
seems to me too sweeping. It is a method which has 
been abused by publishers in the past, and has there- 
fore, and naturally, fallen into disrepute. In so far as it 
lends itself more readily to abuse than the royalty 
system, it is a bad form of agreement; but, honourably 
carried out, there is much to be said in its favour /<7r 
some classes oj fubheattons. It gives the publisher more 
work in connection with the rendering of accounts, and 
the author a great deal more information about costs of 
production, etc., than any other method. In fact, if the 
accounts are made out in the detailed form in which I 
consider the author is entitled to have them presented, 
they are so instructive to a young author that he misses 
much if he never has a book published under this 
system. 

Theoretically, at any rate, the basis is equitable, 
because there are no profits i ntil the actual costs of 
production and advertising arc covered, and the only 
question thereafter is the proportion in which the profits 
are to be divided. It is, in effect, a partnership in which 
the interests of both parties are identical; but the author 
has to face the disadvantages as well as t^e advantages 
of being in partnership with his publisher. (I am 
assuming that the agreement Is being honourably 
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carried out. I will refer to possible abuses in a moment,) 
One^of the greatest drawbacks seems to me the un- 
evenness of the flow of the pfofits. This is best illus- 
trated by an actual example. Under the royal^ system, 
in the case of a book selling steadily at the rate of 500 
per annum, of which 2,000 copies were printed at a 
time, the author’s income Would be constant. Under a 
half-profits agreement the fiist year would show no 
profit, all the proceeds of the sales being absorbed by 
the cost of printing 2,000 and binding about 1,000. 
Towards the end of the second year, it would be 
necessary to bind up the second thousand copies, and 
this would eat into the available profits. The third and 
fourth years, however, would show bumper profits, and 
both author and publisher would have their reward. 
But, in the meantime, the author has to live, and the 
fact that in the long run this method might yield him 
more would be poor consolation, if he had no other 
resources. 

For this reason, a profit-sharing agreement is not 
generally applicable, but there are many cases where 
it is the ideal arrangement for both parties. There are, 
for instance, many learned works, written without any 
thought of direct pecuniary reward, whose publication 
may bring great indirect return to their authors in the 
form of academic distinctions or appointments. One 
sty:h author, the sales of whose masterpiece had taken 
thirty years to cover the printing bill, called the day 
after he had ijsceived the first share of profits to tell me 
that it was an amusing coincidence that the payment 
should have reached him on the very day of his retire- 
ment from the Professorship the publication of the 
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book had secured him. The patient publisher had been 
out of pocket for thirty years without any comparable 
recognition of his part im such uncommercial actmdes. 

At this point it seems apposite to mention that all the 
criticisms of agreements 1 have ever read assume that 
the printed forms were intended to apply to novels. In 
fact, all discussions on matters connected with the book 
trade seem, consciously or unconsciously, to be based 
on the assumption that novels are the only books pub- 
lishe’d, or, at any rate, the only ones that need be taken 
into account. How great a fallacy this is, a glance at 
the statistics of new books published will show. It is 
true that fiction heads the list as the biggest individual 
class, but novels represent at most about one-fifth of 
the total new books. Criticism that may be ?air when 
applied to an agreement for a novel, may be grossly 
unfair when applied to some other kind of book. A 
profit-sharing agreement may thus be an unfavourable 
form of agreement for an unsuccessful novel, but a 
suitable one for a work on philosophy. 

Abuses . — I. The charges for production may be 
excessive. The agreement should accordingly provide 
that the charges for printing, paper, binding, etc., 
should be as per printer’s, st-.tioner’s, and binder’s 
invoices, and should represent the publisher’s actual 
out-of-pocket expenditure. If the publisher is his o^n 
printer or binder, an assurance should be obtained that 
the prices shall be at competitive rates. 

2. In the past, when most book publishers issued 
one or more magazines or periodicals, they were in a 
position to put profits into thhir own pockets by 
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charging for advertisements in them. Thft ts a point 
that the author is entitled to control. 

3. The charge (if any) for ‘office expenses*. This 
is de6nitely controversial, and there is a great deal to 
be said on both sides. 1 thought at one time that the 
Authors’ Society’s contention that this expenditure 
should not be included was}ust. Certainly the publisher 
is no more entitled to charge his full ‘overhead’ than 
the author. On the other hand there are many out<of« 
pocket expenses, such as commission pud to a traveller 
for securing an order for the particular book, which 
the publisher would not incur if he refrained from pub- 
lishing the work. After forty years’ study of the prob- 
lem I am of opinion that a charge to cover such items 
of at least 10 per cent of the proceeds of the sales is 
not merely defensible but just. 

Turning to the other side of the account, it is impor- 
tant to see that the agreement provides for full credit 
to be given for the proceeds of the sales. It is a question 
of determining a fair average, because the trade terms 
fluctuate according to the quantity ordered and the 
time of ordering, viz. before or after publication, and 
it would be an almost impossible task to treat each 
individual sale separately. 

So much for the possible abuses. They will not arise 
with a really good frm; and, unless the publisher’s 
hopesty is above suspicion it is wisest for authors to 
avoid a profit-sharing arrangement, useful and equit- 
able as it oftep is. 

3. Thb Royalty System 

This method of dealing with literary property is the 
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one most frequently adopted and is tlie best form of 
^reempnt for common use. In the chapter on, ‘The 
Price c( Books’^ infom&tion will be found concerning 
the best^ay of ascertaining what royalties are, and are' 
not, practicable. Because it is possible to pay this or that 
royalty in one case, it by no means follows that it is 
possible, or expedient, to fio so in another. It might 
be a sound method of reasoning were novels of 65,000 
words in length, issued at 12s 6d, the only books to be 
considered; but, as I have pointed out before, novels 
represent at most but one-fifth of the new books 
published. Furthermore, a publisher accepting a first 
novel containing 1 30,000 words probably has not the 
same margin (if he has any margin at all !) as he would 
have were the length 65,000. Although this is quite 
obvious, it is a point almost consistently overlooked 
by authors. 

If the question is examined at all, it is from the point 
of view of the established novelist. When you are going 
to print over 1 5,000 copies, it does not affect the cost 
by as much as twopence per copy whether the com- 
position amounts to ,£120 or £240^ but if the first 
edition consists of i,5'.>o, the difference is over is 6d 
per copy. Perhaps I may be permitted to take this 
opportunity to point out that the increases in costs of 
production discussed in detail in Chapter III all tend to 
make it harder for the writer at the bottom of the ladder 
and, by comparison, easier for the writer who has 
arrived at the top. 

To return to the amount of the royalty, we have 
already seen that ip, a self-supporting publication the 
only source whence the royalty can come is the margin 

67 



tUM TRUTH about PUBLISH 


between the costs of production and the amount re- 
ceived by the publisher from the book trade. Majly 
authors to grasp this obvibus and elementary fact, 
and give themselves and others much unnecessary 
tribulation through their failure to do so. It sounds 
very nice to say, ‘Here is my manuscript: it must be 
published at los and I ^ust have a 15 per cent 
royalty’ ; but, if the book is going to cost 6s 8 d per copy 
to produce, and the receipts will not amount’to more 
than 6s 8 d per copy, the author is crying for the moon ; 
and however ‘enterprising’ the publisher, the fact re- 
mains that he cannot provide it. As matters stand, there 
is far too much guess-work in fixing the amount of 
the royalty. There are times when it is inevitable that 
chance should enter in ; but in most cases it is possible 
to calculate in advance exactly what margin any par- 
ticular undertaking will show. If the margin is insuffi- 
cient, and the cost of production cannot be reduced, 
the question of increasing the price has to be con- 
sidered. Will such an increase kill or curtail the sale? 
In many cases a publisher is bound to advise that it 
will; in others, that it will not have any serious effect. 
These situations arise more constantly now than they 
did, owing to the increase in production costs being 
out of all proportion to the increase in published prices. 
Many books are too cheap, and leave no adequate mar- 
gin for author and publisher, though this fact is seldom 
realized, even by authors whose interests may thereby 
be prejudiced! 

The impression that there are unsuspected mar^ns 
out of which higher and yet highei; royalties can be paid 
is so widespread that, in advocating the substitution of 
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fateful calculation for guos»*work in Arriving at tlie 
amoui^ of the royalty, I should like to place on record 
that, whatever the position may have been in the past, 
publisher today have nothing to lose and everything 
to gdn by courting inquiry into facts and figures; the 
present tendency is to attempt to work with an insufii- 
dent margin, a policy which, in the long run, can only 
prove disastrous. It is my opinion that an impartial 
investigation would result today in the scaling down of 
roy^ties in many more cases than it would increase 
them. 

In the opening chapter of A Publisher's Confessions^ 
the late Walter H. Page, the famous Ambassador pub- 
lisher, dealt with the whole question of royalties most 
succinctly. Here is a brief quotation: 

The rise of royalties paid to popu'ir authors is the most important 
recent fact in the publishing world. It has not been many >ears since 
10 per cent was the almost universal rule, and a lo per cent ro^alQr 
on a book that bells only reasonably well is a fair bargain between pub- 
hsher and author. If the publisher do nis work well — make the book 
welly advertise it well, keep a well-ordeied and well-managed and 
energetic house — this division of the profits is a fair division — except 
in the case of a book that has a phenomenally large sale. Then he can 
afford to pay more. Unless book has r prett) good sale, it will not 
leave a profit after paying more than a lo per cent royalty. 

He is, of course, referring to i merican conditions, and 
in America a publisher’s \gorking expenses are greater 
than in England, but that is met to a large extent^by 
the fact that 'a pretty good sale* in the States would 
mean about double what we should con|ider *a pretty 
good sale* over here. If applied to books published at 
less than las 6d and having a sale of less than 3,000 
copies, Mr Page’s diagnosis bnquestionably holds 
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good for Engli^li publications. It is not udtil fhe 3>ooo 
mark is passed that profits begin to be made. 

A rising royalty met this precise difficulty, because 
with some publications (by no means all) thj^e came 
a stage where the available margin increased, and it is 
equitable that the author should share the benefit, as 
he would do tpso facto undena profit-sharing agreement. 
But now that paper is five or six times the pre-war 
price and is such a big factor in the cost of a.reprint, 
the increased profit margin has largely disappeared. 
It must be remembered that the cost fer copy of paper 
is always the same regardless of the number printed, 
and if the number bound at one time decreases the cost 
of the binding increases. Many publishers must have 
been badly caught out by the application of the sliding 
scale under conditions in which it was no longer 
justified. It has prompted some of them to make pro- 
vision in their agreements that the increased royalties 
shall not apply to small reprints. In some contracts they 
do not apply if the sales drop to less than a stated 
number per annum. 

The fact that royalties are almost invariably calcu- 
lated upon i-he published price is apt to mislead authors 
as to the proportion of the proceeds they are being paid. 
Most authors who were receiving a royalty of lo per 
cent on the published price would be surprised were 
thqv told that they are having about one-sixth of the 
publisher’s gross receipts. Yet it needs only a simple 
calculation to, demonstrate that lo per cent on the 
published price is 15 per cent on two-thirds of the 
published price, which, on an average, represents 
the maximum the publisher obtains for his wares. 
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Agmenu^t Firm . — 'Then is no longer any need £x 
detaued comments upon the clauses to be found in most 
printed forms of royalty agreement because a com- 
mittee of the Publishers Association, of which I was a 
memba*, has prepared a ‘Guide to Royalty Agreements’ 
which covers the ground and is readily obtrinable.^ But 
upon some of the more controversial points further 
conunent may be useful. 

I. Exclusive Right or Exclusive Licence. — ^I^rd Jus- 
tice IScrutton at the end of his judgment in the case of 
Barker v. Stickney (Law Reports [1919] i K.B. lai) 
definitely advised authors against assigning their copy- 
rights. Now an assignment of an exclusive right of 
publication in book form is an assignment of a portion 
of the copyright. The Authors’ Society therefore in- 
sisted upon the substitution of the word ‘licence’ for 
‘right’. But compliance with this quite proper advice 
had one drawback. It deprived the publisher until 
recently of the possibility of taking action if there was 
an infringement of the copyright. The action had to 
be taken by the author. But the British Copyright Act 
of 1906 makes it clear that the holder of an exclusive 
licence can prosecute ».n infringer of his licence. 

a. Terminable Licences . — It is sometimes suggested 
that the licence should be ft- a restricted period of 
years. Here the weight oGthe evidence is against any 
such restriction. How much time and attention, let 
alone capital, would you expect a man to expend upon 
a house or other property of which ^e only had a 
short lease.? Obviously the more permanent the 
publisher’s interest in a book, the greater inducement 

X PuUithen Association, 19 Bedford ^uare, London. W.C.i 
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he has to expibit its possibilities, and experience h^s 
demonstrated that he could not rely upon retaining 
the right to publish merely by satisfying his author. 
Without adequate security, the better kind^ of pub- 
lishing— -the publishing of books of permanent rather 
than ephemeral interest — ^would become even more 
difficult than it is at present. 

What publisher covild, for instance, embark upon 
such an undertaking as the ‘Muirhead Library of 
Philosophy’ if the occasional volumes that proved 
financial successes were liable to be transferred to his 
competitors? As well ask a fruit-grower to plant an 
apple orchard in ground of which he was only offered a 
five years’ lease as expect a publisher of serious books 
to accept a short terminable licence. There are, doubt- 
less, exceptional cases; hut in general and in the long 
run an agreement for the duration of copyright is 
advantageous and equitable to both parties, and essen- 
tial to the publisher. 

The only serious objection to be encountered is that 
a change in the ownership of the publishing business 
might inflict hardship upon the author. This, how- 
ever, is a point that could be met by some less drastic 
provision than a short terminable licence. 

3. Ameriuin Rights . — (Or to be more precise the 
Right of publication in bonk form in English in the 
us^.) The advice sometimes given to authors to 
restrict the territory in which the British edition of 
their works ipay be sold is thoroughly unsound. The 
one possible exception is the usa, and then only in 
the comparatively few cases where separate production 
is certain. Apart froha fiction not 3 per cent of the 
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British books issued in any year are thus separately 
printed in the xjsa. What about the other 97 per 
cent ? Every English publisher worth his salt tries to 
secure an offer from an American publisher to print 
his authors’ work in the States; if he fails, he sells 
sheets, or bound copies, which is usually less profitable 
to the author. Are agreaments to be drafted with 
the 3 per cent or the 97 per cent of cases in the fore- 
ground? The Authors’ Society and literary agents 
always have the 3 per cent firmly in mind, publishers 
the 97 per cent. I'herein lies the difference. 

But there is another important aspect of the matter 
which needs emphasis. It is an undisputed fact that 
American publishers are often influenced b]^ the judg- 
ment of their English colleagues in their decisions con- 
cerning MSS by unknown or comparatively unknown 
writers. 1 do not suggest that all American publishers 
are favourably influenced by the judgment of all their 
British colleagues, or vice versa. But there is no ques- 
tion that in a very large proportion of cases the imprint 
of the British publisher (or the good will of his firm, 
if you prefer it), may be a deciding factor in placing 
the American rights, jome literary agents claim that 
their recommendation has equal value, but a moment’s 
reflection will show the absun: ty of such a contention. 
An agent is solely interested in effecting a sale. The 
publisher, on the other hand, h.is backed his judgment 
with his money and his imprint. Is it not natural ^at 
his verdict should carry conviction? To what degree 
it will do so will vary according to the publisher’s suc- 
cess. Sometimes he will even be able to place a book 
by a new author with an Ameritan publisher who has 
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not read so miich as a line of it and relies entirely on 
the English publisher’s ‘say so’. Here, then, you have 
the case of an ms becoming -readily saleable to an 
American publisher just because a particular British 
publisher has decided to take it. The same thing may 
be true, but to a lesser extent, in the reverse direction. 
But if the publisher in question suggests that he is 
entitled to some share of the benefit of his own good 
will, he will be told that he is most unreasonable. 

It has always pu/7led me why the Authors’ Society, 
which is rightly insistent upon the claim of the author 
to benefit by what he has created, should consider it 
iniquitous for publishers to claim remuneration for 
what they have created. Of course, many publishers 
create no good will of the kind I refer to. Their imprint 
carries no weight, and they are not entitled to con- 
sideration. But a firm th.at has laboriously built up a 
reputation for publishing nothing but the best in some 
particular field is in a different category. If its imprint 
automatically makes a book marketable in the States, 
it is preposterous that the firm should be condemned 
because it refuses to exclude the American rights to 
please an author and enable him to secure the benefit of 
his publishers’ good will without paying a penny for it. 

In the olden days the publisher received 50 per cent 
of American royalties or other rights, and often got 
more than he was entitled to. The pendulum has now 
swung in the opposite direction, and, because a pub- 
lisher receives^, quite rightly, no share in the American 
or other rights in the work of a successful and well- 
known author which is sold on the author’s name, it 
is assumed a publishei ought never to receive anything 
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^ve possibly an agent’s commission df lo per cent), 
even iQ cases where the fate of the book in, let us say, 
the USA is largely, if not«entirely, dependent on whether 
his imprint is on the book or not. 

This 3oes not, however, seem to me a case where 
philanthropy is called for. Sensible authors, like most 
other people, are ready enough to pay for value re- 
ceived and according to the value received, and it is 
time a reasonable compromise was agreed upon. There 
is a simple and effective way of testing the indebted- 
ness, if any, to the publisher, viz. to put the question, 
‘Would the American or other rights be equally sale- 
able in the reverse order?’ — i.e. be j ore the English 
publisher’s acceptance had been secured. In the case 
of most well-known authors, the answer would be in 
the affirmative: in the cise of many of the unknown, 
in the negative. The extent of the indebtedness would, 
of course, vary greatly. 

Several distinguished authors who started by ex- 
cluding American and translation rights from agree- 
ments with my firm now, of their own accord, indude 
them. One author solemnly excluded this, that, and the 
other right, and then, as soon as the agreement was 
signed, requested us to act as if the rights had not been 
excluded! 

Here it may be v ell to ajid tnat the one-time practice 
of throwing in the Canadian market with the American 
rights is unjustified. The rule is for the Canadian 
market to be retained by the publisher in the country 
of origin. 

4 , Continental Ri^bts . — Although even at its zenith 
the firm of Tauchnitz never pubKshed more than sixty 
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new titles in a year, its effect at one lime upon British 
book distribution on the Continent was almost devas- 
tating. There were many reasons for this, but first and 
foremost because authors considered it a kind of ‘hall 
mark* to appear in the Tauchnitz collection regardless 
of the financial aspect of the matter. It thus became 
a fetich on the part of agenCs to reserve the continental 
rights whether or not theis* was the faintest possibility 
of Tauchnitz acquiring them. For example, in my early 
days, negotiations for a book on agricultural co-opera- 
tion in Denmark broke down solely because the agent 
would not allow me to have the right to sell it on the 
Continent. The fact that 90 per cent of the books taken 
by Tauchnitz were fiction, and that he never took a solid 
work of that character did not weigh in the balance. 
The sequel to that story was the publication of the book 
by a fiction publisher prepared at that time to accept 
an agreement excluding the Continent; its remainder- 
ing by him about six or nine months after publication, 
and the subsequent sale of many of the remainder 
copies on the Continent. As the author derived no 
benefit from the remainder sales, but would have 
received full royalties had I been authorized to sell his 
book on the Continent, I think it will be agreed that my 
description of the reservation of continental rights as 
a fetich was no exaggeration. I emphasize this because 
it contributed to the lack of enthusiasm shown by some 
publishers in those days in developing the continental 
market. But with the advent of Penguins and other 
attractively produced cheap editions, both fiction and 
non-fiction, the influence of the special continental 
edition has ceased. 
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The important thing is, that if British publishers 
are to be encouraged to develop the continental 
market as many of thAn are so anxious to do,* they 
must be granted the exclusive right to sell their boote 
there, 

5. Translation Rights . — ^Presumably what concerns 
the author most is that these rights should be exploited 
to his greatest advantage. If that be the case the desir> 
ability of their being reserved by the author needs more 
consideration than it is usually given. The International 
Publishers Congress of 1938 devoted a special session 
(over which I presided) to the question of ‘Transla- 
tions’. Publishers from one country after another 
pointed out that with translations from any language 
other than English they negotiated for the rights with 
the original publishers, ind I new where they were, but 
when it came to translations from English they were 
nearly always referred to an agent, and more frequently 
to a local sub-agent of a Ix)ndon agcni. Whether or 
not there was justification for the almost violent dis- 
approval expressed it would ill become me to say, but 
it is a fact of which authors ought to be aware, par- 
ticularly any who behave as strongly as I do in study- 
ing foreign customers’ requirements and not assuming 
that they will want to do busii ess in your way. 

And this prompt*- me to flsk now many literary agents 
have in the past made any effort to establish personal 
relations with their continental customers. It is true 
that many publishers have failed to dq so, but they 
have the excuse that agents alwavs ‘reserve* the trans- 
lation rights. Any {rublisher who is in touch with his 
continental colleagues is likely to^lace an exceptionally 
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large proporticfti of translation rights and to create sales 
by his personal visits and recommendations. I could 
cite scores and scores of iiistances of translations 
arranged in this way which would never Ijave been 
achieved had the authors reserved the rights. One 
literary agent was so frank as to admit that were he 
contracting with me for a* book of his own he would 
unquestionably leave the translation rights in my hands. 

If the author is in a position to do better for him- 
self, by all means let him reserve the rights; but to do 
so merely for the sake of doing so is quite another 
thing. Let him first make sure whether the publisher 
with whom he is negotiating has or has not special 
facilities for dealing with them. 

This is another of the many questions which seem 
to be judged almost exclusively from the point of view 
of fiction (and a best-seller at that!), where the sum 
involved may be considerable. In the case of transla- 
tions of works of scientific and philosophic interest, 
the market is of necessity much more restricted, the 
amounts at issue are often inconsiderable, and, from a 
purely commercial point of view, no commission, not 
even the entire proceeds, would make it worth while 
to devote the time to this side of their work which 
some publishers do. 

But are there never to be any other than commercial 
copsiderations ? 

Is it or is it not desirable that there should be a wider 
dissemination, in foreign countries of English ideas and 
learning.^ The authors I have had the privilege to 
represent have, without exception, though in varying 
degrees, stressed the importance of having their work 
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' available in other languages far abov^the pecuniar7 
return. Personally, I feel that to assist in the interchange 
of ideas between the peoples of different nations is one 
of the most useful services that can be rendered. So 
strongly clo 1 feel this, that the decisive question to me 
is who can be the most certain of placing the rights, 
not who ought theoreticaily to control them. The 
question is dealt with more fully in Chapter IX. 

6. Authors' Corrections . — The allowance made to 
authors for corrections has been the subject of endless 
controversy. If a manuscript is typewritten, the type- 
script can be corrected just as well as the printed proof, 
though some points needing correction will elude even 
a vigilant author until he sees the printed page. If the 
typescript has already been heavily corrected, it will 
be much cheaper for the iiithor to have it re-typed, and 
then to revise it finally with great care and attention, 
than to incur a correction bill. It is doubtful whether 
there is any direction where there is so little to show for 
your money as in expenditure on corrections. The 
printer’s charge works out at about 15s per hour, 
and anyone who has tried his hand at making altera- 
tions in standing type, as I have done for days on end, 
will know how little can be accomplished in an hour. 
Whether an author exceeds the allowance depends 
more upon the caie with,.which the ms is prepared 
before it is handed to the publisher than upon the 
generosity of the publisher’s allowance, strange as t!&is 
may sound. Ten to twelve per cent of the cost of com- 
position is in my opinion a fair allowance in the case 
of a typewritten manuscript that has been carefully 
gone through, but not even 50 per cent will suffice a 
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careless author. The point is touched upon again in the 
chapter on Production. 

7. 'Remaindering is a frequent bone of contention. 
A provision, not always included by publishers, though 
pressed for, with justice, by the Authors’ Society, 
’That the book shall not be remaindered within two 
years of first publication’, tis entirely reasonable. The 
further provision that tt.e author shall be given the 
option of purchasing the remainder stock, . though 
equitable enough, is apt to prove onerous in practice. 
Some of the best remainder buyers are passing birds, 
who have to be caught on the wing. Even forty-eight 
hours* delay may mean an opportunity forever lost, and 
how often can one be sure of an answer from an author, 
let alone in forty-eight hours? 

8. Copies Free of Royalty . — In the case of a first novel, 
or a book that is unlikely to pay its way, it is not 
unusual for a certain number of copies to be free of 
royalty, and such an arrangement, despite all that is 
said to the contrary, ib often equitable to both parties. 
It merely ensures that during the period when the pro- 
ceeds of the sales have not even covered the printing 
bill — let alone yielded a profit to anybody — ^the pub- 
lisher should not have to add to his loss the payment 
of royalties to the author. In effect, it makes the 
arrangement more akin to a profit-sharing agreement 
whilst still preserving the royalty principle. In some 
agreements the royalty is payable on the ‘free’ copies, 
in the event of over, say, 1,500 copies being sold 
within a prescribed period, in which case, unless the 
publisher is considerably out of pocket on the under- 
taking, the author receives the full royalty. 
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9. Special Sales . — ^There has been \ good deal of 
controversy about the royalty to be paid on sales at 
reduced prices, and, as is usual with all sucH con- 
troversies, it has been discussed and judged with novels 
primarily in mind. Now, with novels it is possible to 
justify fixing a dividing line at one-quarter, because, 
in practice, a novel is saleable on the usual trade terms 
for novels, i.e. above half-price, or failing that, as a 
remainder, which, in the case of a novel, is below one- 
quarter of the published price. There is no half-way 
about it. This is not, however, true of other publica- 
tions. In the first place the ‘remainder’ will quite 
possibly fetch more than a quarter, though less than 
half the published price. More important^still, there 
may be openings to be exploited for special editions at 
reduced prices to orgai i'/ations or societies. Publishers 
are constantly accused of lack of enterprise in not 
following up such opportunities, but it is obvious that 
they cannot do so if their agreements do not give them 
the power. To the retort that each opening should be 
referred to the author, my reply is that, if there were 
time, T should commun>c.Ue with the author, even 
though there was no let>.il necessity to do so, but in 
many cases there is not time. Supplementary agree- 
ments spell delay, and bei» re the negotiations are 
completed, the opportunity has slipped by. The test is 
how the thing works out in practice; success is apt to 
come to the seller who can give a quick decision. 

It is easy to demonstrate that any jijrtjcular dividing 
line is unfair to one or other party, if not absurd in its 
incidence. Experience has shown that an equitable 
solution is; 


V 
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I. The full rojafiy on the published price on all copies sedd at above 
half the published price. 

3 , A- 10 per cent royalty calculated t^pon the exact amount received 
on sales at or below half-price, but above the cost of manu&cture. 

3. No royalty on sales at less than the cost of manu&cts’rc or upon 
any copies presented to the author or others or to the Press or destr(^ed 
by fire, water, enemy action, m transit or othciwisc. 


The provision concerning copies destroyed had un- 
usual significance during the war. Some authors 
maintained that they were entitled to compensation 
for ‘blitzed’ stock. Where the compensation was to 
come from or, in the c.ise of royalty publications, what 
loss they had sustained if their books were still in 
print or were being reprinted were points it apparently 
never occurred to them to consider. 

In royalty questions relating to special sales British 
authors are much more conciliatory when dealing with 
American than with English publishers. I might go 
further, and add that if Einglish authors would sign 
contracts with English publishers on the terms and 
conditions which they are usually prepared to accept 
from American publishers, the path of the English 
publisher would be a good deal rosier. 

10. Thirteen ai Tt^-ehe . — The clause referring to 
royalties used to include a provision that thirteen copies 
should be reckoned as twelve, in continuance of a very 
old^custom of supplying a ‘baker’s dozen’, i.e. throwing 
in the thirteenth copy gratis. The method has been 
discarded, thopgh it had certain advantages which are 
examined in connection with ‘trade terms’. 

11. Special editions for America and the British 
dominions are not necessarily specially printed. They 
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p4y separately printed, but are xnOre usually part 
of the English edition set aside for the purpose and for ‘ 
which, if the sale is te America, new title-pages are 
printed, ^bearing the American publisher’s imprint. 
Most novels and some other books are issued in colonial 
editions. At one time they were in cheaper binding and 
had the words ‘Colonial Edition’ printed on either the 
title-page or jacket. Today there is nothing to distin- 
guish such copies from those sold in England. The 
royalties paid on these special editions are almost 
invariably calculated upon the exact amount received 
by the publisher, though in the case of colonial editions 
of novels it was at one time quite usual to fix an exact 
sum, e.g. threepence per copy. The purport of these 
‘special editions’ and their importance is examined 
elsewhere. Meanwhile I should like to emphasize that 
they are not, as a rule, scp.arately maiiufaclured. Many 
‘grievances’ arise from the failure of authors to grasp 
this elementary point. 

12 . Cheap Editions . — ^The Authors’ Society con- 
tends that no cheaper edition should be published 
without the sanction «jf the author within two years 
from the date of first publication, and it is undoubtedly 
right in so doing ; unfortunately, the Society’s wording 
went on to say that ‘if withi i three years no cheaper 
edition has been produced by the publisher, then the 
publisher’s right, as far as the cheap edition is con- 
cerned, should be determined’. Let us consider what 
this means. Take the case of a popular wprk on psycho- 
logy issued at los 6d, which nt the end of two years 
is selling even better than it did in the first year. If the 
publisher docs not bring out a? cheap edition during 
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the third year, he is not only to lose the right of doing 
so subsequently, when it might be profitable, but to 
leave the author free to sell some other publisher the 
right to step in and undersell. Clearly the^ original 
publisher is likely to be in the best position to decide 
the appropriate moment at which a cheap edition 
should be issued. 

13. Revision . — ^This arises chiefly in the case of 
technical publications. No publisher wants to make 
revisions if they can possibly be avoided. The reason is 
self-evident ; revisions, whether in standing type or in 
plates, are very expensive, in many cases they involve 
the complete resetting of the work, whereas a mere 
fresh impression, without corrections, whether from 
standing type, plates, or by photo-lithography leaves 
the publisher the maximum margin of profit. There is 
thus no warrant for the assumption that the author 
needs any other guarantee that the publisher will not 
make unreasonable demands upon him to bring the 
work up to date, (’fhcrc is probably more need for 
an assurance that the publisher will give the author 
the opportunity to do so.) On the other hand, it is 
essential to the publisher to know where he stands in 
this matter and that he should not he called upon for 
additional payments, over and beyond the royalty, for 
revisions which b<ith parti&s agree are necessary. He 
caiyiot afford to run the risk which the publication of 
expensive technical works involves without looking 
some way ahyad. It may be ten years before there 
is any return for the initial outlay, and by that time 
the work may have secured its author the coveted pro- 
fessorship, and he may have lost interest in the subject. 
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Has the publisher no tight to be considered? In point 
of fact, difficulties seldom arise until after the death 
of an author, when a third party has to be called in 
to do th^ revision. Then, who is to decide (a) whether 
revision is called for, (b) to whom the work is to be en- 
trusted; and, equally important, who is to foot the bill? 

In the rare cases whefe the author appoints an 
executor technically equipped, it is possible to answer, 
‘The author’s executor’, but these cases are the excep- 
tion, not the rule. Usually the executors are without 
knowledge of, or interest in, the subject of the work, 
and are often unwilling to make the very slightest 
sacrifice of immediate interests, however clearly it is to 
their ultimate advantage. Iherc arc other complica- 
tions, as an experience of my own firm demonstrated. 
A well-known scientist lud told us just before his death 
that he wanted his books revised before they were 
reprinted, and a note was accordingly made in our 
records. Furthermore, m his will he expressed a wish 
that revised editions of his works should appear, and 
made the cost of the revision a ch.irge upon his estate. 
Here it seemed there wuuM be no difficulty, although 
the written contract cont lined no such provision. That 
was many years ago. Within a few months of the 
author’s death, the question of repiinting one of his 
books arose. The solicitors acting for the executors 
regretted that they were unable to authorize us to Ij^e 
any action, or themselves to do anything (the bene- 
ficiaries were apparently at log^rerhc ids'^ At the solici- 
tors’ request we wrote .igain a 'ter various intervals, but 
the reply was always the same, 'io this day nothing has 
been done. The time has now gone by; the book has 
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been supersede by others, and were the authority 
forthcoming, the reply would be ‘Too late’. 

To summarize the position, it is clear that: 

(<7) During tlie author’s lifetime he should be the aftuter as to 
whether revisions are needed to keep the work up to date 

(i) If revision is needed, the author should undertake it, or, alter- 
natively, nominate someone else *o*Jo so (the cost in the latter case to 
be deducted from the royalties) 

(c) After the author’s des*h, the publi hers should have^ the right 
to have a scientific or technu al work brought up to dale by a competent 
man, and to deduct the cost from the rosaltics 

In regard to (r), the executors should have the right 
to decide whether they preferred to pay a fee for the 
revision or to let the reviser share the royalties, and the 
publisher should be under an obligation to make it 
clear in the new edition what departures had been made 
from the original work, i.e. the nature and extent of the 
alterations. 

It will, no doubt, be said that it is wrong that the 
publisher should have such power after the author’s 
death, but with experience of the effects of withholding 
it, I can confidently affirm that, with rare exceptions, 
it is in the author's, quite as much as the publisher’s, 
interest that the publisher should have it. In any case it 
is essential to the publisher. 

14. Index . — The }ircp.iration of an index is a 
laborious task, but it is ]ubt as much part of some books 
as a table of contents. If, therefore, one is needed, the 
author should jOrovide it. Whether it is necessary, the 
author can be left to decide ; if he is wise, he will con- 
sult his publisher; if he is not, and he omits an index 
when one ought to be included, every reviewer will 
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relieve the publisher of the necessit7 Df pointing out 
the defect. 

For an index, the vi* media is essential. Too full an 
index, with every slight reference to a subject, is almost 
as useless as too slight a one. The salient passages 
should alone be given. It is a mistake in most cases to 
give all the references, printing the important ones in 
heavily leaded or larger type; this makes the index 
unnecessarily expensive. Again, in Biblical references 
so many texts arc sometimes referred to that the reader 
despairs, and if he turns them up he finds that many 
are trivial and might have been left oat. 

15. Illustrations are an essential feature of many 
books. The publisher is entitled to assupie that the 
author has the right, or is in a position to secure the 
right, to reproduce the illustrations which he is sub- 
mitting with his MS — otherwise, he is offering for sale 
something which is not his to sell. The practice of 
‘expecting the publisher to see to that’, and leaving him, 
if need be, to pay a second time for what he is supposed 
to have acquired from the author, is indefensible. 

On the other hand there are cases where from the 
outset it is clear that .ilu-.trations are needed which the 
author is not in a position to provide, or that to comply 
with the present high standai .s of production diagrams 
or sketches subiiiitted by. the author will have to be 
redrawn. How such expenditure is to be dealt with 
should be defined in the agreement. Usually it will be 
wholly or partly deducted from the realty unless it 
has been taken into considernt’on in fixing the amount 
of the royalty payable to the author. 

16. Author's free Copies. — ^A'clause that is common 
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to nearly all royalty agreements entitles the author to 
receive on publication six presentation copies, and to 
purchase further copies for personal use on trade terms. 
A point which authors often overlook is that, unless 
there is any pro\'ision to the contrary, copies purchased 
by them carry royalty just like any other sales. The 
copies thus cost less than they appear to do. 

17. LtbcJ is a serious matter. At one time the 
Authors’ Society and the Publishers Association jointly 
approved a most unsatisfactory clause which seemed 
to throw upon the publisher the onus of proving the 
intention of the author to libel (an almost impossible 
feat), whereas the onus should surely be upon the 
author to show that the libel was unintentional (a much 
more practicable task). 

A copy of our printed form of atrreement, which at 
that time embodied this wording, came into the hands 
of G. Bernard Shaw, whereupon the following amusing 
correspondence ensued, which I secured his generous 
permission to reprint: 

Extract Jtm a Irttir fron Bnnar t bha\ to G 1 010 Dtcktmoit, 

2 nJ Decitrbet, 

By the wav, the drift igrtinunt r mUinrd an absuid clause by which 
the authors were I0 hold iht pubh her liarmltss if the book contained 
anybbcL). 'Vow it (ioinis or \iiw) will bt a tissut of blasphemous and 
seditious hbcl from md to rnd (bar perhaps, loilgc); and in any case 
an author can no more 'li'cld a pubhshcr again't an indictment for hbel 
thaii for murder Wliat thi authors can do is to guarantee that there 
are no hidden hbcls on .iidividaals 

Stanley Utnetn to Bernard Shaio, 6 th December, 

Mr. Lowes Dickinson tells me that >cu commented adversely upon 
die libel clause m the agrccificnts for the points op view talks I agree 
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w|tK you that it i$ an absor4 clause — it is the one approved by the 
Author8’!;.Society. It has recently let us down very badly, and we much 
regftet that we ever agreed to a^opt it* 

Bernard ShOkf to Stanley Unwin ^ gti December^ 

.The difficulty about that clause is that people cannot be persuaded 
that the law of the land cannot be superseded by private contract. If a 
publisher commits a murder he cannot put another man into the dock ; 
by producing an agreement to that effect which the other man has ^ 
signed- Similarly, if he publishes a criminal libel he cannot proffer the 
writer of the libel as a scapegoat on the strength of a private agreement. 
It is not clear even that the execution of such a document is not an 
offence. It is a sort of conspiracy, and might even run into maintenance 
and champerty. 

All that is of any use to a publisher is a declaration by the author that 
the book contains no hidden libel ; that is, a libel which jthe publisher 
could not discover by ordinary diligence in reading the ms, and an 
undertaking to indemnify the publisher against the costs of a civil action 
based on such a libel. 

In the case of points of view all the libels are criminal. In publishing 
them you will be publishing seditious libels and blasphemous libels, and 
nothing can shield you from the consequences. However, as there won*t 
be any consequences it doesn’t matter. . . . 

Stanley Unwin to Bernard Shaw, 1 2 th December, 

It would indeed be unple<x .nt lo be cvmvicted of maintenance and 
champerty, but as a publisher I run greater risks than that almost 
daily ! 

I fully realize the point you make a’^'d had you .and T been deputed 
to draft a clause on behalf of our. respective trade unions we should, 

I hope, have achieved something more satisfactory than the one of 
which you rightly complain. The difficulty of drafting a libel clause 
that has any legal value is doubtless wellnigh insuperable. But to a 
publisher the legal aspect is seldom paramount, Decaise in practice an 
agreement between an author and a repiitJible publisher binds only Ae 
publisher. Its cliief advantage to the publisher is negative, i.e. it limits 
what can be demanded of him. Most authtfrs (but by no means all) are 
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incredibly careless^ clause that is legally valueless may be exceedingly 
useful in practice in making the author think twice, thus saving the 
publisher from the eficcts, of carelessh^s. 

When I apply your definition ‘hidden libel’ to a recent case (settled 
out of court) when my firm had the pleasure of paying about jfsoo I 
find a curious situation. The libel was obvious to the author and it 
, was pure carelessness that he passed it. It was not obvious to us, but it ^ 
would be untrue to say that we c«mld not have discovered it. Further-. . 
more, a prompt apology from the author would have averted an action 
for damages, but he failed either to acknowledge the complaint or to 
advise us that he had received it. No clause will help over this last 
difiSculty, but anything that gives a careless author some feeling of 
responsibility is by no means without value to the publisher. 

All of which is not to deny that theoretically you are perfectly right, 
and personally I should like to see the Authors’ Society libel clause 
revised. 

Since the foregoing was written Clause ii of The 
Defamation Act, 1902, has made it clear that: 

An agreement for indemnifying any person against civil liability for 
libel in respect of the publication of any matter shall not be unlawful 
unless at the time of the publication that person knows that the matter 
is defamatory. . . . 

Clause 4 of the Act provides an opportunity for an, 
innocent offender to make an offer of amends. If 
accepted it disposes of the action; if not accepted it is, 

. a defence to prove that the words complained of were 
published innocently and .that the offer was made as 
st^on as practicable. It thus renders far less attractive 
the vexatious ‘gold-digging’ libel actions, from which 
• publishers sijffered so badly. 

More recent wordings for this Libel Clause will be 
found in the Guide to Royalty Agreements to which 
reference has already been made. 
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.i8. Oiscene Libel , — Until recently the publisher’s 
position was most unsatisfactory. Mere obscenity in 
itself was not held to bef a crime until, some hundred 
years agOj,, Chief Justice Cockburn laid down that the 
test of obscenity was ‘whether the tendency of the 
matter charged as obscenity is to deprave and corrupt 
those whose minds are open such immoral inRuences, 
and into whose hands a publication of this sort may 
fall’. 

Now the trouble about this definition (the validity 
of which was never tested in a higher court) is that it 
leaves the publisher to demonstrate m eflFcct that all 
his publications are suitable for innocent schoolgirls, 
a point made by Mr Justice hrankfurte,f of the 
Supreme Court of the us\. 

Fortunately the Obseme Publications Bill, 
redefines obscenity as an oflence if its effect, taken as 
a nvholcy tends to deprave and corrupt persons who are 
likely, having regard to all the relevant circumstances, 
to read, see or hear the matter complained of. 

Moreover, a pereon will not be convicted if he 
.can prove that his public ition is in the interests of 
‘Science, literature, art or learning, or other objects of 
general concern’, and on this the courts will hear expert 
evidence. 

This is a great relief to thp reputable publisher whose 
position under the Cockburn test was an impossible 
one, 

19. Options . — The frequency with wjiich authors 
who expect one to handle all the**' unsaleable and un- 
profitable books turn elsewhere immediately they have 
anything everybody wants and the attempts of the 
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predatory publisher to reap where others have sown 
has necessitated the securing of an option on the 
author’s next work. No mail would be expected to 
'take in’ uncultivated ground if he had no (^rtdnty of 
reaping more than the first crop. To suggest that he 
ought thereafter to be satisfied to bid in open com- 
petition with those who did nothing to prepare the soil 
would be palpably unjust. 

That these options are frequently abused is common 
knowledge; but that they are often necessary must, 
likewise, be admitted. The question to he decided is 
the kind of option that is fair, and that question has 
to be answered in relation to the circumstances and, 
in particular, the risks which the publisher is running. 
The author of a first novel could reasonably be ex- 
pected to bind himself to the extent of two further 
novels, but that he should bind hinioclf to the extent 
of five or six seems to me indefensible. Properly 
worded, an option need by no means prove onerous. If 
the publisher intends spending a great deal of money 
on advertising a first novel and on establishing the 
author’s reputation, the terms the author would receive 
for the second book would obviously have to be rather 
less favourable than those a publisher who had not 
spent that money could offer, because capital outlay of 
that kind has to be spread over two or three books to 
jt^ptify the expenditure and prove remunerative. In 
practice, it is not the first and perhaps most popular 
book by an ^uthor which pays the publisher best, but 
the second or third, in the publication of which he is 
reaping the benefit of his earlier work and expenditure. 
Certain publishing houses arc so well aware of this fact 
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that they resprt to almost any expedient to entice 
away from his original publisher a novelist whose work 
has been, or is being, specially boosted. 

In some circles this blatant exhibition of the pre- 
datory instinct is considered ‘enterprising’, but for- 
tunately it is now realized that it is not in the long 
run beneficial to the author, the publisher, or the book 
trade. 

What is impoitant is that the option clause should 
be properly worded ; various alternatives will be found 
in the Guide to Royalty agreements. 

20. The Out of Ptmt clause is the last to be con- 
sidered, and is of a much more controversial nature, 
so much so that some publishers refrain fromjncluding 
it, unless specifically asked to do so. Let us admit at 
once that it is eminently pist <-hat an author should be 
able to regain control of his work when out of print, 
if, after due notice in writing, the publisher declines 
or neglects to reprint it; but, and here comes the con- 
troversy, if the book is to be transferred to another 
publisher should not the author provide for that other 
publisher (a) to refund to the original publisher any 
royalties advanced but unearned, (h) to take over upon 
an agreed basis any plates, negatives or blocks made 
exclusively for the work in c aestion. The Authors’ 
Society contends that the aufhor should have the option 
of taking over such material on advantageous terms, 
but should be under no obligation to do so — in fact, 
that it would be unfair to make it obiigatorv. 

If the publisher protests, he 's told that as he was 
not prepared to reprint the book in conformity with 
the notice, it is clear that he has iw further use for the 
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blocks, etc., and, therefore, has no grievance. This is 
based upon a fallacy. The fact that a publisher is unwi]> 
ling to reprint a book immediately it goes out of print is 
no evidence that he will not desire to do s<j later. My 
firm has reprinted scores of publications that have 
been out of print over three years, many that have been 
out of print over seven ov even over ten years. There 
has seldom been a year when we have not had occasion 
to reprint some old book. Yet the Authors’ Society 
contends that it is equitable that the potential value of 
material, made in the hope of a reprint, should be 
taken from the publisher without the very smallest 
consideration or compensation. I can only say that in 
this matter the Society is not so fair as its members, 
because I have never yet found an author, to whom I 
have fully explained the position, who endorsed its 
view. 

There are two points to be remembered: 

(1) The authoi is under no obligiium lo give notice that he wants 
to take over the boot 

(2) The question of the amount .if the conipensation is a matter 
for negotiation. 

Experience shows that to reprint a very slow-selling 
book immediately it goes out of print is to court an 
almost certain loss, whereas a year or two’s delay may 
make the venture a comnvrcially practicable one, and, 
incidentally, give the reprint a much better send-off. 
"if here are sufficient reasons for this; the stock on hand 
at the booksellers’ gets absorbed; the book gets 
advertised and asked for in the second-hand trade, 
and the supply of second-hand copies becomes 
exhausted; the pubhsher accumulates orders, so that, 
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when the reprint does eventually come, there is a 
market awaiting it. The difference is considerable, 
because, in addition ta supplying the outstanding 
orders, the publisher is usually able to induce book- 
sellers to‘'kock the work again — particularly if the 
book has been frequently demanded. This gives it a 
fresh send-off, which, othar^vise, would have been 
impossible. We see, therefore, that in many cases the 
reprinting of an out-of-print book resolves itself into a 
question of the appropriate moment to reprint. 

At the same time, I end where I began, viz. that it 
is essentially fair that an author should be able to regain 
control of his work, if it is out of print and the publisher 
declines or refuses, after due notice, to reprint it.* I 
merely add that, as in most cases it is a question of the 
right time for reprinting, the author, if he wishes to 
back his own opinion (or some other firm's opinion), 
should not expect to do so at his publisher’s expense. 

Commission AGRt^•MI^'rs 

‘He who pays the piper callcs the tune.’ There is 
thus no legitimate ground for any publisher to take 
exception to the Society ot Authors’ recommendations 
in connection with commission publications, viz. to 
be careful to obtain a fair cost if production and keep 

' It must unfortunately be lecnrdefl that duj*n^ a few authors 

and litcrazy agents tried to lakt amage ot thn riaus * l>} threatenii^g 
publishers \nith the rcniosal uf bo<;ks whit h utie I'ui ol print because 
of the paper shortage. In effut they said to publish unless sou give our 
books a bigger share of your limited paper ration (at tl# expense of your 
other authors) we shall take them elst^viu* This unpleasant form of 
intimidation, if nut extortion, resulted iu publishers taking cinintcr-measures 
whieb the Authors’ So«‘icty n^nted. 
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control of the advertisements and sale price of the book. 
In a contract of this kind, the author assumes entire 
liabiKty for the cost of production and advertisement 
and is the owner of the stock; the publisher is merely 
called upon to put his organization at the a^lthor's dis- 
posal in exchange for a lump-sum payment and a 
commission on sales. Thp publisher is entitled to the 
exclusive sale in the territory he is expected to cover, 
for a specified period of time, but to no other rights. 
All such rights as well as the stock remain vested in 
the author. 

The author is entitled in the first place to an exact 
estimate of the cost of everything for which it is pos- 
sible to give an estimate in advance; it is desirable that 
the specifications in the estimate should be as complete 
as possible, and that an actual s[)ecimen page showing 
the style of typesetting should be submitted. The par- 
ticulars should include: 

(tf) The number of c opies to be printed and the number to be bound. 

(^) The format of the book and number of pages. 

(<) The kind of paper to be used. 

{J) The btjlc binding, and, if doth, whctlier ink or gilt, and 
whether speuai Ic ttenng is to be cut 

{e) The amount to be spent on newspaper or other advertising 
and the number of rc\iew copks for the Press, 

The contract should prescribe: 

The period within hidi the production should be completed (ex- 
efuding time occupied by the author in proof correcting, and, if the 
corrections are at all lieavy, the time occupied by the printers in giving 
efiect to them) 

The published price (the author would be well advised to consult 
the publisher about this). 

The basis upon which the publisher is fo account for copies sold and 
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the commisdon he is to be entitted to deduct from the receipts (the 
amount the publisher receives depends upon the discount he allows the 
booksellers and the commission he pays his travellers). 

The commission payable to the publisher with the author’s 
authority, he efFects the sale of any rights. 

The dates upon which accounts are to be rendered (half-yearly during 
the two years immediately following publication and yearly t^eafter 
is a reasonable basis). 

The publisher will probably protect himself by the 
addition* of several other clauses, e.g.: 

(a) I'hal after the lapse ot a years he shall be at liberty either to 
return the stock to the author or to sell ii off as a rciiiamder, whichever 
course the author ina> desire, etc. 

(Ji) That he may store the stor k at hK printer’s or binder’s, and shall 
not be held accountable for coj-'ics dc,lro\tJ by fire of accidental 
damage, in the absence of negli^rence, but shall tike out a fire policy 
at the author’s cost, if the luthor so mbtruets 

(r) That he shall be entitkd to debit the author’s account with any 
warehousing charges incurred, pio\jdcd that su^h charges shall not 
cycccd the scale rales fixed by the Bi)okbindcrs’ and Printers’ 
Associations. 

(J) That he give» no guarantee (»t -.ec iinng separate production in the 
USA, but will endeavour either to place the nght> v\iih, or sell part 
of the edition to, an Anicncan \ ublbher, if the author so desires. 

(r) That he doe's not underiaU to -.end nut copies ‘on sale or return’, 
and any copies so sent at the author\ request shall be at the author's risk. 

(/) That the author warnni^ tliat i e work does rot violate any 
existing copyright, and thar it ee'iitains ne King libellous, t rc. 

These, in brief, cover the main headings of the 
agreement, but a further word is necessary about the 
advertising and the distribution of re\u'w copies. The 
amount to be spent and the number of eSpies allocated 
for the Press have probably been settled at the outset, 
and in most cases the author wjH be well advised to 
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take advantage of his publisher’s experience in decid> 
ing the directions in which the money is to be spent 
and whither the copies are to go. At the same time the 
control should, theoretically, be vested in the author. 

The publisher’s remuneration is a much more con- 
tentious question. As already stated, it takes two forms: 
a publication fee, which ii. many cases is included in 
a lump-sum estimate of the costs of production and 
publication, but is sometimes charged as a separate 
iten; and a commission on sales. Speaking broadly, 
aut lors tend to get about as much or as little service 
as they pay for. At one time or another I have been 
consulted about, or shown, the agreements and accounts 
of a score or more commission publications issued by 
firms of the highest standing. In each case it was clear 
the author was, if anything, getting more than was being 
paid for. In one of the instances the author was bitter 
in his complaints. Ihe publisher, he thought, was 
obviously ‘doing him down’, and had made thousands 
out of him, because the book had run into six or 
sev^n editions and he, the author, had scarcely had a 
perilny. Careful investigation showed that all the pub- 
lisher had charged was lo per cent commission on the 
salcfe, i.e. less than half his working expenses. The 
ab*nce of profit was due to the book being published 
at ^ch a figure as would bring back the original outlay 
an4 little more in the event of the entire edition being 
so®. When I asked who fixed the selling price at such 
a low figure, the author replied that he stipulated that 
the book should not be published at more than 3s 6d, 
because he thought it would do him good professionally. 

I give this illustration because, if a distinguished 
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engineer, such as tins author, accustomed to eveiy kind 
of calculation, could misjudge the position so hope> 
lessly, it is more than probable that others will do so. 

To th^ uninitiated it would appear that a publisher 
must obviously make money out of a book which the 
author has paid to have published. Actually, the better 
firms with an elaborate and costly organization find it 
extremely difficult to make commission publications 
pay at all. The reason is simple: such a publisher’s 
working expenses inevitably exceed 20 per cent of 
his turnover, but how often is he allowed as much 
as 20 per cent commission by an author? Anything 
in excess of 15 per cent would usually be considered 
extortionate.* This delicicncy is, of course, toksome ex- 
tent made good by the amount included in the original 
estimate by way of publication fee, but what an amount 
of work, correspondence, interviews, and technical 
supervision that fee has to cover! Were a publisher 
paid one-third of what a solicitor would charge, he 
would indeed be fortunate. 

Why then do the better publishers ever handle books 
on ‘commission’? ’J'ht answer is, many do not, and 
none accepts more than a small fraction of those offered 
on a commission basis. I'o the question, ‘Why do they 
take any at all?’ the answer is, ‘There are many 
reasons’. First and ibrenjost, it may be a book that 
will bring kudos, or open up some useful connection. 
Secondly, although a commission publication may not 
bear its full share of working expenses, it may help to 
meet that part of the overhead charges, such as rent, 

> It would hdp matters '^’cre the publisher’s commission, like the author’s 
royalty, calculated upon the published pricef 
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which haS) in any event, to be &ced; in other words, 
it may help as a ‘fill up’, particularly in a concern which 
has either its own printing woiics or bindery. 

In brief, the proportion of books published on com- 
mission by the better firms is usually small, and there 
is generally some good and sufficient reason for accep- 
tance in each individual cas**. With firms of no par- 
ticular reputation the position may be very different. 
Such firms have little or no organization to keep up, 
and may merely want the use of the author’s money 
and the opportunity of snatching a quick profit in 
exchange for a minimum service. 

In publishing, as in other walks of life, the best and 
therefore the more costly is usually the cheapest in the 
long run. 

Authors would be well advised to take as much care 
in choosing a publisher as they would exercise in 
selecting a solicitor or a doctor (no wise man would 
choose either on the score of cheapness), and, above 
all, to refrain from handing over money to firms of 
which they know nothing without first making proper 
inquiry regarding their financial standing. 

It should be obvious that if a publisher is unwilling 
to assume the responsibility for financing any par- 
ticular venture, he is doubtful about its commercial 
prospects. No author, therefore, should step in and 
tal^e the nsk in such circumstances, unless he is willing 
to lose a substantial part of his outlay. The publisher 
who shows anj' sign of wanting authors to provide him 
with capital is probably one to be avoided. 

Here let it be said that there are two or three harpies 
masquerading as puMishers who do untold harm to 
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t.he book trade. Timely inquiry at the offices of the 
Authors* Society, or even from a responsible book- 
seller, would prevent any author getting into their 
clutches. 

For my own part I always discourage inexperienced 
authors from paying for the publication of their own 
books. If the work has intrinsic value, and the author) 
with his eyes open, chooses to run the risk and is in a 
position.to lose his money, that is a different question. 

One last word before concluding an already over- 
long chapter. 

We have seen that a formal agreement between pub- 
lisher and author is essential ; that a bad agreeijient with 
a good publisher is better than a perfect agreement 
with a bad one. We have discussed how the agreement 
should be drafted, but we have not commented upon 
an interesting fact, viz. that in praane the agreement 
is only binding upon the publisher. I do not want any 
unpleasant insinuations read into that remark. A pub- 
lisher covenants to do things that are readily enforce- 
able; an author often covenants to do things that are 
not readily enforceable. Publishers have their place of 
business, and an action can be brought against any firm 
of standing without the slightest difficulty, with the 
knowledge that, otJjer thjyigs being equal, sympathy 
will be with the author, and with the certainty that if 
damages are awarded they can be collected. Authors, 
on the other hand, may be tolling stotip, or resident 
abroad; hut even if they were ii'^t, a publisher would 
probably be considered vindictive, however good his 
case, if he took actibn, and in the end might well lose 
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more than he could possibly gain. But although in this 
respect it may be a one-sided affair, a contract is a great 
protection to the publisher, for* it defines and limits the 
claims that may be brought against him.^ 

At the same time, without wishing to stress the point 
or to bring any charges against authors as a whole, it 
is fair to publishers that I should place on record that 
there must be few firms who i.ave been in business for 
any considerable lenqth of time who could not pro- 
duce a score or more unfulfilled or broken contracts 
which, however bitterly the) may have felt about them, 
they have taken no steps to eniorco. The black sheep 
are not all in the publisher flotk, even if they are the 
only ones of which the public hears. 

* Since this book ittcn, m\ attcnti )n has beta dra^ivn to j siiggi*stion 

made man^ >eais b\ tin latt Mijc r Cr H Putiani, which I heartily 
endorse It occuis on pxgt 121 ol iiu editi )n ot jluthots anJ Pub liskets 
(1897) ‘I trust that it it sxmt tum provt practKiblc to tsublish a 
kind of literar} court or bond of arbiti ition, l)efort which court could be 
brought the various questions and issues that arise iKiwftn publisher and 
author The most impoitant of iht issues to be confide. nd in this wav would 
be those which, whiK distinct bitachts cf good iaith 01 cf justice, are 
not of ncCfSsJt) infringe intnts of contract or bitachcs of liw ’ 
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PRODUCTION 

is not possible, even v#ere I competent to attempt 
I such a task, to give in a chapter anything approach- 
JLing a. complete account of the numerous and 
highly technical processes, such as paper-making, block- 
making, printing, and binding, which are employed 
in the making of a book. Nor is it necessary, because 
there exist popular handbooks and learned treatises 
on all these subjects from which the readej’ can get 
more expert and detailed information than I could 
impart. I All that will be attempted here is to put 
authors in a position to follow intelligently those parts 
of the processes with which they are likely to come in 
contact. 

It will probably simplify matters if we take each 
process separately, though in practice several of them 
are often being dealt with concurrently. 

Printing . — In an earlier chapter we discussed the 
process known as ‘casting off’ a manuscript, i.e. calcu- 
lating, after making due allowance for such variable 
factors as ‘small type’, etc,., how many pages the book 
will make if printed in such and such a style. But we did 
not stop to consider a question which arises still earlier, 
viz. the choice of a printer. To the uninitiated, any 
printer is a potential book printer, but this is no more 
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the case than that any tailor is competent to make a. 
lady’s costume. Either a printer is a book printer or he' 
is not a book printer; the coimnercial printer who has 
occasionally printed a book (probably a local .directory, 
or a glorified catalogue) is a person to be avoided, if you 
want a presentable article. The firms which specialize 
in book printing may be* divided roughly into two 
classes: (i) the competent, but often uninspired; (2) the 
incompetent, but cheap. 

Most of the firms in the first category are to be 
found in the provinces and Scotland, and between them 
they do the bulk of the book printing other than per- 
haps novels. Their prices do not vary greatly — partly 
because the introduction of a careful costing system* 
has shown them what their working expenses are, but 
chiefly because the rates of wages do not vary very 
greatly. The diflFerence between the rates payable, say, 
at Edinburgh, Plymouth, and Colchester is negligible 
compared with that between those three places and 
London. Wages represent at least half the printer’s 
bill, so that the rate paid is one of the chief determining 
factors in the price. It is not, however, the only one, 
because almost as important is the completeness and 
the competence with which the work is done. 

It is obvious that if part of the process be omitted 
or skimped, a saving of wages may be effected, and it 
is here that the printers in category 2 come in. They 
are to be found, for the most part, in the smaller pro- 
vincial towns.j Their output is not considerable, and it 
is seldom that they are trusted with the printing of 

* Some day publishers may be wise enough fo follow their example and 
compare notes more freely. 
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aiiiything less strughtforward than a novel. It is apt to 
prove disastrous when they are, because they pay no 
competent reader to check the proofs; have no one 
able to make a trustworthy ‘cast ofT, and spend no 
adequate time upon ‘making ready* before machining, 
without which satisfactory results are unobtainable. 
The extent to which some {mblishers employ firms of 
this kind has always surprised me. In my judgment it 
is false economy, and the practice of devoting unlimited 
time and energy to tracking down some printer who 
will cut his price a few pence further is surely based 
upon a wrong assumption, viz, that printing prices, 
except perhaps under war-time conditions, show an 
undue margin ot profit to the printer. There ^re a few 
firms of book printers who, because of special circum- 
stances, make considerable piofits, but they are the 
exception, not the rule. It is a point upon which I happen 
to possess inside information. Furthermore, the employ- 
ment of incompetent firms lowers the standard of 
printing. The only way better firms can compete is to 
skimp their work and, in c*ftect, this is what they are 
.often made to do, instead of being encouraged to 
improve their standard. 

Many authors think it is a great advantage to a 
publisher to possess his own printing works. This is a 
delusion. It may even be ^ positive disdd\'antage. To 
be run economically and therefore profitably, a print- 
ing plant needs an even supply of manuscripts to print. 
No one firm, however large, can ensure that the supply 
will arrive sufficiently regularly to keep all the machin- 
ery steadily employed. If there is a lull, either the 
machinery is idle or, in order to* make full use of his 
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plant, the publisher is tempted to embark on some n^ 
publication which he would otherwise have declined. 
There is thus a perpetual conflict between the require- 
ments of the printing and publishing sides of the 
business. The ided arrangement is probably entire 
independence, but close association with one or at most 
two firms of printers, coupled with perfect freedom to 
go elsewhere at times of pressure. Many of my fellow- 
publishers, however, would disagree with this opinion 
and pronounce in favour of unlimited competition. 

Preparation of MU S . — However excellent the printer 
selected, it is necessary for the publisher to ‘prepare 
the manuscript for press’, more so today than ever. 
The main task of the assistant in the editorial depart- 
ment undertaking this important task is to apply House 
Rules and to eliminate as tar as possible all cause for 
subsequent corrections. With machine composition, 
where the operators are highly paid and the capital 
value of the machinery involved is high, the saving 
made by well-edited typescript is considerable. 

Manuscripts are almost invariably typed, but unfor- 
tunately, few typists fulfil the barest minimum of what 
might be expected of them when producing the type- 
script of a book. Is it unreasonable, for instance, to 
suggest that they should have a ‘Rule of the House* as 
a book printer does, and thus preserve some measure 
of uniformity in such matters as the spelling of proper 
names and the use of capital letters; that they should 
know that single underlining indicates ‘italics’, double 
underlining ‘small caps’, and treble underlining ‘large 
capitals’; that they should single space and indent 
quoted matter and, obvious though it would seem, 

io6 



production: printiito 

tjqje out' a proper title-page and list of contents? I 
would urge any typist, who happens to read thb, to 
,go a step further and to* take note of the preliminary 
pages of any well-produced book and see what more is 
needed, e.g. a bastard title (or, as it is more generally, 
though inaccurately, called, a half-title) and a page 
corresponding with the back of the title on which the 
bibliography, copyright notices, etc., are given. If it 
is known. that the book is to be illustrated, it is quite 
simple to include a blank page headed ‘List of llltis- 
trations’, even though the illustrations have not yet 
been selected. Similarly, blank pages headed ‘Preface’ 
or ‘Introduction’ should be arided, if cither is con- 
templated, but not yet written. These dctailsjiave an 
added importance now that it is customary, where 
possible, to paginate the ‘prelims’ with the text. 

Instructions to printer should be precise and compre- 
hensive. Our own form includes a delivery schedule* 
and Style Directive as well as general or specific 
instructions on all the matters dealt with in the follow- 
ing pages. It takes care of everything that can possibly 
be foreseen, c.g. the number and character of proofs 
required, whether .i precise number of copies is to be 
printed, or whether the number is to be controlled by 
the amount of |iaper delivered liy the stationer, and 
innumerable other point-', (^ic of specul importance is 
an instruction to hold the type and to give us a month’s 
notice of the date when type rental becomes payable. 

A similar comprehensive form witlj a delivery 
schedule gives detailed instructions to the binder, thus 

* If this ib to be adhered y.) it is \ nal to eiibure that there is no delay in 
the provision of the ‘copy’ for the index if theie is to be one. 
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obviating last minute inquiries about our require- 
ments. 

These delivery schedules' enable us to maintain 
‘Progress Cards* recording the exact position of each 
book and automatically revealing any delay! 

The choke of the Size of the Page to be used is governed 
by various considerations!) Most novels are produced 
crown 8 VO size, i.e. 7J in. x 5 in., and are printed 
on sheets of what is termed quad crown paper, i.e. 
30 in. X 40 in. (with the advent of ever larger 
machinery, double quad crown, i.e. sheets measuring 
60 in. X 40 in., is now frequently used, particularly 
when large numbers are to be printed). Similarly, a 
biography will probably be printed on demy paper, 
though if it is a particularly long book a still larger 
size may be selected. For the sake of reference I give 
below the standard sizes in use. 


Name 

Sue of Pagi 

Si/e of most usuiUy 

luted 

Pirpobi fur which It 
to Ubu ill> adoiMed 

Foolscap 

01 

27 > 34 (Quad I cp) 

Pocket editions 

Crown 

5 ^ 7 i 

30 - 40 (Quail Cn>^n) 


Demy 

sf s Si 

3C 45 ((^uad Demy) [ 

j Biographies, 

1 Books of Travelj 

Royal 

to 

[ 40 \ 50 (Quad Ro^al) 1 1 

1 i-i 

1 History, etc. 


Intermediate sizes are often adopted when the paper 
is being made specially. A publisher may, for instance, 
have his novels printed on paper measuring 31 in. X 
41 in. instead of 30 in. x 40 in., thus giving them a 
more handsome appearance. My own firm often uses 
paper 32 in. x 42^ in., which is half-way between 
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cnown and demy (called large crown), and is the size 
of the paper on which the earlier editions of this book 
were printed. 

But all departures from standard sizes, attractive as 
they may be and often are, automatically involve the 
special making of the paper, and it is well that authors 
should realize what that may mean. It is seldom prac- 
ticable to make less than a ton, or to be sure of doing 
so in less>than three weeks; furthermore, the quantity 
jnay vary as much as lo per cent, so that when you 
order paper for, say, 2,000 copies, you may receive, 
barely sufficient for 1,800, or be compelled to take 
enough for 2,200. These things may not be particularly 
inconvenient when the first edition is being psoduced, 
but might easily prove disastrous were reprints wanted 
in a hurry, or were only a small impression called for. 

The question will be asked whv publishers do not 
carry stocks of paper in the sizes they favour. The 
answer is that many of us unwillingly do so— unwil- 
lingly, because even if the size is right, the weight and 
bulk of the paper may be wrong, and these vary just as 
much as the si/e. There is the further trouble that, 
despite the utmost forethought, the paper is sure to be 
in stock at the wrong printer’s when it is urgently 
wanted, thus involving double espense for carriage. 

The use of crown and demy papers obviates all these 
difficulties, because they are always obtainable at a 
moment’s notice from the wholesale stationers and in 
varying weight and bulk; in practice, thprefore, they 
are the sizes most frequently ns#*d, even though a 
large crown would often look better. 

About twenty-six countries now use a standard size 
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based on a square metre (ao) and known as dik 
(s=Deutsche Industrie Normen). 

The following table shows the description and the 
dimensions of seven trimmed sizes in the piN a series 
which correspond most nearly to British &izes> from 
8-demy down to demy 8vo. 



1 

1 

1 In lu.c> 1 

1 l\iny 


MillmtliLS 

(Uir 

V) 


MZtS 

2A 

1 

jC^z 

4^ 

rep 

45 

\ 70 

Ao 

\ 

11 S 9 


461’ 


45 

Ai 

1 594 

P 41 




X 35 

A'' 

1 4-^ 

594 


‘if 


A 2l\ 

Aj 

297 

4-c 


» 6 i 

III 

17j 

A 4 , 

21 C 

1 

)/ 


III; 



As ’ 

1 14 S 

210 ] 

5 } 

8 f 

58 

> H 


The Kind of Type and the tjpe ii ea ot the page are the 
next points to be consicltrtd. 1 ihv odd k ais ago books 
were hand set, nowada>s machine setting is the rule. 

The Monot} pe m ichine, \\hich is> nov so frequently 
used for bookwork, is in two parts The first, like a 
large typewriter, punches holes in a roll of paper. In 
the second machine the loll is unwound and acting 
upon the pianola principle casts individual pieces of 
type for each letter and space, and quite uncannily, in 
fact almost miiaculously, arrange^ them in correctly 
spaced lines. In the laiiotypc the whole line of type is 
cast in one piece called a ‘slug’, and the subsequent 
addition of so much as a comma, therefore, involves 
the resetting of an cnti'-e line 

When machine setting was first used for books the 
results were generally deplorable, but today a wide 
range of the best type faces is av&ilable. 
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Fifty years ago people who would have been shocked 
at a mixture of two schools of architecture looked com- 
placently upon typesetting in which half a dozen styles 
of lettering were mixed. Fortunately for the general 
standard of typography in England, those days have 
passed and there is an insistent demand for good type 
with a definite character about it. Whether it be Caslon 
or Bembo, an old-face type or old-style, is a matter 
of personal taste and fitness for the particular purpose 
for which the type is wanted. The important thing is 
to have a type that is both readable and beautiful, as 
are all those which have stood the test of time. 

Even so, vigilance may be needed, because the most 
beautiful page of type may so easily be marre^ by the 
use of a headline of some different fount. It is thus 
necessary not only to select a suitable type, but to see 
to it that it is used throughout the book. 

Type Sizes, of course, vary; those most frequently 
used in books are: 

I a point, formerly called PICA, (pronounced pi'ka), 

I I point, formerly called Simll Pica 

lo point, formerly called L<’ng J’rimer (priin-er) 

9 point, fornicrly called Bourgeois (burjoyce) 

8 point, formerly called BreAicr (bre-veer) 

The Type Area of the pagp is often governed by eco- 
nomic as well as aesthetic considerations. W'e most of 
us like wide margins and generous spacing of the type, 
but if good value in books consists in giving the maxi- 
mum length for the minimum price, wide margins and 
generous spacing are not compatible with good value. 
For instance, many*of the orig/nal volumes in the 
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.Everyman Library, which represented the last word in 
good value, were ‘set solid*, that is, without leads* 
between the lines of type, and«have margins which leave 
much to be desired; but the books are not to be con- 
demned on that account. None the less, it is of the 
utmost importance that full consideration shotild be 
given to the desirability of good margins, sufficient 
spacing between the lines, and equal spacing between 
the words, when determining the type area of the page. 
For that reason it is essential that the specimen page 
submitted by the printer should be on paper of the size 
it is intended to use, but — and this is a point for authors 
to bear in mind — it is improbable that the paper will be 
of the quality and weight finally chosen, as just then it 
might well be premature to make the final selection. 

The arrangement of the type area on the page, or, to 
put the same thing the reverse way, the width of the 
blank margins at the top, bottom, and sides of the page, 
needs most careful attention, and is not a matter that 
can be left to chance. The technical term used is ‘impo- 
sition’; it covers not only the arrangement of the 
individual page, but the whole sheet, of which the page 
may only be a ^(a thirty-second) part. This is a much 
more complicated matter than it seems at first, and we 
shall come to it in a moment. 

Galley Proofs . — Before the question of imposing the 
type arises, it has to be composed, and it is not at first 
broken up into pages, but is set in long galleys. Only a 
few years ago it was a customary thing, and still is in 

> The width of leads is measured by ‘points’ (sec type measurements 
above). A one^point lead is one seventy-second of an inch. This page has 
the equivalent of a one-point lead between the lines. 
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America, to send out first proofs in this form. Such 
proofs, called ‘galley’ or ‘slip’ proofs, are still necessary 
where extensive additions or deletions will be made in 
the proof, which will involve changes in the pagination, 
i.e. will involve carrying matter back or forward to 
another page. Contrary to the current opinion among' 
authors, galley proofs afford no economy if, as is 
usually the case, the corrections do not materially alter 
the number of words in any given page. Furthermore, 
should the additions or deletions happen to come at the 
end of a chapter, it may be quite as simple to deal with 
them in page proof as in galley proof. It is usual, there- 
fore, nowadays in England for the first proofs to be 
sent out in page form. The custom has been accen- 
tuated by the printers’ practice of making a more for- 
midable charge for ‘making up’ if they have first to 
submit proofs in galley and then subsequent proofs in 
page. The advantages of ‘going straight into page’ 
are many, and the disadvantages in most cases neg- 
ligible. There will always be a few instances in which 
galley proofs are essential, but they will remain the 
exception. Page proofs are easier to handle; they are 
more serviceable as advance material to travellers; 
more useful for Press purposes; and, above all, more 
economical. Two further advanuvges are that the index 
can be made as the proofs^ are first read (which helps 
in the detection of inconsistency); and that one has no 
anxiety about errors made by the printer during pagi- 
nation. But if galley proofs are eliminated, a little more 
forethought is needed about various minor matters. 
The importance of preparing the manuscript for press 
has already been erhphasized; extra care needs to be 
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Exercised if the book is to be paged right away, particu- 
lafly if' the preliminary pages are paginated with the 
text. 

The ^Prelims'y the expression used to designate these 
preliminary pages, means in practice the firk eight or 
sixteen pages of a book, and covers the Bastard Title, 
the Title-page itself, the Bibliography, Dedication, 
Contents, Preface, etc. The iay out’ or arrangement of 
this part of a book, and particularly of the title-page, 
calls for considerable typographical skill. A glance 
through the prelims of a book at once reveals whether 
or not an expert has been at work. There is a prescribed 
order in which such things as Contents and Lists of 
Illustrations, Prefaces, and Introductions should 
appear. Upon some points there are divergencies of 
opinion, but the principles laid down by the late Dr 
Ballinger might with advantage be generally adopted. 
In the course of an interesting letter in The Times 
Literary Supplement of April 6, 1922, he wrote: 

When a Preface exceeds two or three pages it should be treated as 
an introduction. Jf this could be agreed, the following order for the 
preliminary pages might be used without inconvenience : I. Title (with 
bibliographical note on the verso); 11. Preface; III. Contents; IV. List 
of illustrations ; V. Introduction; VI. Text. 

Many publishers print on the title-page their ‘mark’ 
or ‘colophon’; it is doubtful whether this is the most 
suitable place, as it leads to a certain monotony and 
may often be an obstacle to a good piece of setting; the 
bastard title is better, but even here it may be too 
prominent or overpowering; probably the traditional 
position of the colophon at the cldse of the book would 
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tje more appropriate, if any general rule is to be laid 
down. 

Whether the date is given on the front or back of 
the title-page is unimportant io long as it is given. Were 
it certain that the book was never going to be reprinted 
there would be much to be said in favour of putting 
it on the front. But if it is> desirable — as I feel most 
strongly it is — ^lo ensure the giving of the completest 
possible. bibliographical information in the case of 
reprints, it is much wiser to begin by giving the date 
on the back. 

If the date is on the Iront and a repiint is hurriedly 
ordered, the new date will be substituted for the old, 
and the desirability of a bibliograph)- may be forgotten. 
Should the date be given on the back in some such 
form as 


the mere addition of the words ‘Second impression 
automatically forms the desired bibliography, 
whether anyone happens to think about it or not. All 
librarians and others to whom bibliographies are of 
special importance would therefore be wise to advocate 
the printing of the date on the /wk of the title-page. 

This brings us to the use of ihe woids ‘Impression’ 
and ‘Edition’. It cannot bj; too stiongl} urged that the 
word ‘impression’ should be confined to reprints in 
which there are no alterations of any kind, and similarly 
the word ‘edition’ should not be used unless the reprint 
contains revisions or additions or represents a change 
of format. The republication at a different price or in 
a different form of*part of an jmpression which has 
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already been placed on the market is best described as 
a 'reissue’. It should not necessarily be inferred, because 
the word ‘edition’ is used, that the alterations are 
extensive. If a book is ‘considerably enlarged’ the 
publisher may usually be trusted to say so. An impres- 
sion or edition may consist of any number of copies; a 
book that is in its fifth imp'iession may not have sold to 
the extent of one that has not been reprinted. But the 
fact that most printers now charge for machining any 
number less than i,ooo at the scale rate for i,ooo 
makes it unprofitable to print less than that quantity; 
in fact, there is a temlency today to feel that if it is not 
worth reprinting 1,500 it is not worth reprinting at all, 
except in the case of some big and expensive work. On 
the Continent, and particularly in Germany, an edition 
usually means 1,000 copies, and a publisher printing 
5,000 copies may even announce them as 1-5 editions. 

The back of the title-page serves other purposes, 
most important of all — ^the copyright notices. In the 
case of all books first published in Great Britain copy- 
right can be claimed under the Berne Convention. It 
may be followed by some such wording as the following: 


But if United States copyright is desired and the work 
has been pubjished since September 26, , and is 
not by a citizen of or a resident in the uss, it is essential 
to add followed by the name of the owner of the 
copyright and the year of publication. 
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Last but not least xn importance is the piinter’s 
imprint, 'preceded by the words ‘Printed’ or, as some 
people prefer it, ‘Made *n Great Britain’, or whatever 
the country of production may be. The inclusion of 
the printer’s imprint is compulsory in any case;* but it 
is the import or export of copies without the country of 
origin clearly printed upon»them that brings the fact 
home and gives the inexperienced publisher his first 
acquaintance with the Merchandise Marks Act or 
American customs regulations. 

The inclusion of such things as dedications, short 
prefaces, etc., in the ‘prelims’ is a simple matter, if 
thought of in time, but apt to prove troublesome and 
expensive after the type has been made up ij no pages 
have been lejt for them., as well as to cause delays at the 
printer’s if settled at the last minute. It is a safe rule, 
when in doubt, to leave an extra two blank pages in 
the ‘prelims’, because if they are not wanted, they can 
be left as two extra blank pages at the beginning of 
the book. Whereas, should an extra page for which no 
provision has been made be added, it may have to be 
separately printed and specially ‘tipped’ or ‘pasted in’ 
as a frontispiece often is. 

Head-lines also need forethought; few things are 
more annoying to the intelligent reader of a serious 
work than to see the title repeated at the top of page 
after page on both the left (verso) and right-hand (recto) 
sides. To avoid this, the publisher often gives standing 
instructions to his printer that, failing any advice to the 

* Few people seem to be awJire that undei tho Newspa|)crs, Printers and 
Reading Rooms Repeal Act, 1869, it is the printer's imprint and not the 
publisher’s imprint which is^obligatory. 
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contrary, the title of the book should be used as th.e 
left and the title of the chapter as the right-hand head- 
line. This is a good serviceable arrangement, and has 
the great merit of enabling the printer to complete the 
work at once. Furthermore, it facilitates the identi- 
fication of loose sheets, a point emphasized by Dr 
Ballinger. Some authors, ?^owever, prefer the title of 
each chapter as the left-hand head-line, and a running 
head-line, descriptive of the contents of the actual page, 
on the right. If this plan is adopted, the right-hand 
head-lines have to be left blank for the author to fill in 
when he receives the proofs. This means an extra item 
on the correction bill, and it should be clearly agreed 
between author and jniblishcr whether it is to be 
regarded as a ‘correction’ or not. Whichever method of 
dealing with head-lines is adopted, it would be helpful 
to the printer if authors who favour long titles to their 
chapters would indicate on the ms an abbreviated 
version for use as the head-line of the page. Printers 
are usually very clever at finding the best abbreviation, 
but as it often means putting sjiccial emphasis on part 
of the chapter title, it is a point much better settled by 
the author, and preferably before the typesetting begins. 

Authors often suggest that they shall deliver fart of 
their ms, so that the printers may make a start. This 
is seldom, if ever, advisable, unless the complete ms 
has already been ‘cast-off’ and has merely gone back 
to the author for verbal polishing, or for some purpose 
which will not change its final length. For the printer 
to go ahead with an instalment would, in most cases, 
be making a false start and mean loss of time. It would 
almost certainly prove; uneconomical. 
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Mod^ Singie-Sided. Printing Machinery is? con-- 
structicd to print yi or 64 pages of an octavo book on,, 
one side of a sheet. The maximum advantage’ is thus 
secured ty making a book consist of so many sheets . 
of 32 pages each — ^in other words, a multiple of 32. 
Hence, when we speak of a novel being a ten-sheet., 
book, we mean that it contains lo X 32 = 320 pages. 
Perfector printing machines print both sides of a sheet 
in one operation, giving 64 or 128 octavo pages at 
the time. 

A sheet is printed to fold, and the number of times 
it is folded determines whether it will contain 4, 8, 16, 
32, or 64 pages, bixty-four pages may be machined as 
one sheet, or, at the most, two sheets of 32 pages each; 
on the other hand, the printing of 56 pages involves 
the machining of not less than three sheets, of 32 pages, 

1 6 pages, and 8 pages respectively, unless eight super- 
fluous blank pages are added, thus making a 64-page 
sheet. This explains why nearly all books, whether the 
fact is revealed by the pagination or not, consist of an 
even number of pages, usually a multiple of 32, in 
almost every case a multiple of 1 6. 

Now, if it is desirable to make the book consist of 
an ‘even working’ of 3 2 pages (the separate machining 
of an odd four- or eight-page section would be termed 
an ‘uneven working'), it fpllows that a page must be 
chosen which will produce this result. It is easy to 
realize that the addition of a line to each page will 
reduce the number of pages, or that the making of 
each page an ‘em’ narrower will increase the number 
of pages, but as we have seen two founts of type of the 
same nominal size nfay produce {different results, some 
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founts hd^nng a broader than others and tending 
to occupy more space and thus run into more pagw. 
Very exact adjustments are therefore possible if the 
complete ms is in the printer’s hands and there are no 
variable factors. The printer should, for instance, know 
before he starts work whether there is to be an index 
and how many pages to tsllow for it. It is better to 
over-estimate rather than under-estimate the number 
required, because it is easy to fill up blank pages with 
advertisements, whereas an extra two pages would have 
to be specially printed ; and if less than four pages were 
included, they would have to be ‘pasted in’ at the end 
of the book. 

To show at a glance some variations in type I have 
asked the printer to give three specimens below, all of 
them in 1 1 point (small pica) type. 

These few lines arc set in eleven-point Baskcrville, 
which is a very broad-faced type. Note the number 
of letters and words in each line. 

These few lines are set in eleven-point Fournier, which 
has a narrower face. Note the extra letters which can thus 
be included in each line. 

These few lines are set in eleven-point Perpetua, which has 
a narrower face. Note the extra letters which can thus be 
included in each line. 

For clarity some volumes fteed chapter sub-divisions. 
These can be: 

Cross-heads^ usually even small caps or bold face upper 
and lowfer case centred. 

Shoulder-heads^ usually even small caps or italic upper 
and lower case. 
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Sfde-headsy usually italic upper and lower case. 

Examples of all three are given below. 

The Su.naeman’s Control 
(Cross-head) 

The Signaiman’s Control 

(Shoulder-head) .Mwa} s a lepaule line, lull out. 

The Signalman’s Control . — ^This is a spciunen of a Side- 
head. > Indented i em, and run on, nol a separate line. 

At this stage other questions may arise such as mar-^f 
ginal notes.* These materially increase the cost because, 
apart from the additional lypesetting involved, they 
either increase the area of the page and thus the cost 
of ‘making up’ the page (the compositor’s remunera- 
tion being based upon the superficial area), or, if the 
page be made narrower to allow for them, increase 
the number of pages. Another method is the 
^^e’‘ note’, which avoids increasing the 

area of the page, but complicates the type- 
setting and is rather more costly than a marginal note. 

Proofs , — ^Although it is usual to print 32 pages and 
' even 64 pages in one sheet, the proofs are almost 
invariably sent out in sections of 16 pages, and the 
book, when finally bound, will -robably be in 1 6-page 
sections (it is not convenient lO sew larger sections 
together). Each of these s'cetions is numbered on the 
first page, sometimes with the ordinary .trabic numerals, 
but more usually with the letters of the alphabet. Most 
people have at some time observed stray* letters of the 
alphabet on pages 17, 33, 49, 65, etc., of a book, but 

* The term *side nott*’ is ambiguous ^nd should be a\ ended. 
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fesw, except the initiated, have realized ^eir purpose, 
which is to facilitate the ‘collating’ or gathering 
together of the folded sheet© preparatory to sewing 
them. These letters or ‘signatures’, as they are called, 
have an added use as a name for each section of the 
book. Authors are sometimes mystified when told by 
their publisher that he is tending them proofs of sigs. 
A and B of their book to pass for press; it means, of 
course, the proofs of the two sections containing pages 
I— 1 6 and 17—32, respectively. 

Proofs are almost invariably printed on proof paper, 
usually some cheap paper upon which it is possible to 
write, and not upon the paper to be finally used, which 
may be, and often is, quite unsuited for writing. Fur- 
thermore, proofs are ‘pulled up’ on a hand-press merely 
to enable the author to check the accuracy of the type- 
setting, and for that purpose it would be waste of time 
to bother about the evenness of the printing. These 
two points cannot be too much emphasized; every 
publisher receives all too frequently the most pathetic 
letters from authors, who have just received their first 
proofs, expressing the hope that better paper is going 
to be used and that more care will be taken over the 
quality of the printing. 

The number of proofs provided varies with the 
printer and the instruction§__ of the publisher. Six sets 
are supplied by most printers gratis, but if more are 
wanted, some small extra charge may be made. The 
publishers themselves require proofs for various pur- 
poses, e.g. (i) to check the quantity of paper to be 
ordered; (2) for their travellers all over the world; 
(3) for publicity purposes; (4) to* show American and 
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fgrcign publishers in connection with the sale of the 
American and translation rights; (5) to lend to the 
artist, if a design is needed for the cover; (6) to look 
through tljemselves and possibly pass on to a lawyer 
to vet for libel. It is usual to send the author two sets — 
one of them a marked set stamped ‘to be returned’, the 
other an unmarked duplicate for the author to retain 
and use, if need be, for the preparation of an index. 
The ‘marked’ set has generally been gone through by 
the printer’s reader, whose encyclopaedic knowledge 
and eagle eye have saved many authors from pitfalls. 

It is the duty of the printer’s reader to draw atten- 
tion to any doubtful points as well as actual mistakes 
which he observes. A question mark in the^margin, 
which some authors seem to regard as ‘an imperti- 
nence’ (I quote from an author’s letter), is merely an 
indication that the passage queried should be carefully 
read by the author. It may be that the grammar is a 
little shaky, that the meaning is not clear, that there 
has been some inconsistency, or that the reader thinks 
a slip may have been made. If the passage is found to 
, be correct as printed, the question mark should be 
struck through and the ‘reader’ relieved thereby of 
further responsibility. The query mark should not be 
left undealt with. The question mark, as used by the 
printer’s reader, is a meth^u.! of drawing attention to a 
particular phrase or paragraph, and an inquiry as to 
whether it represents the author’s intentions; it is not 
an expression of any doubt about the author’s views. 

Authors' Corrections and Alteruticns , — In Appendix II 
will be found particulars of the proper way of mark- 
ing proofs to show any corrections or alterations it is 
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desired to have made.* Before making any corrections 
let alone alterations authors should pause and count 
the cost. There is no escape fiom the fact that they are 
exceedingly expensive, and that there are few directions 
where there is so little to show for the money spent. 
(There is only one thing worse than making alterations 
in standing type, and that is correcting stereoplates; 
but to that we shall come later.) As alterations are 
charged at so much per hour for the time .expended 
upon them, it is important for authors to know the 
kind that is most troublesome. This last aspect of the 
matter deserves more attention than it usually receives. 
In the first place, it is well to keep steadily in mind 
that each letter is represented by a little piece of leaden 
type which can neither CKpand nor contract. When 
some words are struck out, a gap is created which must 
be filled somehow. If words containing an equal 
number of letters are substituted, the minimum of 
inconvenience and expense is caused; on the other 
hand, should nothing be substituted for what is deleted, 
every ensuing letter has to be moved along, either until 
the end of the paragraph is reached or until, thanks to 
additional spacing between each word in several 
successive lines, the gap has been filled. This is known 
as ‘putting tlie type through the stick’, as it has to be 
taken out of the forme in y^hich it has been made up 
and actually handled again by the compositor. 

On a larger scale the addition or deletion of several 
lines may give quite undue trouble and involve the 
transfer of type from one page to another, unless, as 

* See also Author's Altefations Cost Monrj and Cause Delay, produced by 
the British Ftideration of blaster Printers* 
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already mentioned, it happens to occur at the end of a 
chapter, where space is available and there is in conse- 
quence a measure of elasiticity. Similarly, instructions 
to make a fjesh paragraph may involve the disturbance 
of many lines. Two questions, therefore, the inexperi- 
enced author should always ask himself or herself: Is 
the correction really necessary? Have I made it in a 
way which involves least trouble ? 

Printers* charges for corrections arc often the sub- 
ject of dispute because they are not easy to check, and 
certain unscrupulous firms have occasionally sought to 

CORRECTIONS AND ALTERATIONS 

Title 

•v 

Signature Staf:e . . 

The Compositor' s anJ Reader's charges on this amount to £ : : 

For UNiriN BROTHERS LTD 
Date. 

make up in this way for ‘price cutting’ in their esti- 
_mates. Others may have, whether by accident or design, 
included in their charges the cost of correcting their 
own errors. The remedy for these ills is threefold: First 
and foremost, to employ an honest printer with a repu- 
tation to lose; secondly, for^uthors to correct printers’ 
errors in some distinctive way, by the use (say) of dif- 
ferent coloured ink; thirdly, for the publisher to insist 
upon a correction ticket or docket for each batch of 
corrected proofs. Such a slip, of which the above is 
an example, enables the publisher to keep a much closer 
watch upon the expefiditure being incurred. 
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It is obviously much easier to check the cost of the 
corrections on a few sheets than those in the whole 
work. 

In all cases where the corrections are hejvy and the 
author’s allowance is likely to be exceeded, it is wisest 
to obtain an estimate of their cost before giving effect to 
them. There is then tim* for the author to decide to 
do without the corrections or alterations, to authorize 
them to be made, or to obtain an independent estimate 
of their cost; and the publisher will have the satisfac- 
tion of avoiding one very common cause for grievance. 

Imposition . — Immediately the first sixteen pages are 
imposed, the printers may submit a special proof for 
the approval of the imposition. In some cases a slip is 
attached of which the following is an example: 

URGENT 

Kindly say if the margins of this page are satisfactory. 

Also, does your Binder require any special imposition to suit 

his Folding Machine? 

Progress is delayed pending your answer. 

There are two distinct questions to be answered. As 
has already been pointed out, the arrangement of the 
margins is one of the most important factors in deter- 
mining the appearance of,a book. It will be found in 
practice that where the margins of a book are correct 
they are twice as broad at the bottom as they are at the 
top; and the outside margins and what you see of the 
two centre (or inside) margins will represent the mean 
between the top and bottom margins as shown in the 
simple diagram opposite. A book is held at the 

f 
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bottom or side, never at the top. Here we have another 
proof of the statement that ‘fitness for use’ results in a 
pleasing appearance. 

The imposition sheet sent for approval will not, 
however, correspond exactly with this formula, because 
allowance has to be made for trimming or cutting the 



edges in the process of binding, and for the amount 
of the centre margins or gutter* which will be hidden 
out of sight when the sheets arc sewn. The amount so 
hidden tends to increase witji the thickness of the book. 
The trimming or cutting of the edges — and compara- 
tively few hooks nowadays are left completely uncut — 
will be affected by the nature of the folding, and this 

* The margins of a printed sheet which, • r ft»Iding, form the inner 
margins between adjacent pages. (I’rintcrs regard the furniture Ixrtwecn 
adjoining fore-edges as gutteAi.) 
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brings us to the sedbnd question asked by the printer, 
which should have been answered at an earlier stage. 

Today most of the folding hitherto done by hand 
is done by machine. The two processes are not the 
same, and different folding machines demand different 
arrangement of the pages. It is, therefore, necessary for 
the printer to know which way the sheet is going to be 
folded before he can arrange the pages, i.e. impose 
them. Any reader who wants to understand this ques- 
tion of imposition will find it very easy to do so if he 
will take a piece of paper and fold it three times, thus 
forming a 1 6-page section; then, without cutting the 
edges, number the pages one to sixteen in words. When 
unfolded he will be surprised to find what unexpected 
positions some of the pages occupy — still more is it the 
case with a 32-page section. (See page 129.) 

With hand-folding the majority of the uncut edges, 
or ‘bolts’, as they are technically called, appear at the 
top of the book, with some machine-folding the bolts 
appear at the bottom. Hand-folded sheets may thus 
have more trimmed from the top, whereas machine- 
folded sheets (to make sure of clearing the bolts) may 
have more cut off the bottom of the book. Though 
theoretically perfect, machine-folding is never in 
practice so accurate as hand-folding. 

The Revision of Proof s,-:r^i the author’s corrections 
are few and clear, there will be no need for a ‘revise’, 
and the proofs should in that case, before their return, 
be marked ‘press’ and initialled by the author. If one 
section is heavily corrected, that section can be marked 
‘revise’ and the rest ‘press’. 

It saves both time and expense to do without revised 
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proofs, and in most cases they are unnecessary, except 
possibly for the first and last ‘sigs.’, which contain the 
prelims and the index. The latter cannot be completed 
until page proofs of the whole work are available; so 
what technically is a ‘revise’ of the last ‘sig.’, and of 
such matter as it may contain, is actually a first proof 
of the index. 


IMPOSITION FOR HAND FOLDING 



OUTFR FORME INNFR FORME 

C'ontaining amongst othcn.tlK* first Con raining amongst others, the 

and last pages whirh appear ‘out- scrond and third page.s ol the 

side’ of the signature when folded. signature when folded. 

Despite all precautions a few errors are sure to escape 
notice. The proportion, if the proof-reading has been 
skilfully done, should not be high. However irritating 
the mistakes, it is much better to keep a careful record 
of them in readiness for a second edition than to print 
an errata slip which nobody bothers to read, essential 
as it occasionally may be. 


I 
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Authors often suggest sending, and sometimes eveii 
do send, proofs back direct to the printer. Except in 
the rare instances when the publisher has felt it expe- 
dient to arrange for this, it is one of those, short cuts 
which prove the longest way round. The pnnter either 
sends the proofs, or writes, to the publisher before 
doing anything with them, as it is to the publisher he 
has to look for payment for any work done, and it is 
only from the publisher, therefore, that instructions 
can be accepted. Apart from that fact, it would be quite 
impossible for the publisher to keep a watch over the 
production, let alone the correction bill, if he did not 
know whether and when and in what condition the 
proofs had been returned. 

On the ‘Progress Card', to which reference has 
already been made, the movements of proofs are care- 
fully recorded. At one time individual ‘sigs.’ were 
sent to the printers as and when passed for press, but in 
practice no time is saved thereby, on the contrary com- 
plications often arise if machinery is started on isolated 
‘sigs.’. It is wiser to send the printer the press proofs 
complete. 

Many book printers send their more important 
clients a weekly report showing the position of all ‘work 
in progress’. Although useful they should in theory be 
unnecessary if the clerk in ^arge of the Progress Card 
is making a daily check to see whether the printers are 
adhering to the schedule prescribed when the work 
was put in hand. If they are ‘slipping’ immediate action 
can be taken. 

The Press Work, or machining, as it is now called, 
for it has long since ceased to bddone by hand, is the 
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njsxt process to be considered. Bookwork is largely 
done on ‘flat-bed’ machines, i.e. the type is on a flat 
surface, whereas newspapers are, for the most part, 
printed on^otary presses, i.e. the type, or rather plates 
cast from the type, are on a cylindrical surface. Most 
cheaper books are produced by the latter process. The 
evenness of the printing is largely dependent upon the 
evenness of the surface of the type. The bed of the 
machine is exactly level, the composition rollers that 
carry the ink are easily adjusted, but the thousands of 
little pieces of type may not present a true surface. The 
process of preparing the surface of the printing machine 
cylinder so that even pressure is given on every part of 
the ‘forme’ and type, together with other minor adjust- 
ments, is called ‘making ready’. It is a most laborious 
affair if the work is conscientiously done, and it is here 
and in the quality of the ink that the cheap printer is 
apt to economize. 

It is well, however, for authors to remember that 
just as the rubber tyres of a motor-car suck up loose 
stones from the best macadam road, so the ink rollers 
passing over the type occasionally draw out any iso- 
lated letter which is not f.rmly held by the pressure of 
its fellows. Punctuation marks, which are very slim 
pieces of metal, are particular!) liable to be drawn 
out in this way. It is thus n^t due to malevolence on the 
part of the printer, as I found one author thought, that 
stray commas and full stops disappear from the end of 
so many lines of verse. Even if they are not entirely 
removed by the suction of the rollers, they may some- 
times be broken off. 

Theoretically, if a^y letter gets misplaced in course 

131 



THE TRUTH ABOUT PUBLISHING 

of machining, a proof of the page affected is, after cor- 
rection by a compositor, re-exairaned by the printer’s 
reader; but, in practice, the* machine-minder, want- 
ing to get on with his job, occasionally pu^ the letter 
back where he ‘thinks’ it comes from. Very often he 
thinks right, but if he does not, there arises one of those 
tiresome misprints which vhe author complains — quite 
correctly — were not in the proofs he passed. The 
remarkable thing — and authors and publishers would 
do well to bear the fact in mind — is, not that errors of 
this kind occur, but that they happen so comparatively 
seldom in really good printing offices. 

A more serious matter is the ‘greyness’ of much 
modern printing. The causes vary: the paper may be 
unduly absorbent or fluffy, bad ink may have been used, 
or pressure may have been brought to bear upon the 
printer to expedite delivery, in which case he may find 
himself compelled to run the ink thinner to ensure its 
drying more rapidly. In any case it is a point which 
needs perpetual vigilance, because otherwise the 
appearance of a book may so easily be marred. 

Paper. — Hand-made and mould-made papers and 
the best quality writing-papers are still made from 
cotton and linen, but both these materials, even in the 
form of rags, are too costly for ordinary commercial 
purposes, and other products of plant life have long 
since been substituted. The three materials now chiefly 
used in book papers are esparto, a coarse grass which 
grows wild in Spain and North Africa; wood pulp, in 
the form of what is known as either chemical wood 
or mechanical wood, the latter being of the poorest 
quality, and straw. 
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The best antique papers, more particularly the 
'featherweights’, aro made of esparto, and it is on 
antique papers, whether ‘laid’ or ‘wove’, that ’most 
British boqks are printed. 

One technical point in paper production must be 
mentioned. The swift flow of pulp in the web of the 
paper machine causes the fibres to lie mainly in one 
direction — ^this is termed ‘grain direction’. The term 
‘long grain’ is used to describe paper in which the 
fibres run parallel with the length of the sheet, ‘Short 
grain’ means that they run parallel with the width. The 
fibre of paper tends to swell more in width than in 
length. This is apparent in a bound book where the 
grain runs across the page ; such a book will not open 
flat. If the grain runs from head to tail the book opens 
well. Thus for an octavo book from a quad size sheet, 
the binder prefers short grain paper. Most printers 
nowadays will accept paper with whatever grain is 
sent to them; but ideally they would like to print along 
the grain of a page or on long grain paper. In this con- 
flict, the publisher puts the binder’s requirements first, 
except in colour litho work, where the unevenness 
across the grain could afifect precise colour registration. 

Whether the paper should be pure white, heavily 
toned, or preferably some shade ;)etween is a matter of 
taste, apart from the fact tjfat some type faces call for a 
whiter paper than others. Unless some measure of 
uniformity in colour and weight is aimed at, a pub- 
lisher may find himself in difficulties when it comes to 
using ‘over makings’ or surplus stock. Vo have part 
of a book printed on one shade or thickness of paper 
and the balance on l^other is deplorable. When paper 
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is specially made a percentage of 7| per cent over or 
under the amount ordered has to be ‘tolerated’. 

For some quite inexplicable reason the public in pre- 
war days measured the value of a book by its bulk; its 
cubic dimensions were apparently more important than 
its literary contents. The identical book which was 
‘poor value’ when it bulkffd half an inch became ‘good 
value’ when it was printed on fluffy paper which bulked 
an inch, and the sad or amusing thing about it — ^take 
your choice which — is that the chief difference between 
the two books is the amount of air left in the fluffy 
paper. It is rather like saying that the white of an egg 
is better value when beaten up because it occupies so 
much more space. A firm, well-rolled paper can be 
bound more securely, will last longer and is in every 
way better than a fluffy one which incidentally gives the 
printer trouble by choking up the type, covering the 
machine, and worse still the ink rollers, with a deposit 
of the loose fluff and thus seriously affecting the quality 
of the printing. 

If line illustrations are to be printed in the text, 
papers with a smooth surface have to be used, such 
as a ‘machine finish’ (mf), which is smooth without 
being glossy. Unfortunately the paper on which the 
text is printed is seldom suitable for photographic 
illustrations. These have usually to be printed separ- 
ately on a still smoother paper, viz. ‘art’ or a machine 
coated paper. The glossiness of the art paper, which is 
both bad for the eyes and an abomination to the artist, 
is obtained by coating the paper with china clay. A 
degree of sharpness satisfactory for some photo- 
graphic or ‘half-tone’ blocks is, hoV/ever, often obtained 

*34 



PR0D.VCT10N: PAPER 

on a well-rolled uncoated paper, which is of a more 
pleasant appearance. 

The various sizes in ^which paper is usually made 
have already been mentioned. The standard of quantity 
is the ream, which is nominally 500 sheets, but may be 
as few as 480 or as many as 5 1 6. Book papers are nearly 
always supplied in reams of j 1 6, thus giving the printer 
some allowance for spoilage and ensuring that if paper 
for 1,000 copies is ordered, not less than a thousand 
and possibly a few more will be forthcoming. 

In earlier days the printer always supplied the paper, 
but at the present time nearly all publishers do their 
own paper-buying, and instruct the paper merchant 
where to send it. It is most desirable that he should 
submit an out-turn sheet before making deli^ry. In 
addition, in order to avoid mistakes, the printer usually 
sends a specimen sheet to the publisher for verification, 
with a printed slip attached giving the size, the quan- 
tity delivered, etc. 

Naturally publishers listen sympathetically to their 
printer’s views on paper quality, and in case of any 
doubt consult them before placing an order. 

Calculating the quantity of paper required is apt to 
prove very troublesome to the uninitiated, because it is 
so easy to make the mistake of o*-dering half or double 
the quantity needed. NqJ only does the number of 
sheets in a book vary, but the number of sheets that a 
ream will give varies according to whether it is ordered 
in the double or quad size. Take as an example a novel 
of 320 pages: for one thousand copies 10 reams will 
be required if the paper is ordered in quad crown 
(30 X 40), 20 rean^ if double crown (30 X 20) paper 
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is used, and only 5 reams if, to take advantage of 
larger machinery, double quad crown (60 X 40) is 
needed. The difficulty will be lessened if the new 
standardized measurement of i ,000 sheets generally 
adopted (at present it does not apply to papers made 
for book publishers), but there will still remain the 
confusion between ‘pages’i and ‘leaves’. 

Illustrations . — There are innumerable methods of 
reproducing illustrations, but with the more costly it 
is unnecessary to deal, as they are not used extensively 
in commercial book-production. Progress is continually 
being made; new processes are evolved, or old methods 
improved almost out of recognition. Two of the more 
costly processes used in expensive books, ‘photo- 
gravure’ and ‘collotype’, give the most satisfactory 
results, and the former is now frequently adopted when 
the number to be printed is sufficiently large to justify 
the use of a rotary machine; unfortunately, however, 
cheaper and much less satisfactory alternatives have 
generally to be used. 

For certain classes of colour printing, hand-drawn 
lithography, on stone or plastic, is still adopted; the 
printing thereafter being done from a normal litho 
plate. But for the most part modern reproductions are 
made by either half-tone or line processes. 

The half-tone frocess can be used for the reproduction 
of almost any type of original, but principally those in 
graduated tones, such as photographs, wash-drawings, 
or paintings; it has the great drawback that the best 
results are dependent upon the use of glossy ‘art’ 
papers, which are so heavy to the hand. Hence the 
h'equent necessity of printing illustrations separately 
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from the text and — ^in that case — ^inserting them, if 
possible, between or in the centre of signatures. 

It can easily be seen if an illustration is printed from 
a half-tone ^lock, either by observing the little dots in 
the reproduction with the naked eye, as one can do in 
the illustrations in a daily paper, or by looking at the 
reproduction through a magnifying glass, if a finer 
screen has been used and the dots are too close together 
for the eye to detect them.* 

Most modern coloured illustrations, if not printed 
lithographically, are produced by this process, in which 
case three blocks for the three primary colours, yellow, 
blue, and red, are used. Better results and finer shades 
are, of course, obtainable by using four or more blocks, 
but this adds materially to the expense. It will ?eadily 
be understood that the difficulty of accurately super- 
imposing the printing of one set of blocks upon another, 
technically called ‘registering’, automatically increases 
with the number of colours. It is not surprising, there- 
fore, that it costs more to print one illustration in two 
colours than two illustrations separately in two different 
colours. In the first case a great deal more care has to 
be exercised than in the second. Naturally, therefore, 
if economy has to be studied, the number of colours 
used has to be reduced to the jainimum. In colour 
printing, the order in whiclythe colours are printed, and 
the shades of yellow, blue, and red used, greatly affect 
the results, and it is customary, therefore, for the block- 
maker to provide ‘progressive pulls’ for the printer’s 
guidance. The blockmaker should be instructed to pull 

< See pages three and four of the specimen illustrations inserted between 
pages 144 and 145. 
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his proofs upon paper similar to that upon which the 
blocks are to be printed. Such proofs can then be used 
as a standard to check the final results. 

If any ‘legend’ or ‘caption’, i.e. descriptive matter 
below an illustration, has to be printed, the printer 
pulls up a rough proof for the lettering to be checked. 
When this rough proof i&sent to the uninitiated author 
to make sure that the wording is correct, it often calls 
forth a remonstrance and an expression of hope that 
the illustrations are not going to look quite as bad as 
thatl Once again, therefore, it is necessary to emphasize 
that such proofs are submitted only for the purpose of 
checking the wording. If any alterations are going to be 
made, it is obvious that the paper must be of a kind on 
which it is possible to write. Furthermore, nothing 
would be gained by the expenditure of time upon care- 
ful printing at that point. 

The line process is a cheaper method, and where it can 
be adopted is generally to be preferred. It is useless for 
the reproduction of photographs or wash-drawings, but 
is suitable for the reproduction of line drawings, dia- 
grams, woodcuts, or very simple coloured illustrations 
where the colours do not intermingle. 

A new standard has recently been set in the illus- 
tration of scientific text-books, and this we owe to the 
happy collaboration of a scientist and artist. Their tech- 
nique is to make the diagram self-contained; there is 
no need to refer back to the text for explanations. This 
can be seen, for example, by comparing a drawing of 
the Star Triangle from a standard college text-book on 
astronomy with the drawing of the same subject in 
Lancelot Hogben’s Science for f^e Citizen, This new 
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style calls for the fullest collaboration between author 
ancLartist. 

It has always surprised me how few of the many 
artists who .earn their livelihood by drawing for repro- 
duction ever make any real effort to study the media 
through which their work is to reach the public. For 
instance, it is astonishing what a small proportion of 
the designs submitted for the jackets of novels are 
drawn in such a way as to be suitable for reproduction 
with three line blocks instead of three half-tone blocks. 
Not only is the line process cheaper, but it is more 
effective for such purposes and does not have to be 
printed upon glossy art paper. For this reason line 
illustrations can be, and generally are, printed with the 
text of a book; whereas half-tone illustrations,"" as we 
have seen, usually have to be printed separately on art 
paper unless the whole book is so printed, in which 
case the volume will feel like a lump of lead. As a 
matter of fact, half-tone and type can be printed on 
a well-rolled esparto, or mf paper, if a screen of 133 
dots is used and a good pressure. 

Wherever illustrations are printed in the text it is 
nearly always essential that galley proofs of the latter 
should be provided, as it is seldom possible to arrange 
for the placing of the illustrations beforehand. 

The 'Offset' Process . — Tjjcre is one further method 
of reproduction to which reference has not yet been 
made and which has come increasingly into vogue, and 
that is the ‘offset’ process which is particularly useful 
for the photographic reproduction of an existing book, 
illustrations, maps and line or penal drawings. It is a 
form of lithography, %sing, in the place of stones, thin 
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zinc plates, which can be attached round the cylinder 
of a rotary press. This development from stone to metal, 
giving higher printing speeds, opened the way for the 
use of photography which in turn enabled fine and 
intricate work to be reproduced on the plate. Subse- 
quently it was discovered that if the design on the metal 
plate was printed hrst on sheet of smooth india-rubber 
and from there on to a sheet of paper, an impression 
of a greater degree of sharpness, and yet one having a 
softer quality, could be obtained. In offset this is what 
is done. The image is first printed on to a cylinder 
covered with india-rubber and passes from that imme- 
diately on to the paper. The smooth rubber blanket 
permits the image to be built up more perfectly than is 
possible on a grained plate, and because of its perfection 
of surface less ink is necessary, thus reducing the risk 
of the still damp ink smudging the page next to it. 
technically known as ‘set off’ ; furthermore, the resilient 
rubber also presses into the grain of the paper, giving 
unbroken lines on moderately rough-surfaced papers. 

As the method involves the use of photography it is 
most suitable for facsimile reproduction. Alterations 
can, however, be made by re-setting the passages or 
pages affected and photographing the corrected ver- 
sion. But exceptional care has to be taken with the 
machining of the correcte.d matter (rough pulls will 
not do) and it is essential to use paper as similar to that 
of the book to be reproduced as can be obtained. 
Further, the pasting of the new matter over the old 
must be done most accurately because the slightest 
deviations from the straight would mar the final appear- 
ance. An advantage of the procesgt— often overlooked — 
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is.th^ the type can be photographed smaller, Ajr larger, 
soHhlit, for example, a Demy 8vo book can be repro- 
duced Crown 8 VO size, or vice versa. 

Half-ton^ colour offset lithography has the advan- 
tage over letterpress half-tone that it does not necessitate 
the use of art paper. On the other hand it must be 
admitted that a job which aould he printed in three 
colours from half-tone blocks would call for at least one 
additional colour in photo-lithography. Granted the 
extra colour, photo-lithography gives the more pleasing 
result. Another point worth bearing in mind is that 
negatives used in photo-lithography are easily stored, 
and each time they are used give a perfect result, 
whereas half-tone blocks get worn and are easily 
damaged. 

Photo-lithography is a process calling for expert 
Y^orkmanship which is dependent upon the careful 
(mining of employees. The proportion of firms claim- 
ing to be photo-lithographers who are capable of pro- 
ducing first-class work remains and probably will 
remain comparatively small. 

Blockmaking . — The position was most unsatisfactory. 
The leading English blockmakers adopted a fixed 
scale of charges by the square inch from which they 
would not depart by a hairbreadtl-. A scale which may 
be appropriate for rush work, oficn at overtime wage 
rates, done for newspapers and periodicals is not neces- 
sarily appropriate for book work carried out at leisure. 
How inappropriate may be judged from the fact that it 
was at one time possible to have blocks made in Holland 
and sent to London by air mail (an expensive pro- 
cedure) at less than i^he English blockmakers* tariff. 
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An interesting and disconcerting feature of this situa- 
tion was that an independent firm paying full ^de 
union wages but satisfied with a lower margin of profit 
ran the risk of having pressure brought tcj bear upon 
it hy the relevant trade union to charge the full scale. On 
the yth January 1900 the Federation of Master Pro- 
cess Engravers announo'd that it was not going to 
defend its price agreement in the Restrictive Practices 
Court, and would no longer maintain a minimum scale. 

To estimate the price of a block all that is needed is 
to calculate the number of square inches thus: 

One illustration to be reproduced 

5 in. X 4 in. = 20 square inches 
and consult a blockmakers* sliding scale, which gives 
the cost according to area. There is, however, one 
important point to be remembered: that, under the' 
prevailing scale, blocks measuring less than 14 square 
inches are charged as if they were 14 square inches — * 
provision which particularly penalizes book publishers. 

Methods of Reproducing Books . — The cheapest method 
of reprinting a book is to do so from standing type. In 
America comparatively few books are printed from 
type at all, as the custom over there is to make a set of 
electroplates of the type and to print from the plates. 
The process of electrotyping is much more frequently 
used in America than in England. It consists of deposit- 
ing a thin layer of copper upon a waxen mould and 
backing it with a metal composed of 93 parts of lead, 
4 parts of antimony and 3 parts of tin. This is a more 
costly proces^ than the making of stereoplates, to which 
we shall come in a moment. 

Most printers in England allo>/ the type to be kept 
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stancUng free of charge for six months, fron/the time 
thV^nting is completed, and nearly all will keep if 
longer on payment of the standard rental of is- per 
1 6 pages per month (is 4 d if the size exceeds demy 
8vo). Even thirty years ago the holding of type in this 
way was a serious matter, because, in effect, it was 
locking up the printer’s capital. Now that books are 
machine set, it is merely a question of holding up so 
much metal, for as soon as the type is done with it is 
melted down again. None the less, the amount of metal 
thus required in a large printing office is very sub- 
stantial, and at the expiry of the six months the pub- 
lisher will be faced with a request for permission to 
break up the type in order to release metal. He has then 
various courses to consider. If it is improbable^that a 
Ifurther edition will be called for, he will give instruc- 
wons for the type to be distributed. If he feels that the 
^int will be decided one way or the other in the 
immediate future, say within the next month or six 
w«ks, he will probably agree to pay rent for the stand- 
ing type. If he is certain that several unaltered reprints 
wifl, be wanted in years to come, he will give instruc- 
tions for the type to be ‘moulded’, i.e. for papier- 
mflch^ impressions of the type to be made from which 
subsequently — ^when they are .vanted — stereoplates 
can be cast. But it is no longer eccaomic to take moulds 
if only one or two reprin’^will be needed. 

Stereoplates are made of stereo metal, which consists 
largely of lead. They are thus rather soft, and it is 
impossible to print unlimited numbers* from them. 
When they are likely to have specially hard wear, it is 
usual to have them i\ckel faced. If care is taken in the 
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process, m is possible to cast two sets of plates froi]^ one 
^ of moulds. 

It is dangerous to generalize, because the cost and 
character of the typesetting of a book may vary so con- 
siderably, but roughly speaking, the cost of taking a set 
of moulds and subsequently casting a set of stereoplates 
from them is about three«quarters the cost of composi- 
tion, assuming that the coHiposition is fairly straight- 
forward. There is thus no economy unless many 
reprints from the plates will be required. 

This is such an infrequent occurrence that today 
publishers seldom spend money on moulds which in 
any case would be useless if alterations were unex- 
pectedly called for since corrections would have to be 
made in the stereoplates. When it is realized that these 
are solid pieces of metal of the same size as the area of 
a page of type and that to make alterations in their 
necessitates cutting out the parts affected and accur- 
ately soldering in the new matter, it will be seen tfat 
this is an undertaking to be avoided. 

Fortunately for publishers there is the alternadve 
of photo-lithography, a development of ‘offset’, to 
which reference has just been made. The chief draw- ’ 
back is the blurred effect of lithography as against the 
sharp impression of letterpress. 

It ought, perhaps, to be mentioned that British prin- 
ters charge slightly more for printing from plates than 
for printing from standing type, because more care is 
needed in the 'make ready’. This is specially the case 
if there are' any illustrations in the text. American 
printers, on the other hand, prefer machining from 
plates, and charge extra for machining from type. 
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New Preusses . — Since 1900 there have Mien many 
technical developments affecting b6ok produc^n 
which must in the long run make for speed'^d 
economy. Notably, there has been the introduction of 
various machines for photo-composition, replacing 
metal-type composition for the impressions on which 
intaglio and lithographic printing depends. Type- 
writer composing machines for the same purpose have 
appeared. In Linotype, teletypesetting reduces com- 
position to almost typewriting simplicity and even 
makes possible setting by remote radio control; so far 
this applies chiefly to newspaper printing, but with 
further technical development and improved opera- 
tional skill will speed and cheapen book printing. 
Electronic photo-engraving machines for tfefc pro- 
duction of half-tone printing plates depend upon the 
conversion of varying light intensities into the move- 
ments of a cutting or burning stylus. Dow and similar 
etching machines for line blocks not only make cheaper 
line blocks possible, but also the reproduction of an 
entire book from printed copy for letterpress printing 
at costs which compare well with photo-lithography. 
In blockmaking, however^ the full economic advantages 
of these amazing developments have yet to be passed 
on to the customer. 

Warehousing . — In the happy d..ys of my youth ware- 
housing was a minor problem to publishers. Both prin- 
ters and binders were nearly always ready to hold 
printed sheets free of charge and almost indefinitely. 
There is no doubt that the privilege was gfeatly abused. 
It is so unusual to get ‘something for nothing' that few 
publishers realized it^was a privilege until they lost it. 
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Today thbire are very strict limitations to the length, of 
‘Hnm a printer will hold stock, and immediately the pre- 
scrimd period of three years has elapsed, rent becomes 
payable at so much per i,ooo books per annum. The 
figure varies from 4s 6d for a crown 8vo pamphlet of 
64 pages or less to 14s for a demy 4to volume of 
256 pages. These charges rapidly become formidable 
and are doubled in the seventh year. The renting of an 
independent warehouse is not necessarily a remedy, 
because the biggest item is apt to be the warehouse- 
man’s wages and not the rent. It will be seen, therefore, 
that with the exception of those rare birds, the steady 
sellers, the time inevitably and all too soon arrives when 
the cost of warehousing the surplus stock of a book 
exceeds the proceeds of the sales. Publishers thus have 
a far greater incentive than heretofore to dispose of 
unsaleable books. It was bad enough to have capital 
locked up and unfruitful; it is now worse because in 
addition it is a source of expense. 

This aspect of the matter indirectly concerns authors, 
many of whom appear to think publishers excessively 
perverse if they show any anxiety to ‘remainder’ a book, 
or to pulp surplus sheet stock which it will never pay to 
bind, even though several years have elapsed since the 
work was first published and it has entirely ceased to 
sell. This question will be considered more fully in 
Chapter VI in the section on Remaindering. 

The form in which books are stored varies. They 
may be in flat sheets as originally printed and baled up 
by the printe'rs, or the sheets may have been folded and 
collated by the binder, and packed in parcels of from 
(say) twenty to a hundred cop'es in readiness for 
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binding. Even if the binding has been completed the 
books have to be carefully packed and labelled just the 
same, or they would soon become dusty and unsaleable. 

lyookin^out a single copy of a book that is stored in 
flat sheets may be a lengthy business, if each sheet is 
in a separate bale. The warehouseman has not only to 
move each of these heavy packages from its rack, but 
to unpack and repack each of them and subsequently 
restore them whence they came. For this reason it is 
usually an expensive matter for a publisher to supply 
single copies in sheets, unless he has had some packed 
up in readiness for a possible demand in that form, or 
happens to be giving a binding order which will neces- 
sitate the bales being opened. 

Binding . — ^The two kinds of binding which^chiefly 
concern the book publisher are cloth binding and paper 
binding, if in those two categories are included the 
many compromises that lie between. Vellum and leather 
bindings may be needed for special editions and special 
occasions, but their use as ‘publishers’ bindings’ is too 
restricted to detain us. 

Some printers have fully equipped binding plant, 
many are competent to tackle paper binding, but much 
binding is still carried out by independent bookbinding 
factories in and around London a id, to a lesser extent, 
Edinburgh. It may be convenient to print books at 
some distance from the centre of distribution, but it is 
seldom wise to bind them too far away, because if there 
is an unexpected demand for the book, every hour’s 
delay in the delivery of fxirthcr supplies may be a serious 
matter. Although the larger the number bound at once 
the cheaper the pricti> of the binding, it is often unwise 

*47 



ithe truth about pvblishino 

to bind the whole of an edition at the outset. The 
cost of printing five hundred copies more than are 
needed is little more than the value of the additional 
paper, whereas the cost of binding in excess of one’s 
requirements would be a substantial item. Most pub- 
lishers, therefore, restrict their binding orders to their 
immediate needs, and this presupposes the proximity 
of the binder if more copies are wanted in a hurry, and, 
equally important, the closest possible watch from day 
to day upon the movement of the stock. 

The efficiency of a publishing business may often be 
tested by the care with which this side of the work is 
supervised. Booksellers would not have cause to com- 
plain that so many of the books they needed were 
‘binding’, if the principals of publishing houses more 
frequently called for an explanation why their books 
were being so ‘answered’. In war-time it is inevitable, 
but under normal conditions the trouble is usually 
due to lack of forethought, carelessness, or want of 
co-ordination between the relevant departments, though 
there are, of course, unexpected occasions when the 
best regulated houses will be caught napping. 

Lettering , — ^As far as outward appearance goes, the 
most important part of the binding is the lettering. 
Here the second-rate publisher and the amateur almost 
invariably give themselves away. Good lettering can 
seldom be obtained without incurring the trouble and 
expense of having a brass block engraved at a cost of 
about ;^4 for the average spine lettering. It is a com- 
plicated process which cannot be started until the final 
thickness of the book is known. Guessing will not do 
because an eighth of an inch too much or too little will 
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mar the effect. It is usually possible to mak^ use of the 
stationer’s dummy sent as a sample of the paper and to 
show its bulk. Alternatively, if there is no great 
urgency, aj^ advance copy taken from the actual printed 
sheets is used. The precision and final finish given to the 
brass block by the hand engraver render it far superior 
to the cheaper soft metal zinco, cast from type, which 
is sometimes used as an alternative. 

Many publishers attend to their own letterings and 
deliver them to the binders; others leave it to the latter. 
In either case it is important to sec that a good model 
is followed. There is neither necessity nor excuse for 
bad lettering on a book. It should be legible, beautiful, 
and in keeping with the book. On the Continent, great 
store seems to be set upon variety. In this there seems 
to me no point. There is ample room for variation in 
the style of the binding, the colour of the cloth, etc., 
without artificially introducing it in the lettering. 

The question of whether the lettering is to be in gold 
or in ink is largely governed by the price. Good plain 
ink is always to be preferred to any imitation gilt. The 
main thing to remember is that gilt is most effective 
on dark-coloured cloths und ink on light ones, but even 
to this rule there are exceptions, as coloured inks can 
often be used on dark cloths v.th good results. 

Book Cloths . — Many authors have pronounced likes 
and dislikes about the colour and grain of the cloth to 
be used on their books. Most publishers are ready and 
willing to put themselves to consideraljle trouble to 
please authors in matters of this kind, particularly when 
the authors are specific and not vague in their require- 
ments. It costs no n\ore to bind a book in one colour 
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than in another, and if a publisher has his own idiosTn- 
crasies in such a matter, he has plenty of opportunities 
of indulging them, and has no need to begrudge an 
author one such chance. My advice to aythors who 
have set their hearts upon binding of a particular colour 
is either to send a pattern of the colour, or, better still, 
to name a book issued by the same publisher bound in 
the cloth approved. There will be some obvious limi- 
tations to what the publisher can do in the matter of 
the quality of the cloth — ^buckram, for instance, costs 
considerably more than an art vellum. Cloths of an 
honest ‘cloth’ texture are preferable to those ‘grained’ 
to simulate watered silk, crocodile skins, etc., and it is 
important that the cloth selected should be fadeless. 

Fortunately we are no longer tied to cloth. There 
are today cheaper materials such as Linson which is 
much used and to the uninitiated is indistinguishable 
from cloth and Fabroleen which is still less expensive. 

If the sheets reach the binders imposed for machine- 
folding, they will probably all be folded and collated 
forthwith, whether all are to be bound or not. The 
folding has already been described; the collating is the 
gathering together of the folded sections of the book in 
the right order. Until this has been completed, the 
binder does not know and cannot report to the pub- 
lisher how many ‘perfect’, .i.e. complete, books the 
sheets will yield. 

Imperfect hooks arc mostly due to mistakes made in 
this process. ^Either a section is missed altogether, or 
two of the same signature are inserted, or a wrong one 
substituted. Despite careful checking, slips of this kind 
ue bound to occur, and in view of the speed with which 
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the work is done, it is astonishing that the proportion 
of ‘imperfect’ books is not larger. It certainly would 
be but for an ingenious method of marking each sig- 
nature at Ae point where the outside fold comes. If a 
signature has been missed the omission automatically 
reveals itself. Binders rectify imperfections without 
charge and without demur, and will often, in addition, 
refund the cost of posting back the imperfect copy. 
The best plan is to send it to the publishers, when they 
will usually forthwith exchange it for a perfect one if it 
is otherwise in good condition ‘as new’. If, however, 
it has been inscribed or marked in such a way as to 
render it unsaleable, the actual copy will have to go 
back to the binders to be put right, and this may mean 
from three to four weeks’ delay, particularly in the busy 
season of the year. 

When the work of folding and collating has been 
completed, the binder reports to the publisher that he 
has so many perfect copies. If a good printer and binder 
have been employed, this represents the full number of 
sheets advised, or possibly a few over. When there are 
shortages, the binder sends an ‘imperfection’ note 
showing exactly what s.ieets are missing. Should the 
trouble be due to the default of the printer, it will then 
be for the publisher to take the appropriate action to 
secure the missing signatures. 

The bases' in which books are bound are produced 
nowadays by machine, and the binder requires to know, 
therefore, before he starts just how many are needed. 
As with the printing machine it is the ‘making ready’ 
that occupies so much time, so with a case-making 
machine it is the preliminary adjustment that is the 
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trouble. After the machine is once started the process 
is more or less mechanical. 

'Jackets , — ^When the binding is completed and the 
books have been pressed and given time tp dry, they 
have still to be inserted in dust-covers or ‘jackets’. The 
evolution of this ‘dust-cover’, because that is precisely 
what it is, would take too long to describe. People who 
talk as if jackets were an unnecessary innovation over- 
look the fact that some form of protection is essential. 
Fifty years ago it often took the form of plain paper, 
waste printed sheets or glassine. Then, for convenience, 
the name was printed on the shelf-back or side; then 
on both. Some descriptive matter was subsequently 
added, and later, illustrations. The question is not 
whether we can do without a dust-cover but whether 
it shall be dull or decorative — ^uninteresting or utilized 
to give information. A mere protection from dust or an 
attractive and integral part of the book, and incidentally 
a most important sales factor. 

Certain firms specialize in the printing of jackets, 
and so are able to keep prices down. The usual practice, 
therefore, is for a publisher to employ such a firm and 
to deliver the jackets ready printed to the binders. 

Here again there is apt to be trouble and delay over 
‘thickness’, and much as the publisher would like to 
push ahead with this part of the work, he usually can- 
not do so until a ‘thickness copy’ is available and it is 
possible to ensure that the jacket will fit. 

The realiz^ation that some of these costly modern 
pictiure jackets will immediately be discarded without 
having served any purpose sometimes makes pub- 
lishers pause. But the fact that booksellers both at home 
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and abroad regard attractive jackets as essential for any 
book that is to be displayed is decisive and no publish^ 
therefore, let alone one who takes his export business 
seriously, now hesitates to describe them as 
indispensable. 

Alternate Bindings . — ^We have thus far referred 
solely to ordinary cloth bindings with gilt or ink letter- 
ings. There are many alternatives, but they mostly 
have one drawback, viz. that they are unsuited to the 
requirements of public and circulating libraries, and so 
long as people insist on borrowing books instead of buy- 
ing them, this will remain an important consideration. 

A cloth binding with a carefully printed label, and 
binding produced in every way as a cloth binding, but 
with some strong and suitable paper substitutedfor the 
cloth in the making of the ense, are both attractive. For 
small and cheaper books, many developments of paper 
bindings are now used ; e.g. the paper cover is pasted 
on and turned over a ‘stiffener’, or, cheaper still, merely 
turned over the end paper. Any method which gives 
the paper binding an added feeling of solidity seems to 
help to make it acceptable to the British bookbuyer 
accustomed to having his books in cloth. 

The many people who periodically write to the 
Press advocating paper-bound ooks on the conti- 
nental model, overestimate the extent to which this 
would affect the price where small editions are con- 
cerned. However desirable paper bindings may be, the 
fact remains that, owing to the use of modern machine 
binding, the difference between paper and cloth bind- 
ing is not substantial. In both cases the sheets have to 
be folded, collated, and sewn. The saving is in the 
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pravision and fixing of a case which a case-makuig 
machine produces at an incredible speed. On an 
average the maximum gain in substituting paper for 
cloth would be between 5d and yd. This ^ould justify 
a reduction of about eighteen pence in the published 
price. Now, any publisher who made the experiment 
found that the cloth binding was chosen in nine cases 
out of ten, unless the difference in price was enhanced 
to an uneconomic and unjustifiable extent, leaving the 
loss on the sale of the paper bound copies to be borne 
by the increased price of the cloth bound copies. It 
must be remembered that in the case of most new 
books a large part of the first edition is destined for 
public and commercial lending libraries, and must 
therefore be bound in cloth. This leaves merely a 
residue available for paper binding. It is interesting to 
note that even on the Continent, where publishers are 
not so dominated by the requirements of libraries and 
paper binding was the rule, there is an increasing 
tendency to use cloth bindings. 

The mass-produced paper-back is very different. Here 
is no question of binding up a portion of a small edition 
in paper covers, but of taking advantage of the fact 
that the cost of composition remains the same whatever 
the number printed, and that large editions can be 
economically machined on a rotary press. As we have 
already seen, the size of the edition is the biggest 
factor in the cost per copy. 

Cheap paper-bound editions are not, as many sup- 
pose, an innovation. At the end of last century, Cassells 
published the National Library in a small format at 
threepence in paper covers, and during the first dozen 
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years of this century most publishers issued ill-produced 
super royal 8vo paper-backs in double column setting' 
at sixpence; in fact, many publishers’ cellars were full 
of them jusj before the First World War. The pressure 
brought to bear upon publishers by authors to issue 
sixpenny editions of their novels was such that many 
were published for which there was no real justification. 
In brief, the choice was not sufficiently selective. In 
consequence, although the total sales remained sub- 
stantial, they were spread over so many different books 
that the publication of many of them at sixpence 
became uneconomic. 

With the advent of firms like Penguin, which not 
merely concentrated upon this type of publishing, but 
devoted great pains both to the quality of tSe pro- 
duction and to the selection of titles, the position 
changed. But inevitably the published price of these 
cheap editions has increased more rapidly than other 
publications. So long as a minimum sale of 35,000 of 
popular titles is assured all may be well. Trouble arises 
when the total number of titles available increases more 
rapidly than the total sales and in consequence the sale 
per title decreases. There no margin for unsold stock. 

That the mass-produced paper-back has stimulated 
the reading of, and demand foi, books, there is no 
doubt; but they are a welcqme and valuable adjunct to, 
not usually a substitute for, the conventional cloth- 
bound book. Today, however, we are witnessing an 
interesting intermediate stage, taken from the usa 
of original productions or reprints of serious works in 
attractive, but not necessarily cheap, format, designed 
for their large college population. These ‘egg head’ 
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paper backs, as they have sometimes l>een called, 
produced in editions of 10,000 to 15,000 by a number 
of British publishers (including Penguins), appeal to a 
younger generation who have the means aijd seem pre- 
pared to buy them in adequate quantities. It is a 
promising development. 

Binding for Amenca . — Reference has been made else- 
where to the sale of 'special editions* to the usa, and it 
may be well to explain the binder’s part in their pro- 
duction in the event of the edition being supplied 
bound and from the existing stock of sheets. The first 
thing is to have fresh title-pages printed bearing the 
American publisher’s imprint on the face and the essen- 
tial words ‘Made in Great Britain’ or ‘Printed in Great 
Britain’ on the back — essential, because without this 
the books would not pass the American customs. The 
binder then cuts away the original title, as well as any 
advertisements, and substitutes these ‘cancel titles’ 
bearing the American publisher’s imprint, inserts the 
American publisher’s name on the binding when mak- 
ing the cases, and with that the ‘special edition* is 
achieved. 

The Time Occupied . — e have now examined in turn 
all the more usual processes employed in the making 
of a book, but no mention has been made of the impor- 
tant question of the length of time occupied. It is a 
point upon which it is especially dangerous to general- 
ize, because no two books are alike — ^not only are some 
long and some short, but some are straightforward, 
others the reverse; one book may not contain a footnote, 
another may be smothered in them and have Greek 
and Arabic letters into the bargain. But for the benefit 

156 



«iiodt7Cti0k: tim% ocf«‘Pxs]> 

c$ any atii&ors who are under tlie izhpression diat 
books are ’printed, like newspapers, in a matter of 
hours, it may be well to give some general indication 
of the minimum time that will probably be required for 
the productfon of, say, 2,^00 copies of an ordinary and 
quite straightforward book of 65,000 words in length: 


Casting off and estimating 

say 2 weeks 

Composition 

say 4 weeks 

Author correcting proofs 

say 1 week 

Printer correcting t} pe 

say 2 weeks 

Machining 

say 4 weeks 

Binding 

say 3 weeks 

Time lost in transit of paper and printed sheets 

say I week 

Contingencies 

say f week 

18 weeks 


It will thus be seen that assuming the utmost prompti- 
tude on the part of the author in passing the first proofs 
and no necessity for revised proofs, nearly five months, 
and often more, are usually needed for the production 
of a book. 

Even this, as will be . en in a subsequent chapter, 
does not include publication. 

Authors should remember th.’ the best workman- 
ship requires time, and that it is seldom wise, therefore, 
to bring any undue pressure to bear to expedite the 
printing and binding. 
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THE ACTUAL SELLING 

I T is one thing to produce a book, quite another to 
sell it, though some authors one meets regard the 
two as synonymous. 1 have often had occasion to 
tell authors that advance copies of their book will be 
ready on such and such a day, and am still surprised 
at the frequency with which they reply, ‘Then you will 
be publishing the book on that date’. Authors who 
are specially insistent upon publishers exercising the 
greatest possible activity in pushing their books seem 
often to grudge the time necessary for the process, and 
are apt to be annoyed when told that not until the book 
is produced does the chief work of publishing begin. 
Kliemann starts his interesting treatise, Die Werhung 
furs Buck, with a little poem by Felix Dahn, which I 
venture to paraphrase as follows: 

To write books is easy, it requires only pen and ink and the cver- 
patient paper. To print books is a little more difficult, because genius so 
often rejoices m illegible handvi riting. I'o read books is more difficult 
stilly because of the tendency to go to sleep But the most difficult task 
of all that a mortal man can embark upon is to sell a book. 

Dahn was attacking the tendency to borrow books 
instead of buying them, but the quotation is none the 
less an indication of both the difficulty and the im- 
portance of the selling end of a publisher’s business. 

Publicity in all its various forms is discussed in a 
separate chapter. Here it is proposed to deal with the 

158 




TBS ACtVAL SSi.l,^«0 

relationship between the publisher and his various cus- 
tomers, the booksellers and circulating libraries at home 
and abroad. In recent times emphasis has rightly been 
laid upon the importance of a closer and more personal 
relationship* between publishers and booksellers; an 
aspect of the matter which it would be difficult to over- 
emphasize. It has been my good fortune at one time or 
another to call upon the majority of the leading book- 
sellers in Great Britain and Ireland, and practically all 
those of any importance in all the dominions and 
colonies, as well as those in other distant countries 
such as Brazil, Indonesia and Japan, and nearer home 
from Iceland to Athens and Lisbon. It involved the 
devotion of over two years to the study of bookselling 
conditions abroad and three subsequent voyages^ round 
the world, but it can truthfully be said in more senses 
than one that a publisher cannot spend his time more 
profitably than in the company of booksellers. In 
practice, however, that contact has to be largely main- 
tained through travellers and by correspondence. 

The Daily Orders . — Before dealing with the activi- 
ties of the various travellers a publisher employs, it may 
be well to give some in ication of the usual way in 
which the day-to-day orders are executed. Some are 
collected from the ‘orders clearing run by Book Centre. 
Many come from the booksellers in the torm of post- 
cards, or at printed-matter rate in open envelopes, and 
they are the part of the post first dealt with in most 
publishing offices. In many cases they are separated 
and sorted out before the other letters are opened, 
because there is not a moment to io.>e if the books are 
to be invoiced, looked out, and packed in time to 
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ensure their speedy dispatch, whether by rail, carrier 
or post. The best-run offices pride themselves upon the 
rapidity and accuracy with which this part of their work 
is done. Before 1907 the booksellers paid carriage, 
and usually instructed the publishers to 'deliver their 
requirements to a carrier with whom they had a con- 
tract and to whom a ‘booking fee’ of about 3d for 
each parcel was payable. Now that most publishers 
pay the whole or greater part of the cost of carriage 
they prescribe the means of transport. Many have 
found passenger train the most efficient and expedi- 
tious method for parcels weighing over 2 lb. and post 
for those weighing less. 

Orders for substantial quantities of a title may call 
for different action, as most publishers keep their main 
supplies either at their bookbinders or at a warehouse 
situated in some less expensive quarter than their own 
offices. Such orders may be dealt with in .t number of 
ways. Instructions may be given to the binders over 
the telephone, or by delivery note, to send in the 
requisite copies, which are then packed and dispatched 
exactly as a smaller order would be, though, of course, 
more elaborate packing, or rather baling, is necessary, 
and possibly a packing case. Alternatively, and this is 
a method in constant use if the customer is in I^indon, 
or employs an agent in London to attend to his packing 
and shipping for him, the binders are instructed to 
make delivery direct. 

Export orders arc usually much more troublesome 
than home orders, in that they practically all involve 
three or more copies of each invoice as well as, in some 
cases, elaborate declarations for customs purposes, and 
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ititost tit«some thing b consular certifitife. To the 
eBcepdbnal HifBculties with which the publisher is con- 
fronted by the action of countries like Brazil, and Still 
au>re the usa, we shall turn later. Many London retail 
booksellers 'Send to the publisher’s trade counter for 
their urgent supplies, thus saving a day. Whilst at 
the publisher’s counter, the bookseller’s collector calls 
over the titles of all those books he wants but of which 
he has been unable to trace the publisher’s name. It is 
highly skilled work attending to the busy trade counter, 
of a leading publisher. Many titles are called over 
daily, and the publisher’s assistant has to be able to 
spot any of his firm’s books. This presupposes an 
exact knowledge on the assistant’s part of the titles of 
all the books in the particular publisher’s cat^ogue. 
But even that is insufficient, because much imagination 
is required to identify some of the titles given. It would 
be a comparatively simple matter were the titles given 
correctly, but the occasions for error are frequent. In 
the first place, the customer may not give the book- 
seller the correct title. He may, for instance, refer to it 
under the title of an article about the book; he may not 
even know the author’s n.ime. The bookseller’s assis- 
tant who takes down the order may not do so correctly, 
and the collector may find the wjiting indecipherable 
and make a mistake in copying it into his book. Even 
when correctly written doWn, some names prove diffi- 
cult to pronounce; but in most cases the title is detected, 
the book is supplied, and all goes well. Occasionally 
there is failure, but on the whole the work is done 
astonishingly well. It does not follow that because a 
book is ordered a publisher is in a position to supply 
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iti. It may be that the book Is out of print, vthiiit it i# out 
of stock, or not yet published. For each of these 
wentualities there is a definite and correct reply, 
mostly in the form of initials, viz. o/p = out of print ; . 
RP = reprinting; os/usa = out of stock, But on order 
from USA; Bdg = binding; nyp = not yet published' 
(the initials no are ambiguous because they could mean, 
‘not ours’ as well as ‘not out’); nk = not known, etc. A 
country bookseller ordering three books of which one • 
is available, another out of print, and the third ready 
shortly, will receive an invoice for the book that can be 
supplied, with a note at the foot of it that such and such 
a book is o/p and the other nyp, and he has all the 
information he needs to explain the position to his 
customer. 

Orders for books that are temporarily out of stock, 
binding, or reprinting, are carefully recorded by the 
publisher and are referred to as ‘dues’. Should there 
be no great lapse of time between the receipt of the 
order and the date when it is possible to execute it, 
the publisher will probably svipply it without more ado, 
with a note of the order date or order number on the 
invoice. If, on the other hand, some time has elapsed, 
it is customary to send the bookseller a post-card 
advising him that the book is now available and either 
asking permission to execute the order, or stating that 
the order will be executed unless the bookseller advises 
to the contrary. If the publisher’s business is effi- 
tiently run, an eagle eye will be kept upon the ‘dues’ by 
the trade manager, if not by one of the principals of the 
firm, because it is one of the most effective methods of 
ensuring that orders are not being unreasonably held 
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up. To save time and minimize effort, many publishers 
have printed cards and printed form letters giving such 
replies as have constantly to be made, thus sa^ang the 
writing of innumerable cards and letters. This form 
of economy *lias not been as fully worked out in some 
publishing offices as it might well be, with the result 
that there is still much unnecessary repetitive clerical 
labour. Theoretically, publishers do not do any business 
direct with the public, but few of them decline to 
execute an order which is accompanied by the full 
published price plus postage, and there would seem 
to be no adequate reason w'hy they should, particularly 
as such orders come mostly from out-of-the-way parts 
where there is no local bookseller. But most publishers, 
I imagine, refer any inquiries from potential cusfbmers 
to the nearest local bookseller, though curiously 
enough, in my experience, their action in so doing is 
not always appreciated by the prospective buyer. Per- 
sonally, I am all in favour of encouraging the real 
bookseller wherever I find him — there are by no means 
too many of them in England — but I have never quite 
understood why booksellers who reserve the right to 
act as publishers whenever jt sui*^s them to do so 
should resent a publisher acting as a bookseller when 
unsolicited business comes his wa'^ I'here are certain 
books with the distribution of which booksellers can, 
because of the circumstances of the case, be of little 
assistance. There are others wfith which, because of 
political or other prejudice, they refuse to be of assis- 
tance. There was one particular case where a thousand 
copies of a book were sold at the mil published price 
across the publisher’s counter before any bookseller in 
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the vicinity could be convinced that there was any 
demand for the book. I am never likely to forget the 
description of how one of the thousand purchasers 
arrived at closing time in a state of exhaustion, and 
explained that he had spent the whole afternoon tramp- 
ing from bookshop to bookshop m a fruitless endeavour 
to get the book. Not many buvers will have that degree 
of perseverance, and when a publisher finds the public 
clamounng for a book which bookselleis are refusing to 
stock, it seems unreasonable to expect him to decline to 
supply the public direct, hoitunatcly, however, there is 
a marked change observable in retail bookselling, and 
the number of firms who take the line that because they 
do not approve of the views evjiresscd in a particular 
book nobody else will (or should), is on the decrease. 

We have thus tar considered those orders which 
reach the publisher without the intervention of a 
traveller. Thev arc tor the most part tor books alre.ady 
published, because it is the practice of ill publishers 
to canvass for orders for new books betore publication, 
so that nearly all orders for unpublished books, or 
‘subscription orders’, as they aie called, reach the 
publisher through his travellers. The territory’ covered 
by the travellers mav be conveniently divided into 
three groups, vii. town, country, overseas. 

The Touk Traveller is in the happy position that 
practically all his customeis, including all the biggest 
buyers, are within a fairly small area. He is thus able 
to keep in daily touch with his principals and to show 
to all his customers an actual copy of each new book 
to be published by his firm. This process of showring 
new books round to the trade is termed ‘subscribing’ 
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a book. To call upon all the wholesale and retail book* 
sellers in London, as well as the many export houses, 
takes from two to three weeks, according to the 
thoroughne^ with which the work is done and the 
number of customers vibited. In the case of several of 
the bigger firms it is necessary to leave for inspection 
at their offices copies of the hooks which are being 
subscribed. It is thus essential for the town traveller to 
have several advance copies of each book if he is to do 
his work efficiently. Some of his customers will look 
through his samples more or less at any time and give 
their orders there and then. Most of them have their 
definite hours when they will see travellers, and woe 
to the man who attempts to disturb them at any other 
time. Some of the bigger firms supj'ly printed lorms 
for the traveller to fill in, of which a specimen is given 
on page i66. 

The task th.it confronts the biner of a big firm like 
W. H. Smith & Son, which handles every conceivable 
type of publication, would icquire divine inspiration to 
be correctly done. It is very easy for the publisher to 
criticize, fie has seen the reader’s report on his ms; 
he has had opportunity after opportunity of getting 
to know everything about his books, and it is his 
own fault if he does not know. But the buyer is daily 
confronted with scores of bcjoks he has never seen, and 
to each of which he cannot devote more than the most 
fleeting attention. Many buyers would, I am sure, be 
thankful if the publishcis would settle the numbers to 
be purchased and accept the resoonsibility for their 
mistakes. And where confidence is established either 
between the publisher, and the buyer or the publisher’s 
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representative and the buyer, this is to some extent 
wW happens. It would occur a great deal more 
frequently if fewer publishers, and for that matter 
authors, we|;'e under the delusion that it is good busi- 
ness to land the buyer with the maximum stock he 
can be persuaded to purchase, regardless of whether 
there is any hope of his being able to dispose of it. This 
is most emphatically not sound business for the pub- 
lisher, and unless it is the last book he intends writing, 
it is still less sound business for the author. ‘Once bit 
twice shy’ holds good of booksellers .is of other people, 
and the worse they are bitten in connection with the 
work of any particular author, the more shy they will 
be about hanclling his next book. 

Some of the bigger firms occasionally seek to protect 
themselves vhen buying books of doubtful saleability 
by marking their order, or p.ut of their order, ‘see 
safe’. If this condition is passed by the publisher it 
means that, althouch the books are bought and paid 
for, and cannot, therefore, be rcg.irdcd as ‘on sale or 
return’,* the bookseller h.is the right to return, within 
a reasonable period, for credit or exchange, any surplus 
copies left on his hands. Ihus if the firm has bought 
fifty copies of a new novel and marked the order ‘half 
see safe’, the publisher will be p. id for fifty, but may 
find himself obliged to take twenty-five back. 

The best representative is the man w'ho, having in- 
terested his customer in the books that arc being offered 
to him, persuades him to take the maximum he can 
safely buy, and no more. Most town and country 

I The ‘on sale or retuni' method ot selling books is examined in 
Chapter VJI. 
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travellers are salaried employees of the firms th^ 
represent, but in addition receive a commission on all, 

• orders actually obtained by them, accepted* and. 
executed by their firms and paid for by thp customer.; 

Most publishers have a definite publication day, say ' 
every Monday or every alternate Thursday, in which 
case the traveller has so to -arrange his work as to 
ensure that all his orders are handed over before that' 
particular day as it is essential that all orders should 
be executed simultaneously. To ensure that all book- 
sellers should be able to supply copies on the day of 
publication, country orders have to be dispatched well 
ahead of London orders. Any failure to exercise care 
about simultaneous supply would have the effect of 
giving one customer preference over another, and has 
to be avoided at any cost.’' This is particularly impor- 
tant with certain export markets. There is for example 
a weekly sailing date for South Africa and even a slight 
difference in the time of delivery in london may result 
in a customer in South Africa receiving his supplies a 
week ahead of or after his competitors. 

Publication Note . — In some firms, my own amongst 
the number, the principle of the time-table is carried 
still further, and a printed form headed ‘Publication 
Note’ is issued to all departments about a month 
before publication, giving the dates when supplies will 
come in, when the review copies and orders from 
overseas, country and town are to go out. If this pl^ 
is adopted, great care has to be taken by the production 
and other departments concerned that there is no 

1 Magazine publishers take even more pains over this than many book 
publishers. 
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failure on their part to keep to the schedule dates, as . 
any departure from them in the case of even one out of 
the several books to be published would throw the 
whole macj^inery out of gear. The publication note 
serves a good many purposes other than those indi-r- 
cated. There is, in fact, no department which is not!- 
in some way concerned with it. The cashier, for in- : 
stance, on receipt of his copy of the publication note, 
automatically sees whether there are any payments due 
to authors on publication. The advertising manager, 
if it has not been dealt with earlier, discusses with his 
principals the amount to be allocated for advertising -' 
each particular book on the note, and the invoicing of 
the accumulated ‘dues’ starts at once. One of the • 
principals or the publicity manager writes to advise 
the authors of the date that has been fixed, and con- 
siders what special steps each particular book calls 
for. With certain firms, the whole work of publishing 
is purely mechanical. The books might be sausages foir , 
all the individual attention that is given to them; but 
the wise publisher realizes there is an individuality, 
behind each book, just as the wise schoolmaster realizes 
the different individuality of every boy in his school. ' 
It is surprising how much can be done for most books 
by personal treatment of this kind. Usually it can only 
be done by the publisher himself, and often means 
much time and thought as well as endless correspon- 
dence. How much can be accomplished by the writing of 
individual letters is astonishing. Naturally, imagination 
plays a big part. The publisher has to think not only 
who ought to be interested, but whom he, the publisher, 
is in a position to interest in the book. If he has made 
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^rsonal contact with many booksellers, he will remeni> 
ber that this, that, or the other one was particularly 
interested in this or that subject or this or that author, 
-and can make use of such knowledge. It piay be that 
he can persuade some organization to help make the 
book known. The only limits to what is possible are the 
limitations of the publisher’s own time. Some authors 
are unwise enough to take up so much of it that they 
leave him none in which to get on with the pushing 
of their books. 

I may here add that authors who are told by junior 
assistants in bookshops that their book is ‘not known’ 
must not immediately throw the blame upon the un- 
offending publisher. They may take it for granted, if 
the bookshop is in London, that a copy of their book 
has been actually offered before publication to the book- 
seller, and, in any case, whether in London or not, the 
bookseller himself probably knows all about it, even if 
his assistant does not. 

Trade Terms . — We cannot leave our town traveller 
without making some reference to the all-important 
question of terms. Wherever publishers and book- 
sellers meet, whether in person or by deputy, terms 
are sure to be among the questions discussed. It is the 
custom, and from both the publishers’ and authors’ 
point of view a good custom> to allow the bookseller 
a better discount on ‘subscription orders’, i.e. on 
orders placed before publication. These better dis- 
counts are known as ‘subscription terms’. Book- 
sellers ordering copies of a book at that stage are, to 
a limited extent, sharing the publisher’s risk in that 
they are sinking their capital in an untried venture; 
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but, equally important, they are ensuring that the bbolc' 
mil be readily available (and probably displayed) in 
their bookshop on the day of publication. This is a 
proper and ^equitable ground for special consideration, 
and nearly all publishers grant specially favourable 
subscription terms. There is unfortunately a tendency 
to use all concessions given, and very properly given," 
on subscription, as a lever for securing the same terms 
after subscription. All the arguments for granting 
repeat terms as favourable as subscription terms sound 
so very plausible. Why should the poor bookseller be' 
penalized and granted less favourable terms when he 
wants subsequently to buy more copies of a given book, 
because he finds that there is a substantial demand for 
it.? Why is a bookseller left with so little inducement 
to go on selling an already published book, etc. ? The 
answer to all these most excellent arguments is just 
this: that were a publisher to grant the same terms 
after subscription as before subscription, the book- 
seller would inevitably and naturally tend to wait and 
see whether the book was going to ‘catch on’ before 
committing himself, and would thus, in a very large 
proportion of cases, refrain from buying on subscript 
tion. If, therefore, a publisher were unwise enough to 
make a general practice of conceding his subscription 
terms after subscription, he would soon find himself 
confronted with the necessity of granting some new 
concession on subscription orders, and the whole 
trouble would begin again. Quite regardless, therefore, 
of what the particular discount should be, it is clear that 
the bookseller should be given, and is entitled to. 
receive, some special.inducement for sharing the risk 
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of publication by ordering books before they are pub- 
lished. On the question of what these discounts ought 
to be, feeling is very strong. In the chapter dealing with 
the price of books I have emphasized what seems to 
me the most important point of all, and tke one that 
is consistently overlooked, viz. that there can be no 
increase in discounts without i corresponding increase 
in published prices. The bookseller who in one breath 
tells you that books are too dear, and that he must have 
a larger share of the proceeds, is crying for the moon. 
Just because I emphasized the essential relation of dis- 
counts to published prices it was assumed by many 
booksellers that 1 begrudged them a living wage. I 
begrudge the real booksellers nothing; I regret that 
there are not more of them. But as a friend of book- 
sellers, as one who is furthermore dependent in some 
measure upon them for his livelihood, I feel bound to 
call out when I see disaster looming ahead. The claim 
made by many booksellers to receive a minimum dis- 
count of 333 per cent under all circumstances^ on books 
of every kind, and even on single copies, is not, in my 
judgment, a tenable one, and if pursued with success 
would inevitably lead to an unwarranted increase in 
published prices, a consequent reduction in sales, 
and very probably the breakdown of the ‘net book 
agreement’, an agreement which booksellers rightly 
regard as their sheet-anchor and to which reference 
will be made later. There may be certain classes of 
books which call for exceptionally favourable terms, 
but it is no good shutting our eyes to the fact that there 
is a large proportion of books which could be effec- 
tively distributed and sold direct to the public at less 
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expense than a minimum 33^ per cent would involve. 
As I have pointed out when examining the question 
of discount in relation to price, a minimum 33!^ per 
cent discoupt means in practice that the cost of distri- 
bution will be round about 50 per cent of the published 
price. A minimum 33 J per cent to the bookseller is 
a maximum 66 1 per cent to the publisher. The pub- 
lisher’s average receipts will he much less by the time 
the special inducement on subscription orders, the 
extra discount to wholesalers and exporters, as well as 
the traveller’s commission arc deducted. So long as the 
retail bookseller is pressing for .1 maximum 33 J per cent, 
he is on much safer ground, and this, I think, most of 
the best booksellers realize. They are as a whole better 
off today than they have ever been, largely because of 
the increased demand for bools and partly because, 
with the exception of s».hool text-books, they are now 
all issued at ‘net’ prices. Moreover they receive 335 per 
cent upon an ever-increasing proportion of their 
orders and no longer have the whole burden of carriage. 

In practice, discounts will vary to some extent with 
the kind of book. With some publications, booksellers 
can be much more heljitul than with others, and their 
remuneration, if it is to be on a durable footing, is 
bound to have some relation to ..he service rendered. 
Agrin, the risk of loss is greater m certain cases than 
in others. A standard work, whether it be on philosophy 
or economics, even if a ready sale is not effected, can 
always be sold at something nearly apj naching what 
the bookseller has paid for it. On the other hand, a 
novel, or a volume of verse, if left on the bookseller’s 
hands, may not yield a fraction of the bookseller’s 
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^tinitial outlay. For practical purpoaes, these varying, 
^ terms fluctuate in the case of ‘net' books between a' 
'.minimum of 25 per cent and a maximum of 33 J per 
cent. There is a growing tendency to grant more 
■ generous terms, i.c. 30 or 33^ per cent after subscrip- 
tion provided two or more copies are ordered. The' 
claim to increased terms on single copies, which is. 
very insistent, calls for special examination. It is quite 
true that orders for single copies of already published 
'.books are sometimes ‘for stock’, and such orders may 
be and are from time to time included with those given , 
to the traveller and executed on subscription terms. 
But the suggestion that any considerable proportion 
of such orders, except from a few ‘pedigree’ book- 
sellers, for single copies of published books are for 
stock will not bear examination. It is a matter which 
some of us have had opportunities of testing over 
, and over again. For example we have sent to carefully 
selected people whom we know from our records were 
likely to be interested a circular letter drawing atten- 
tion to some good book on a special subject which had 
? ceased to sell. It would be easy to get the bulk of such 
business direct, but it is our practice to suggest that 
the order should be handed to a bookseller, and if an 
order form is attached the word ‘bookseller’ is intro- 
.duced at the appropriate place. About three days after 
such circularization the orders begin to reach us from 
all parts of the country, a very large proportion from 
Arms who have never stocked a single copy of one of 
pur more serious books or lifted a little finger to help 
;.us to sell them. Can the claim that such a firm ought . 
to receive more than 25 per cent, for merely passing on \ 
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Ian order, he justified? Most bosinels men would wel- 
' tome with open arms any business that they had done 
nothing to obtain; which involved no risk, very little 
trouble, and covered their overhead expenses. Should , 
booksellers hxpect more ? Of course, if such an order is 
‘passed on by a real bookseller who is not content with,, 
merely dealing out cheap fiction, there is a great deal ’ 
to be said for the contention that he is entitled to special ; 
consideration in recognition, not of the particular ser-‘ 
vice, but of what he is doing in general to promote the 
sale of better books. 

Taking it as a whole, trade terms have materially' 
improved, and it is now to increased sales rather thar^ 
to increased discounts that booksellers should look for 
increased profits, and with this contention the iribst far- 
seeing amongst them are now agreed. 

The Wholesaler is a far more important link in the s 
chain of book distribution than many realized until 
Simpkin Marshall, for many years the leading firiri, 
went into liquidation. The difficult problem is 
provide him with a margin sufficient to cover his work- 
ing expenses and yield a small profit, and at the sanm 
time enable him to supply the small bookseller on the 
publisher’s ordinary {not ‘subscription’) terms. It wais 
here that a 1 3 / 1 2 arrangement proved especially useful. 
The privilege was conceded to all, whether wholesale or 
retail, who took advantagt of it; but the wholesaler, 
because of the nature of his business, was seldom called 
upon to pass on the benefit to his customers. He thus 
had, under a 13/12 dispensation, an additional 8 per 
cent apart from any increased discount to which he 
was entitled as a wholesaler. On the other hand, the' 
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Wge retailer had ho grievance, inasmuch as he could 
‘^njoy the advantage of the free copy. It is unwise,, 
therefore, to assume that the long survival of the 
baker’s dozen in the book trade was due solely to 
stupidity. 

Educational text-books have purposely been excluded 
from the preceding discussion of terms. They are 
mostly ordered in large numbers. They are published 
at cut prices which only permit of a lower range of dis- 
counts, usually fluctuating between i6f per cent and 
25 per cent. Any increase in the discount on educa- 
tional books would automatically involve an increase in 
the published prices. Anyone taking the trouble to 
' estimate the cost of their production will find that the 
publisher’s margin of profit is of the narrowest. The 
reason why educational books are a profitable line is 
that the orders tend to be for quantities and the turn- 
over is often much more substantial than for ordinary 
publications. Furthermore, if once a particular book is 
at all generally adopted for class use, it sells itself with 
very little further eflFort. Happy is the publisher who 
has many such books. 

Circulating Libraries are amongst the biggest buyers 
. upon whom the home traveller calls, and here we enter 
. upon a very thorny subject. There are some publishers 
who defend the circulating libraries; some who would 
like to see them abolished root and branch. In so far 
as they promptly and efficiently supply the public with 
the particular books for which the public asks, it is 
difficult to see that serious objection can reasonably be 
taken to them; but unfortunately the conditions here 
• laid down are applicable only to what is known us. 
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^'guaranteed subscriptions’, and they form (alas!) a 
tiny minority. There is no certainty that what other 
subscribers ask for they will be given. On the contrary, 
in practice, such subscribers will at the best have to 
put. up with such books on their list as are not in active 
demand, but more frequently with inferior substitutes 
of which the library has surplus stocks. The present 
system tends to assist the circulation of indifferent and ; 
bad books, and to retard the circulation of really good 
books, especially those by writers who have not yet 
established reputations. The public has been led to 
expect that for a penny or two a day the loan of all the . 
new books can be secured, and, having contracted to 
pay a circulating library less than they willingly pay 
for a daily newspaper, they either delude themse^es or 
are deluded into thinking that all the latest books are at 
their disposal and that there is not the slightest neces- 
sity ever to buy one. The remedy is not necessarily the 
abolition of circulating libraries (the circulating-library 
habit has become far too engrained in England for' 
that), but the educating of the public to see that they, 
get the books they ask for and not substitutes. The sub-' 
scriber who will uncomplainingly put up with what-, 
ever his circulating library is pleased to give him would 
be the first to protest if his grocer gave him margarine 
when he had asked for butter. When more people give 
to the things of the mind a fraction of the thought that 
they do to food and clothing, they will not be satisfied 
with anything less than a guaranteed library sendee. 
Lest this should be construed as an attack upon the 
administration of circulating libraries, I think it is fair 
to add that one or two of the largest arc extraordinarily 
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’ well run, and that neither I personally, nor my firm, 
have any complaint to make about them. 1 would go a 
step further, and say that what they accomplish for the 
most insignificant sum is remarkable. Let us, however, ' 
hope that people will become as insistent upon getting , 
from the circulating library the book they want as they 
are upon getting the right brand of cigarettes from their 
tobacconist or a particular kind of soap from their 
grocer.* 

The Country Traveller cannot of necessity keep in such 
close touch with his firm or even with his customers. 
Whether Scotland, Ireland, and Wales are included in 
. the territory or the ground is divided up between two, 
three, or more representatives, it is not possible for the 
country traveller to call upon country booksellers as 
frequently as the London traveller calls upon his cus- 
tomers. Some of the smaller places will only be visited 
twice a year, and larger towns four or at most six times 
per year. It is thus necessary for the traveller to carry a 
much wider range of samples, and to have with him 
particulars of all forthcoming books likely to be pub- 
lished before his next visit. Of some recent books he 
will have with him a proof or finished copies, but of 
many he will have only jackets and descriptive para- 
graphs from the announcement list. No bookseller 
could be expected or would want to read though the 
entire book while the traveller was there, but he does 
need to know what the book is about and what its 
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appearance will be. Nattirally, the more the traveller ; 
has to show the bookseller the better it is for the latter, • 
and the more likely the traveller is to obtain orders. It^, 
is customary for the country bookseller to be advised, 
before a representative calls on him. 

In the country, and still more in London, the quan- 
tities bought are very largely dependent upon the record, 
of the previous book by the same author, with the result 
that, however bad a book is, it is almost certain to have 
a good reception at the hands of the trade if it follows a 
success, or, however good the book, it is likely to have 
a bad reception if it follows a failure. The predatory 
type of publisher relies ujion this fact when bidding for 
a new book by an author some fellow-publisher has 
launched with special success. Where there is no record 
to go upon, the buying tends to be ultra-cautious,* and 
in view of the large number of indifferent books pub- 
lished this is hardly surprising, though it is extraordit 
narily annoying at times to the publisher when he finds, 
despite his representatives’ eloquence, a really first-rate 
piece of work ‘turned down’ or bought in insufficient 
quantities by the booksellers. 

There is fortunately a growing tendency amongst 
booksellers, as well as amongst the public, to be influ- 
enced by the publisher’s imprint Certain firms have 
the reputation of publishing the best books on parti- 
cular subjects. When they come along with new books 
on these subjects they are considered certain to be good, 
because the publishers have a reputation to lose, where- 
as if a fiction publisher suddenly comes along with a 
book, say, on Buddhism, it is probably because his 

> Except in war-Ume when it was often reckless. 
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r travellers have told him that books on Buddhism are^J 
selling, and not because a particularly good book on the ' 
subject has come his way. It is almost certain, in &ct, , 
to be a book rejected by the specialist publisher. A few. 
booksellers specialize, and their buying is* then greatly . 
. simplified. 

Book Tokens have had a marked effect upon the book 
trade. They have encouraged people who would not 
otherwise venture to do so, owing to the difficulty of 
making the right selection, to give books as presents. 
They have brought into the bookshops many who other- 
wise would have hesitated to enter, and they have spread 
part of the Christmas demand into January. Yet, 
strangely enough, there are still a few booksellers so 
short-sighted and unimaginative as to look askance at 
them. 

When we turn to the representatives in the dominions 
and overseas, different conditions prevail. Some firms 
have actual branch houses in India, Canada, Australia, 
and elsewhere, but for the most part publishers employ 
representatives living in the different dominions who 
work on a commission basis; that is to say, that the 
publisher appoints someone resident, for instance, in 
Cape Town to act as his South African representative 
and to call on all South African booksellers on his 
behalf, and in return agrees to pay a commission, usually 
of lo per cent, on all orders obtained by the repre- 
sentative. Such a representative is independent and 
may act for several publishers as well as for firms in 
associated trades. The farther the representative is away 
from his principals, the more important it is to provide 
him with advance information about forthcoming 
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pub^cad^ns^ If, for instance, you do not write to your 
New: Zealand representative about new publications 
more thiui three months before their issue, you have not 
given him ac^equate time to secure and send you orders 
in readiness for execution on the day of publication. 
From overseas, therefore, comes the insistent call for 
advance information. Home booksellers, on the other 
hand, object to the announcement of books too far 
ahead of the date of publication. Each firm has its own 
particular method of getting over this difficulty. 

The practice of my own firm is to put into type, 
in the form which it will ultimately take in our list, a 
descriptive paragraph of every book within a matter of 
hours of the contract being signed, regardless of when 
the book will be published. A sufficient number of 
proofs are then printed for all our many representatives 
overseas and for those distant customers who need this 
information. In this way, by merely pasting these slips 
into the latest edition of our announcement list, the 
overseas representatives have at all times the maximum 
information about forthcoming books which we are in 
a position to give them. Uncorrected proofs and jackets 
of each book follow as soon as practicable, and various 
other steps are taken of a more personal nature into 
which it is unnecessary to go. Ti.e trade papers from 
time to time issue special export and announcement 
numbers, and these arc, of course, carefully looked 
through by overseas customers. In such issues it is 
customary to advertise books much farther ahead of 
the publication date than would otherwise be done. 

Colonial Editions, to which reference has been made 
on page 83, are no longer separately produced. They 
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.spedial terms', in the case of novels at half price, ithe 
theory was that people overseas bought new novels 
whereas we at home only borrowed them. If is no longer 
valid because the circulating library habit has spread 
to the dominions and book buyers overseas are all too 
prone, despite their privileged position, to wait for yet 
cheaper editions of the novels to appear. It is difficult 
to justify the continued supply of books on such 
privileged conditions to dominions, whose standard of 
living is higher than ours, particularly as it results in 
the author receiving a lower royalty per copy. These 
half-price sales yield little direct profit to anyone save 
the overseas bookseller but may result in an increased 
circulation, in some cases, and thus enable the publisher 
to print a rather larger edition which is an advantage. 

Each of the overseas markets presents some particular 
problem. 

In Canada there is the proximity of the usa, the 
different currency, the excessive cost of distribution 
and the consequent, almost prohibitive, increase in the 
price charged for British books. 

In Australia and New 7^ealand there is the question 
of ‘marketing’, i.e. the granting of the monopoly of 
the sale in Australia and/or New Zealand to one retail 
bookseller. In practice, this means the sale of more, 
copies than would otherwise be disposed of, but — and 
it is a very big but — the copies have to be supplied at 
an exceptionally cut price, and the granting of a mono- 
poly to one customer is apt to cause offence to many, if 
not all, of the others. A point that has to be remembered 
is that firms taking markets in this way will only select ’ 
'V:- • ■ . • . i8a . '-V-; ■ 



THE ACTUAL SEttfKG’; 

a bi^k H«e and there from a publisher’s list. The pul^; 
lishef will still be confronted with the marketing of the,\; 
rest of his list, and the problem is not made easier by*^ 
the fact that jone or two of his best-sellers are excluded. . ' 

As in Canada the price charged for British books is ' 
substantially enhanced, as may be seen from the accom-. 
panying examples from the Australian and New Zea- . 
land booksellers’ schedules. 


English 

Ncu' V.ealand 

Australian 

pnblished price 

price 

price 

7s 6d 

9s Qd 

T 2 S 6d 

I os 6d 

i+s od 

1 7s 6d 

15s od 

1 9s 3d 

25s od 


(The above figures assume that the overseas bookseller Itas been 
granted a discount of 3 3 J per cent from the Itnglish published price.) 

Most of the diversity between the prices fixed in 
Australia and New Zealand respectively is due to the 
fact that £100 sterling equals /125 in Australian 
money in which case 6s sterling equals 7s 6d in Austra- 
lian coinage. In order to keep down prices pressure is 
continually brought to bear upon publishers to grant 
special terms if not to supply other books as well as 
novels at half price. But a moment’s thought will make 
it clear that if the author is not (j be deprived of his 
proper royalty and the publisher of his small margin of 
profit an increase in published prices to cover the 
increased discount would automatically be involved. 
In other words, the publisher would ha.'e to charge 
more for his books, and thereby prejudice their sale, 
in his principal market (Great Britain) in order to suit 
the requirements of ^ section of his overseas markeit 
■ '■ ' 183 , 
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(Australia and New Zealand). In individual instance 
it may be a practicable proposal, if published prices are 
fixed accordingly, but as a general principle it is 
obviously unsound. 

South AJrica — ^where there are fortunately no cur- 
rency difficulties — is a wonderful market for British 
books, but it must be judgeJ by its population, not by 
its size. Few jieople realize that the white population 
of that vast continent is only about i J millions and that 
of these about half are of Dutch descent. This leaves 
about -2- million people — ^that is less than one of our 
larger cities contains — spread over .i huge area — so 
huge that it takes days and nights in the train to traverse 
it. Just because of these distances, and the consequent 
high cost of freight, the price charged for a book in 
Rhodesia is not necessarily the same as in Cape Town 
or Durban. 

India is a market of outstanding importance thanks 
largely to the universality of the English language. 
The English translation of a work w’ritten in one of the 
many vernacular languages, other than Hindi, may 
easily achieve a larger circulation in India than the 
original version, whose sale is necessarily limited to 
the comparatively few who can understand it. 

Three troubles are credit, piracy and, still more 
important, sterling short.ige involving the licensing of 
imports. In ihe aggregate considerable business is done 
by small local firms who are apt to indulge in price- 
cutting and with whom it is a risky business to grant 
even the most limited credit. The cod postal arrange- 
ment or, to use the initials which designate the Indian 
system, vpp (Value payable by post) greatly facilitated 
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this class of business, and before thd advent of licences 
it was possible to execute orders from firms to whom it 
would be unsafe to give credit. The better class of busi- 
ness is, however, done through the score or more of 
really substantial Indian firms. Piracy arose chiefly in 
connection with text-books set for school or college 
use. Information as to what will be required is naturally 
known locally before the English publisher hears any- 
thing about it, and at one time local firms printed and 
sold unauthorized editions and sometimes were even 
out of business before the English publisher had time 
to take action. This difficulty was met anf the problem 
largely solved by the appointment of representatives on 
the spot empowered by the Publishers Association to 
take immeiliate action in the event of infringement of 
the copyrights of •jn\ of i*s members. To what extent 
(if any) unauthorized translations in the vernacular 
languages appear in India it is difficult to say. Probably 
the matter has not much pecuniary importance, but 
the same cannot be said of Japan. 

^apan is a signatorv' to the Berne Convention, and, 
theoretically, at any rate, international copyright pre- 
vails there, but it is c..iraor,lina.*ily difficult both to 
discover and to prevent the t}pe of firm that is here 
today and gone tomorrow fron issuing unauthorized 
translations and thus fore'>talling arrangements for 
authorized ones. Japan w^as and still is a most impor- 
tant market for English books. Neaily all educated 
Japanese read English, and their thirst for knowledge 
is insatiable. The fact that a book was what some people 
would describe as ‘hard reading docs not deter the 
Japanese; it merely, whets his appetite. The Japanese 
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Student is bent upon mastering his subject and is pre- • 
pared to make the necessary effort to do so. Moreover, 
he is encouraged to spend a definite amount per month 
on books. The evidence of this is to be foimd in the,, 
magnitude of orders for serious books tfiat caihe to 
English publishers from Japan. Were I asked what 
firm carried the completest stock of books on practically 
all subjects and in all the more important languages, 

1 should have unhesitatingly answered at one time 
Maruzen of Tokyo. Today they handle other wares 
and have more competitors. 

Nothing so adequate has yet been done for the dis- 
tribution of English books in China, but when once 
conditions are more relaxed, the demand for them 
might prove even greater than in Japan. It is a market 
with enormous possibilities; at present only the fringe 
of the country is touched, for the most part through 
the official buying agency Guozi Shudian of Pekin and 
intermediaries in Hong Kong. 

Meanwhile, it is a paradise for literary pirates who 
shamelessly turn out the most deplorable unauthorized 
photographic reproductions of British and American 
standard works and pass them off as the publications 
of firms of world-wide repute. 

Pakistan as a market for books was disastrously 
affected by partition. Lahore was probably the third 
most important centre of distribution in United India, 
but nearly all the most important booksellers were 
Hindus who had to take a hurried departure. Most of 
those who stepped into their shoes were inexperienced. 
Moreover, they were almost immediately confronted 
ywth currency difficulties and a postal customs charge 
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on every book package they received. The latter was 
imposed under the mistaken belief that it existed before 
partition, and I am happy to say that I was instru- 
mental in getting it abolished. But the shortage of 
sterling persists, and has led to the intrusion of the 
USA into what was an almost exclusively British market. 
Pakistan booksellers are enabled by the United States 
Government to purchase American publications in 
rupees, so that, although they are much more expensive ' 
than British publications, the currency problem is 
circumvented. 

Burma^ and still more Indonesia^ have their currency 
difficulties which handicap their ability to buy British ■ 
books. This is particularly unfortunate in the^case of 
Indonesia where English is taking the place of Dutch. ' 
Here, as in Pakistan, the United States Government 
has intervened with their img (Informational Media 
Guarantee) scheme to enable Indonesian booksellers to 
pay for American publications in rupiahs. 

Siam is a small but useful market for British books 
and has no currency problems to contend with. Bangkok 
has some pleasing bookshops in addition to its other 
many attractions. 

The Philippines is by tradition an American market 
as far as books in English arc concerned. When self- 
government was granted^, free entry for American 
publications was one of the conditions laid down. 
This discrimination has recently ceased, and all 
foreign books are now subject to a lo per cent tax. 
Most contracts, however, give the United States, 
publishers the exclusive market which they have so 
long enjoyed. 
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Bntish bboks are to be found m api>i:^iab1e ; 
titles in Mixko^ Central America and in all tbe Reading 
centres of South America despite the language barri^. 
Brazil is a market of special and ever-gro\jring impor- 
tance. More and more time is being devoted in most of 
these countries to the study of English, and in medicine, 
art and many other fields Britii^h books are in increasing 
demand. In certain South American states the Euro- 
pean cultural background of their authors seems to 
make them more acceptable than American publica-. 
tions. The Publishers Association has co-operated 
actively with the British Council in encouraging 
interest in British literature throughout this important 
territory. 

Collectively the Crown Colonies and newly self- 
governing members of the Commonwealth are a most 
important outlet for British books, though individually 
the demands from some of the more remote islands 
may be small. It is impossible to enumerate them all. 
Both East and West Africa represent an ever-growing 
market, but there is no doubt that West Africa will be 
the more important, as the desire for knowledge in 
such countries as Nigeria and Ghana is insatiable. 
Ceylon was a substantial customer and one hopes may 
be again. Hong Kong, Malaya and Singapore are good 
markets for light literature and educational text-books. 
The South Sea Islands, such as Fiji and Samoa, add 
their small quotas to the demand for English books. 
In the West Indies, including Trinidad, British Guiana 
and British Honduras, the establishment of Public 
■ Libraries has stimulated the West Indians’ natural 
desire for knowledge. The passion of the West Indian 
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chfl&'ifeii' for f e^ng is startling atfd augurs Wtel! for 
the future pf that part of the world. 

-Few British publishers, unless, of course, • 
they have American branches, make any serious 
attempt to db business direct with American retail book- ■ 
sellers; it is largely done through American publishers.; 
In many cases the book is independently printed in 
the States, in which case the English publisher has 
nothing to do with the American market, except to^ 
collect the royalties, if he has effected the sale of the . 
rights. Some English books published in the usa are 
sold to American publishers in the form of an edition, 
bearing the American publisher’s imprint. The edition 
may be as few as a hundred copies or as many as three 
thousand. The editions are sometimes supplied in flat 
sheets, sometimes in folded or sewn sheets, and some- 
times bound, with the American publisher’s imprint 
on the binding. I'he form in which they are supplied 
tends to vary with the ever-changing American customs 
regulations. Some years ago the duty was as high as 
25 per cent; it was then assessed upon the actual 
amount paid for the copies by the American publisher. 
But in due course there came along a Government 
pledged to tariff reduction. The duty was reduced to 
1 5 per cent, but an artificial met vod of assessment was 
adopted which had the effect ox increasing instead of 
decreasing the amount of duty payable. The American 
customs authorities now disregard the price paid for 
bound books, but base their assessment upon what they 
regard as the ordinary wholesale price in the country of 
origin, which they still consider 10 be two-thirds of 
the English published price. The rate of duty is 5 per 
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since the usa signed the uNEsco-sponspredycultu^l 
convention on June 26, 1909, there is every prospect 
that it will soon be abolished. An American consular 
invoice is required for shipments exceedihg $500 in 
value. The value is based upon the artificial American 
Customs Assessment, not upon the actual amount 
charged for the books. 

In order to avoid difficulties with the American cus- 
toms, it is now the practice of many American firms, 
when importing bound books, to substitute for the 
English publisher’s invoice an invoice made out by 
themselves. This is known as a ‘replace invoice*, and 
gives the artificial valuation that the American assessors 
require. It is an extraordinary position, because in 
London the publisher is called upon to swear before the 
American Consul that the invoice represents the full 
valuation of the goods and the full amount charged, 
and is liable to all sorts of pains and penalties for a false 
declaration, and yet, having correctly filled in the 
invoice and truthfully made the necessary declaration 
in London, he is liable to be fined if some totally irrele- 
vant figures are not substituted in New York. 

But then the American customs have always seemed 
to take a special delight in obstructing the flow of 
books into the usa — // printed in the English language. 
In this matter they apply that ‘discrimination’ against 
which the usa inveighs so vehemently when the posi- 
tion is reversed. They have found, for example, that the 
wording of the U niversal Convention aflFords 
them excellent excuses for holding up shipments from 
Britain of which they readily avail ^themselves. Inciden- 
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tally their te^uirenients seem to ^ary from port tO 
port. 

The maidmum price for sheets sold to an American ^ 
publisher is one-third of the English published prices 
but for large quantities this price is cut. Occasionally, 
a very low price is accepted and a royalty paid separ- - 
ately. One-third of the price sounds very little, partic- 
ularly when it includes a royalty to the author, but it 
is usually the maximum it is possible for an American 
publisher to pay. Those who have any doubts about 
this should calculate the actual cost for themselves, and 
preferably the cost of an edition supplied bound, where 
the price would be one-third plus binding. First there 
is the cost of the packing-case and consular fee; then 
there is the freight — a very substantial item, little less, , 
in fact, than the cost of posting the copies would amount 
to. Then ‘duty’ based upon the official assessment of 
two-thirds of the published price must be added. This 
would leave the American publisher actually out of 
pocket (allowing nothing for advertising) by the time 
he had granted American booksellers the 40 per cent 
discount they are accustomed to receive, unless the 
American publisher fixed the American price at con- 
siderably more than the dollar equivalent of the English 
published price. There is a defin''e limit to the amount 
of increase that it is practicable to charge. It is this 
limitation that restricts thd amount it is possible to pay 
for the sheets. Many of the editions are purchased by 
American publishers visiting London before the books 
are produced. Most British bocks of importance are 
published in America in some form. 

Books not so pubjished in the usa are bought in 



»ngle copies on beli^r of American 1i1;>^e^nd ojthers 
iry firms of exporters. The t<>tal quairtitf sd^pr^ed 
.'any one book is seldom substantial. The United $Utesv 
public libraries are entitled to import without resmcr 
tions but private people who order books from Eng- 
land are liable to have them held up by the American 
customs. Over and over again when we have received 
complaints at the non-fulfilment of such orders inquiry 
has shown that the packages were waiting for the con- 
signees to call and open them in the presence of a 
customs official. The consignee was usually unaware 
that his book-packet was being thus detained and in 
some cases the customs office was not even within easy 
reach. The United States of America is one of the few 
countries in the world thus to restrict intellectual inter- 
course and tax knowledge. Incidentally, as already 
stated, it is only books in English that are taxed. 

The Remainder Market . — ^All publishers presumably 
try to gauge their requirements as accurately as possible 
when giving printing orders for books. Some are much 
more successful in doing so than others. There are firms 
that are conservative and very cautious in deciding the 
number to print, whereas there are others, as we have 
seen in an earlier chapter, that are reckless. It does not 
always follow that a book has been a failure because 
it eventually reaches the remainder market, although 
this is nearly always presumed. It may have been issued 
by the wrong firm, or alternatively the book has been a 
success, has gone through three or four editions, and 
. has done so well that the publisher orders too many 
. . when reprinting for the fourth or fifth time. Sales have 
a way of dropping ofiF suddenly, .and often at the most 
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inconvenient moment, when a substantial reprint has 
been completed. If a publisher has printed conserva- 
tively and gauged his requirements accurately, the 
stock of the^ book is eventually sold on the ordinary 
trade terms, and the book is then answered ‘Out of 
print’. But with many books there comes a stage, 
whether it be sooner or later, when sales at the original 
price cease while there is still some stock on hand. If 
the number is small it presents no urgent problems, 
but if the number is considerable the publisher is com- 
pelled to consider the best means of disposing of the 
stock. As we have seen in the chapter on Production, 
the pressure upon the publisher to deal with surplus 
stocks is much greater than it was. ^ 

Whether his contracts give him power to ‘remain- 
der’ or not, the publisher who is in friendly touch with 
his authors would want to consult them on such a point 
if the particular author in question is readily accessible 
and has not, as so often proves to be the case when he 
is most urgently wanted, changed his address without 
notifying his publisher. Some firms have a special file 
for the many letters addressed to authors and returned 
by the Post Office marked ‘Gone away, no address’. 
It is quite natural that when an author’s book has ceased 
to sell he should lose interest in it .nd its publisher, but 
it is, to say the least, a little surprising when such an 
author turns up a year or two later (sometimes after 
having changed his address two or three times without 
intimation) and complains bitterly that he has not 
heard from his publisher. In the majority of cases where 
the author is consulted, he has no suggestion to make 
regarding the disposal of the stock, though often 
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indignant at the mere thought of his book being 
‘remaindered’. Then the problem is left for the pub- 
lisher to face. There are several courses he may take. 

The first and important question is whether the stock 
is bound or unbound, because the difficulty may be 
met, or rather partially postponed, by pulping the 
unbound stock, if it is clear that it will never pay to bind 
it; this reduces the stock on hand to more manageable 
proportions, and may preclude the necessity of taking 
any further action. Flat sheets can be used as packing 
material. Folded and collated sheets, on the other hand, 
are useless except for pulping. It may, however, be 
a book for which there is a market at a lower price. 
Unless, however, it has been a success at the higher 
price it is seldom wise to attempt a reissue at a lower 
one, although authors often seem to think this course 
more desirable, or perhaps less infra dig. 

The reissue of the same stock at a reduced price 
usually merely postpones the difficulty and makes the 
stock much more difficult to sell subsequently to a 
remainder dealer, and the reason for this is clear. To 
market the reissue at the reduced published price, the 
publisher has to turn to precisely those same channels, 
i.e. the ‘new’ booksellers, through which the book has 
ceased to sell. The reissue is therefore not likely to be 
purchased at all freely; there are no reviews to help to 
sell it, and there is no margin for extensive advertising. 
On the other hand, the sale of the stock to a wholesale 
remainder buyer results in the book being offered to the 
public at the same price at which it was proposed to 
reissue it but through different channels, with the added 
inducement that the buyer is apparently securing a 
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bargain. It does not need a draper to tell us that it is 
easier to sell an article apparently reduced in price 
from 30s to 1 5s than to sell the same article as if it were 
no bargain at its proper price of 1 5s. The attraction of 
the remainder buyer’s catalogue is that it contains high- 
priced articles offered at low prices. In fixing the price 
that he can ask, the remainder buyer has to consider 
the published price, because the greater the difference 
between the original published price and the price 
which he is asking, the bigger the bargain he appears 
to be offering. The effect, therefore, of the reissue of 
surplus stock at lower published prices is to depress its 
value when the time comes, as it almost certainly will 
come, to remainder it, because the amount then^offered 
will be based upon the lower published price, not the 
original one. 

Why there should be such a stigma attached to a 
book being remaindered is not clear, because it merely 
means the sale of the book through different channels 
and to a different, but none the less very discriminating, 
public. It would be an exaggeration to say that ‘the 
remainder of today is the rare book of tomorrow’, but 
it is undoubtedly true that the reputation of some books 
has actually been assisted, if not made, by remainder- 
ing them. In fact, the remaindering of part of the stock 
of any book with intrinsic merits will stimulate a 
demand for it. This is so widely recognized that some 
publishers deliberately keep back a certain number of 
copies of any book they are remaindering, knowing full 
well that as soon as the surplus has been absorbed, a 
fresh demand for the book will arise. But it does not 
justify the practice kpown as partial remaindering^ that 
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is of selling part of the stock to one privileged book- 
seller at a remainder price whilst simultaneously supply- 
ing all the others on ordinary terms, a practice which 
happily has now disappeared. ^ 

Remainder buyers are extremely fastidious. It is with 
difficulty that they can be persuaded, except in war- 
time, to purchase at any reasonable price a book that 
is not obviously what they would term a ‘plum’. The 
idea that they will make some sort of a bid for any 
surplus stock is a fallacy, and in some cases a publisher 
is left to find his own outlet. When the quantity is 
small and readily absorbed in the second-hand book 
trade, or by some organization or society interested in 
some question touched upon in the book, this may 
work out satisfactorily. 

In earlier days, most remainders were sold through 
second-hand booksellers, but today they represent only 
one of several outlets. Many new booksellers, for 
example, are devoting tables, or a section of their shops, 
to remainders, and not merely at the time of the 
National Book Sales. Again, stores often handle them, 
and there is an important overseas demand. 

More imagination is called for in disposing of 
remainders than in selling new books. New outlets 
have continually to be found, not necessarily connected 
with the book trade; particularly so in the case of a 
large remainder house handling several million books in 
a year. As we have seen, it may have proved expedient 
to pulp any unbound copies because the remainder 
buyer naturally takes into consideration the total 
number of copies that have to be absorbed when placing 
his order or fixing his price. In Anaerica they are much 
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more drastic in dealing with remainders, and usually 
prefer to pulp the stock or let it go at a nominal price 
rather than bother much about it. And there is a great 
deal to be said for that point of view, because the 
amounts eventually realized are sometimes trifling. 

One important point must not be overlooked and 
that is the understanding with booksellers that allow- 
ance will be made on any stock still on their hands if 
the book is remaindered in less than three years of first 
publication (two years if fiction), or if they have recently 
purchased the stock on the ordinary terms. The pub- 
lisher is thus often in the position of having to give 
allowances on copies on which the full royalty has been 
paid, without any hope of recovering the royalty; this 
may mean that he is worse off than if he had given the 
book away. 

I cannot leave the subject of remainders without 
mentioning a practice, prevalent forty or fifty years 
ago, which has recently been revived — that is of manu- 
facturing them. So great is the bargain appeal that a 
book that is no longer available may be reprinted for 
sale as a remainder at a reduced price with a jacket 
showing the original price or even an artificially 
enhanced price. 

The Net Book Agreement . — keference has already 
been made to the ‘Net Book Agreement’ (for the latest 
wording see Appendix III), and it ought therefore to 
be explained firstly that it is primarily a statement of 
terms and conditions of supply and secondly that it 
came into being as a remedy for ‘underselling’ — 
practice which was steadily undermining the book 
trade. Anyone interested in the history of the inception 
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of the agreement will find it in Sir Frederick 
Macmillan’s little volume. Endless difficulties had to 
be overcome, and it was to the persistence of a few 
publishers and a small minority of booksellers that the 
trade owes this beneficent reform, which protects it 
from undercutting and ensures that a book published 
at a net price shall be sold at that price and not less.^ 
At first, discount booksellers opposed the innovation; 
few believed in it, but these persevered; today all book- 
sellers regard it as indispensable and are as jealous as 
publishers about its maintenance. Most publishers now 
have wording printed on their invoices to the following 
effect: 


Under the original wording collective action could be 
taken against an offending bookseller but following the 
Restrictive Trade Practices Act, it can be taken 
only by the individual publisher whose terms of supply 
have been infringed. 

Whether a particular firm or organization should be 
allowed trade terms used to be a source of difficulty. 
But that and many other problems were thoroughly 
examined by a representative ‘Joint Com- 
mittee of Publishers and Booksellers' whose reports 
and recommendations are embodied in a volume edited 
by F. D. Sanders entitled British Book Trade Organiza- 
tion'^ which is a mine of information and will repay 

* The Net Book Agreement ^ 1899. MacLehose, 

Memoirs ofj. M. Dent, Dent, 

* London; George Allen Sc Unv'in Ltd. 
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careful study. Most of the recommehdations have been 
acted upon, though a few of them were strenuously 
opposed at the time by some of the older publishers 
and booksellers as being too revolutionary. The work 
of the Joint Committee (since supplemented by the 
Report of the Book Trade Committee published 
in 1914) probably represents the biggest step the 
British Book Trade has ever taken towards putting its 
house in order, and it is perhaps permissible therefore 
that I should record that it was the direct outcome of 
the visit of a delegation of British publishers and book- 
sellers to Amsterdam and Leipzig which I initiated. 

Here I must confine myself to a few of the more 
important proposals to which effect was given^ First a 
permanent Joint Advisory Committee of Publishers 
and Booksellers, known as the ‘jac’, was set up to 
examine all applications for ‘recognition’ as entitled to 
trade terms and to recommend the form the recognition 
(if any) should take. 

Previously there had been only one kind of ‘recog- 
nition’; under the new regulations there were several 
categories. In addition to the general bookseller there 
was the ‘other trader’ with a limited form of recog- 
nition. For example the circulating library which 
required books solely for loan- the coin dealer who 
wished merely to sell books on coins; the religious or 
political organization who’se facilities were confined to 
the books the sale of which they were directly concerned 
to pijomote and of which, sometimes, they were in a 
position to sell more copies than the entire book trade. 
In this connection booksellers often overlooked that 
sales can be effecte 4 at the moment when a person’s 
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interest is aroused'which could not be secured even one 
hour later. It is thus possible to sell the book of the 
words of a play to a person in a theatre who would not 
dream of buying it when he got outside. Similarly with 
political literature sold at a political meeting. That one 
sympathizes with the desire that all business should be 
effected by and through a bookseller need not blind one 
to the fact that sometimes it would not be done at all 
were it not done on the spot and at the time the interest 
was awakened. Fortunately, there is a growing ten- 
dency for booksellers to co-operate to secure extra 
business of the kinds indicated, and so long as it is 
secured no one will be better pleased than publishers 
that it should be handled by booksellers. The view that 
a publisher ought to let golden opportunities slip if he 
cannot persuade a bookseller to take advantage of them 
is not, I think, widely held. 

In addition to recognition either as a bookseller or 
‘other trader’ handling books in some defined cate- 
gory, provision was made for ‘Book Agents’ author- 
ized to draw their supplies from a named bookseller 
and be paid a commission by him, and the opportunity 
was taken to solve the thorny problem of the supply of 
Public Libraries* who under carefully prescribed con- 
ditions, if the magnitude of their orders justify it, may 
now be granted a licence entitling the booksellers 
named thereon to make them an allowance of lo per 
cent. As a further outcome of the Restrictive Practices 
Act ‘recognition’ became, by implication, illegi^ and 
the list of ‘recognized booksellers’ was in consequence 

» The case for the Public IJbrarics will be found on pages 216-17 
any of the first three editions of this book. 


200 



TH£ ACTUAL SELLING 

discontinued. It was found, howcverj that there would 
be, as a result, a need for an ordinary directory of bona 
fide booksellers which is now published as part of its 
information services by the Publishers Association. 

Export Traders (other than Retail Booksellers in the 
United Kingdom and Eire) were also classified as 
follows: 

Class A — Export Booksellers (i.c. Exporters in the United Kingdom 
and Eire whose main business is buying for overseas booksellers). Full 
Export Terms. 

Class B — General Exporters (i.e. Firms in the United Kingdom 
and Eire whose business includes tlie buying of books for overseas 
traders for re-sale and who will, if called upon to do so, produce 
original orders). 

Orders to be scrutinized and divided into {a) orders (or books 
intended for private individuals, schools, libraries and institutions abroad 
on which the discount is generally liniitcJ to lo per cent; {b) orders 
for books shown by the destination given on the orders to be for rc-salc 
by traders abroad on which full export terms may be allowed. (By 
destination is meant the name and address of the Exporter’s overseas 
customer or a shipping mark which is known to be that of a trader 
abroad.) 

Class C. — Export Commission Agent?, now Book Agents as a result 
of a re-classification agreed in May (i.e. Finns in the United 
Kingdom and Eire buying fo*" .'organizations and private individuals 
resident abroad, w'ho are not purchasing for rc-salc). Terms: full 
published prices less a commission not exceeding lo per cent. Pub- 
lishers should secure an undertaking tliat all books purchased are to 
be exported. 

Nowadays Class C Exporters are usually dealt with 
under the Bookagents’ Licensing arrangement at a 
discount not exceeding half that received by the 
supplying booksellers themselves. 

There are scarcely any parts of the world to which 
British books do not penetrate, but the publisher is 
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not always aware ‘of the precise destination of those he 
supplies for export. 

A wholesale exporter in the ok may act as the 
buying agent of booksellers in all parts of the world, 
and whereas firm ab may buy chiefly for Australia 
and Yz for South Africa, either or both may, in addi- 
tion, have a client, or clients, in Valparaiso or Bangkok. 
The publisher is usually given the ‘mark’, which 
more often than not consists of the initials of the 
overseas booksellers, e.g. the initials T.M.M. stand 
for T. Maskew Miller of Cape Town. 

The prime object of requiring adequate marks from 
exporters is to ensure that the British edition is not 
sent into any overseas markets the rights in which 
have been leased to, or controlled by, some other 
publisher (e.g. an American publisher). 

Unfortunately the new Directory of Exporters issued 
by the Publishers Association in January ' does 
not separately list exporters exclusively supplying 
booksellers. 

The export commission agent may act for private 
customers (i.e. non-bookselling firms or individuals) 
in all parts of the world, and however carefully the 
order is scrutinized by the publisher’s trade depart- 
ment (and such orders are more carefully examined 
by the best publishers than some booksellers believe), 
it is not practicable to keej? a record of the ultimate 
destination of every book thus supplied. Again, most 
home booksellers have at any rate a few cus^iomers 
abroad, so that the export of English books is going 
on all the time through many channels. We now know 
that export sales represent about 35 per cent of the 
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total turnover of the British book traBe. In the case of 
my own firm it amounts to well over 50 per cent. 

The final decision about including a firm in the 
directory of bona fide booksellers rests with the Council 
of the Publishers Association. 

The Exchange Control Act^ provides that in 
the case of exports to countries outside the sterling area a 
C.D.3 Form must be filled in if the shipment exceeds 
;^500. Pages i and 2 of this elaborate form are retained 
by H.M. Customs. Pages 3 and 4 are returned to the 
consignor to be held until payment is received. The 
form is then surrendered to the consignor’s bank 
together with a copy of the invoice and the buyer’s 
cheque. If payment is not received within thp time 
stated on the form The Controller, Exchange Control 
(Exports), Customs and Excise wants to know why. 

Public Libraries — most unfortunately from some 
points of view — have practically no direct contact with 
publishing, but they are indirectly and collectively the 
most important customers of the better type of general 
book publisher. Their support of the worth-while book, 
and their refusal to buy the meretricious, might exercise 
an even more decisive influence upon the quality of 
books published if so many Library authorities did not 
spend such ridiculously inadequate amounts on new 
books — ^in fact, if they did not underrate the impor- 
tance of the very commodity for which public libraries 
exist. That problem is fully dealt with in Mr Lionel R. 
McColvin’s masterly and exhaustive Report on the 
Public Library System of Great BrHain,* so that there 
is no need for me to dwell upon it. But what is known 
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to few is that a sinall minority of Library Committees 
actually favour a policy which ensures, if successfully 
applied, that no authors shall receive any remuneration 
from the copies of their works which these libraries 
circulate. This — to them apparently laudable end — ^the 
librarians achieve by buying review copies, remainders 
and even on occasion books that prove to have 
been stolen. The one criterion is cheapness, and if to 
secure an illicit per cent they can persuade a book- 
seller to break a written agreement they seem to regard 
it as a meritorious act. I have referred to this minority 
because I agree so wholeheartedly with Mr McColvin, 
‘that wherever the local authority was neglecting its 
duty (in the matter of Library service) it was not only 
the local community that suffered, but also the whole 
state . . .’. 

The importance, actual and potential, of the work of 
public librarians and their influence are alike immense.* 
It is impossible to assess how much they have done to 
spread a knowledge and love of books. Good librarians, 
and we are blessed with many such, do not need to be 
told that taking the long view the best books are always 
the cheapest, whereas the cheapest (apart from reprints) 
are seldom the best. 

Special Editions^ supplied to and sold by various 
societies and organizations, are not welcomed by the 
trade (why, indeed, should they be?); but most intel- 
ligent booksellers recognize their inevitability, if not 
their usefulness, and realize that they provide an 
‘extra’ market which would not otherwise be tapped. 
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These ‘special editions’ are usually bound in cheaper 
style, whether it be in paper covers or limp cloth, and 
are often printed on cheaper paper. They are distributed 
by the organization or society in question, and in fair- 
ness to booksellers the condition is made (if it is not 
made, booksellers have every right to complain) that 
the sale shall be rigidly restricted to their members.* 

It would be beyond the scope of this work to treat 
of the developments of bookselling, for which all the 
best booksellers would readily admit that there is still 
ample room. Personally I believe there is an increasing 
opening for the bookseller who will specialize — I do 
not suggest that he need necessarily give up his general 
connection, but merely that he should so develop some 
one field as to become the recognized expert upon it. 
He would then be in a much more effective position 
to undertake circularization and the distribution of 
books on approval. 

But I cannot resist the temptation of mentioning 
another not immediately profitable but useful and inter- 
esting method of selling books in which I have long 
been interested — the Caravan Bookshop. There are 
large sections of the rural population in Great Britain 
out of reach of any bookshop. If people cannot visit a 
bookshop, the remedy is to take tae bookshop to them. 
Small towns and villages, particularly mining villages, 
which could not support a bookseller, ought in a well- 
ordered world to receive a visit from a peripatetic book- 
shop Qvery month and preferably on a recognized day 
each month. 

At first, such a caravan bookshop would find cheap 

I Book Clubs, see page 275. 
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juveniles and practical handbooks the most saleable, 
but by degrees it would prove possible to carry a wider 
assortment. It would be essential for book-tokens to be 
accepted because as matters stand people in the heart 
of the country and out of reach of a bookshop often 
find it a burden to exchange them. 

Local co-operation in making the venture known 
could easily be secured, and popular lectures about 
books arranged to synchronize with the visit of the 
caravan bookshop, thus making it a kind of missionary 
for the promotion of book-reading. Success or failure 
would largely depend upon the enthusiasm and per- 
sonality of the man or woman who had the courage to 
embark upon the venture. It is the old story of finding 
the right man; but what more delightful occupation 
could be found by any book-lover who, for reasons of 
health, wanted to lead an outdoor life ? 

Many will dismiss the idea as visionary, though it 
works effectively in Northern Nigeria and something 
similar has already proved practicable in connection 
with rural libraries for the loan of books. There would 
thus seem to be no insuperable difficulty about arrang- 
ing it for the sale of books. One most enterprising lady 
who embarked upon the experiment covered her out 
of pocket expenses, but was unfortunately unable to 
continue long enough to benefit from the connection 
she was building up. Until'the monthly visit became a 
recognized and anticipated event an adequate turnover 
would obviously not be forthcoming. 

The most effective method would probably be for 
the caravan bookshop to work from a provincial centre 
where there was accessible untilled ground. It is impor- 

2o6 



TH£ ACTUAL SELLING 

tant both to keep down the mileage and to have a 
nearby base from which to draw supplies. W. H. 
Smith & Son are so well equipped to make the experi- 
ment that one cannot but wish that they would do so. 
It might well prove desirable for such a peripatetic 
bookshop to visit factories during the lunch hour or at 
closing time. Booksellers are apt to overlook the many 
workers who now have money to spend but have no 
opportunity of visiting their shops during the hours 
when they are open. 

Quite apart from the foregoing the question arises 
whether retail and wholesale newsagents ought not to 
be encouraged to make use of their exceptionally 
efficient machinery for suj^jilying newspapers to develop 
a really speedy and reliable ‘get any book to order' 
business. In the many places where there is a newsagent 
but no bookseller, this would be a great advantage to 
the general public who not finding a book in stock in 
their locality often wrongly assume that it is unobtain- 
able. As matters stand newsagents who neither refer 
their customers to a bookseller nor offer to obtain books 
for which they are asked may be a positive hindrance 
to book distribution. It is all part of the ‘single copy' 
problem and the need of an efficient ‘parcels clearing' 
to which thought is at last being given. Were it more 
widely recognized that a nominal charge of sixpence 
for specially obtaining a single book was reasonable, 
as it is, the economic difficulty would at once be largely 
overegme. 

But to return to existing methods, it would be unjust 
to finish this chapter without paying a tribute to the 
increasing number of real booksellers whom the late 
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Professor Laski 'described in the New Statesman as 
‘part of the living basis of civilization’. ‘It is not that 
they have about the best commodity in the world to 
sell. The very fact that they are good booksellers draws 
about their shops most of the people who have some- 
thing to say. A town without a good bookseller is like a 
body without a soul.’ 

We cannot be too grateful to them. 
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BOOK DISTRIBUTION ON 
THE CONTINENT 

N early all the leading continental countries 
have most carefully thought out book trade 
organizations and none more so than Germany, 
whose Borsenverein was founded well over a hundred 
years ago. In 1 9 1 3 it represented the greatest achieve- 
ment in book distribution that there has ever been, and 
the whole mechanism moved with the precisig^n of a 
well-oiled clock. In earlier editions of this book I 
included a detailed account of its working, but since 
that time so much sand has been thrown into the 
machine first in the shape of currency and other regula- 
tions necessitated by inflation, then by the Nazis that it 
is no longer wholly applicable. Furthermore, the Second 
World War and the intensive bombing experienced by 
Leipzig, which fortunately spared the ^Bucherei\ has 
lead to far-reaching changes, and brought to an end 
the custom of the German Book Trade to make all 
deliveries ‘free Leipzig’. 

Out of the Leipzig ashes a Phoenix has arisen in 
Frankfurt, an interesting reversal of what happened 
more than a hundred years ago when, on political 
groui^ds, Leipzig was chosen instead of Frankfurt as 
the centre of the German book trade. The far-sighted 
municipal authorities of Frankfurt have ensured that 
Frankfurt shall remaip the book centre by (a) granting 
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the Bdrsenverein d magnificent free site in the centre of 
the city, Qt) advancing the cost of substantial new build- 
ings on such a favourable basis that the Borsenverein 
already owns the first block and now has in addition a 
large hall (suitable for concerts) in which to hold 
meetings. 

In Germany, book trade, organization began by 
embracing the whole book trade. Separate associations 
for separate interests came later. < It is difficult to 
exaggerate the debt which book trade organizations 
everywhere (including the Maison du Livre) owe to the 
example of the Bdrsenverein., even if they had no actual 
contact with it. 

The distribution of British books on the Continent 
is a more important business than many publishers 
sometimes think. But it consists very largely of orders 
for single copies of many titles. Furthermore, much 
of the business is done through exporters and whole- 
salers, so that the publisher may be unaware of the 
ultimate destination of the copies he is supplying. The 
British book trade owes a greater debt to the specialized 
knowledge and activities of these firms than is usually 
admitted. For all practical purposes, before the last 
war, the continental booksellers drew their supplies of 
books in the English language almost exclusively from 
London. American publishers with London branches 
or agencies wisely dealt with this specialized business 
through London. Geographical proximity was, of 
course, an important factor; how important n^ay be 
judged from the fact that books ordered at the same 
time would as a rule reach Amsterdam more rapidly 

< In England and America there is no equivalent of the Bdrsenverein. 
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than Aberdeen. The pre-war contin'ental service was 
extremely efficient. But geographical proximity is not 
the only reason for so much of this business being done 
from or through London. Currency and credit com- 
plications frequently compelled it. 

For the non-Latin countries Leipzig was, as Frank- 
furt now is, the main centre of book distribution on the 
Continent, and those British publishers who took 
advantage of that unique organization in addition to 
working direct from London, were able to do appreci- 
able extra business. For example, before the Great 
War of 1914—18 I was able to sell more British books 
in Budapest, where it was ‘good form’ to read English 
books, than in a big provincial town like Sheffield. But 
let me hasten to add that I should not have been able to 
do so had I not at that time been the only British pub- 
lisher carrying stock in Leipzig. Had many firms been 
doing so it would probably not have paid any of us. The 
cultivation of the continental market involves more 
intensive and exhaustive work in relation to possible 
turnover than any other. I'o start with, it is not one 
market but as many as there are different countries, 
languages and currencies, and each calls for separate 
study and separate treatment. A bookseller in Amster- 
dam or Stockholm may know mme about British books 
than many an English bookseller, but that is unlikely 
to be the case in Sofia or Split. If the continental 
market is to be adequately looked after, far closer 
attention than in the past will have to be given to the 
special requirements of the inrlividual countries. 
Facilities which may be fully justified in one case may 
be unwarranted in another. 
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Turning then to the various countries let us begin 
with Holland which as we have seen can be so rapi^y 
supplied from London: it is a first-rate market from 
every point of view. The Dutch have an excellent book 
trade organization with splendid headquarters, the 
Centraal Boekhuis at Amsterdam. There are many 
firms handling British books and their credit is almost 
uniformly good. They keep in close touch with London, 
buy intelligently and in earlier days did a substantial 
business with Indonesia. 

Taking it as a whole, Northern Europe is a bright 
spot in the book world. There is probably no better 
group of booksellers anywhere, whether judged from 
the point of view of knowledge of their Job, credit 
worthiness, or efficiency of organization. In relation to 
population, which is comparatively small, these coun- 
tries must be among the best book markets in the world. 

In Denmark, about which I have written elsewhere,* 
the unique feature is that nearly all the leading pub- 
lishers are booksellers and nearly all the leading book- 
sellers are publishers. There is thus a much fuller 
understanding of each other’s problems than is usual 
elsewhere. Here, as in the other Scandinavian coun- 
tries, no one is permitted to open a bookshop who has 
not had a thorough training as a bookseller. 

In Norway, where the organization is much like that 
of Holland, the sale of English books is largely in the 
hands of two firms and many of the country book- 
sellers draw their supplies of English books through 
them. They do particularly well with medical, scientific 

* Danish Bt^oh Trade Organisation (London: George Allen Sc Unwin 
Ltd.) 
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and technical books, and books in English have been 
gradually superseding those in German. One of the 
interesting developments of the Norwegian book trade, 
about which I have written elsewhere,* is their unique 
method of dealing with the requirements of Public 
Libraries, since extended to Ships’ Libraries. 

Sweden^^ unlike Norway and Denmark, has separate 
associations of publishers and booksellers. Distribution 
is effected for the most part through a Stockholm com- 
pany (Seelig), owned by the booksellers themselves, 
which daily receives the orders from the country book- 
sellers and distributes them to the publishers, and sub- 
sequently receives and dispatches all the parcels to the 
booksellers without any expense to the publishers. 

All accounts and money, however, are, as a rule, 
sent by the booksellers direct to the publishers. Much 
of the business is done ‘on sale or return’ with a yearly 
settlement. The question of credit is dealt with most 
effectively. In 1911 the booksellers formed a kind of 
mutual insurance society to guarantee the publishers 
against bad debts, the premium payable by the book- 
seller being calculated on his turnover. The publishers 
gave a substantial donation and agreed that no new 
booksellers should be granted credit who were not 
accepted as members of the society. Swedish book- 
sellers are thus in effect licensed, because, if a locality 
is being well served and ‘there is no indication that 
another bookshop is needed, credit is withheld from 
the newcomer. 

Finland boasts at least two bookshops at Helsinki, 
one of them probably the largest in Europe, carrying a 
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Stock of English^ books which would compare more 
than favourably with what could be found in many of 
the largest provincial towns in England. Similarly in 
Iceland there are at Reykjavik and Akureyri excellent 
booksellers stocking and selling English books, which 
is more than could be said of some English towns with 
a population of as little as 6£,ooo, let alone 8,000. 

The demands of Soviet Russia for British books, 
which will presumably now steadily increase, are 
centralized in Meshdunarodnaya Kniga. Before the 
Second World War the Baltic States, and particularly 
Esthonia, were showing an increasing interest in 
British books. In Poland there was always and still is 
a substantial demand. The limiting factor is shortage 
of sterling. 

The Czech booksellers were almost uniformly 
reliable, and the demand for British books, which was 
always good, was expanding not merely because of 
the increasing numbers of Czechs reading and speak- 
ing English, but because of the waning interest in 
French and the antipathy to anything German. This 
latter is nothing new. I am never likely to forget my 
first visit to a Czech bookshop over fifty years ago. I 
addressed the manager in German and received a cold, 
uncomprehending stare. I apologized that I could not 
speak Czech and explained that I was English. ‘Oh, 
if you are English’, responded the Manager, ‘of course 
we will talk German.’ Unfortunately all the buying 
has now been centralized as in Soviet Russia. 

In the days of the Austro-Hungarian Empire Vienna 
and Budapest were substantial markets for British 
books, but with its collapse their importance lessened. 
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In Vienna the demand is still there*to a considerable 
extent, and in Budapest, before the Communists took 
over, much could be done if one could surmount the 
currency hurdles. There has never been any doubt 
about the cultured Hungarian’s love of things English. 

In Bucharest the sale of British books was leaping 
forward, until the descent of the iron curtain put an 
end to it. It was to ensure that the better type of British 
book should be available in at any rate one bookshop 
in each of the more important centres in countries like 
Yugoslavia^ Bulgaria and Turkey^ and Greece that I 
invented what has become known as the British Book 
Export Scheme, since adapted, in a modified form, 
by the usa Informational Media Guarantee (img) 
arrangements in Indonesia, Israel, Turkey, and else- 
where. 

As far back as 1918 a Departmental Committee of 
the then Department of Information had reported at 
considerable length upon the difficulties of the Foreign 
Distribution of British Books, but no attention had been 
paid to their recommendations. 

The British Book Export Scheme was much more 
modest. It provided, witii the approval of the Treasury, 
for the sharing by the publishers, the foreign book- 
sellers and the British Council of such expenses as 
might be incurred in securing the desired wider distri- 
bution of British books in*centres where they were not 
otherwise readily obtainable. 

The British Council, working in colli'boration with 
the I^ational Book Council, was to issue monthly lists 
of such of the new English books as were of cultural 
importance. These lists were to be sent to the selected 
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foreign booksellers with an invitation to order any 
books likely to be of interest to their clientele. The 
invitation was to be accompanied by an undertaking to 
credit them in full with the actual cost of those books 
they had not sold within a prescribed period (probably 
six months). The bookseller’s contribution to the cost of 
the scheme was thus confined to the postage or freight 
incurred. This was to serve as a deterrent to reckless 
ordering. 

Instead of returning unsold books the bookseller 
handed them over to the local representative of the 
British Council. On receiving a notification that this 
had been done the publisher credited the bookseller 
with the full amount charged for the returned books 
(other than postage or carriage) and then invoiced them 
to the British Council at half price (less an additional 
2 ^ per cent by way of contribution towards the cost 
of printing the lists). The publisher thus bore a sub- 
stantial portion of the loss and the British Council 
acquired the books for presentation purposes, carriage 
free, on exceptionally favourable terms. 

To the bookseller it was an ‘on sale or return’ 
arrangement, but to the publisher a sale ‘firm 
purchase’, thus complying with the requirements of 
both! 

It must be emphasized that the scheme was not, and 
is not, a substitute for such methods of distribution 
as already exist, but was, and is, intended to supple- 
ment them by enabling selected bookshops in certain 
countries to carry a more representative stock of Eng- 
lish books than would otherwise be practicable. War 
prevented the immediate application of the scheme in 
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the territories for which it was specifically devised, and 
there have been subsequent modifications in it, but the 
general principles hold good. 

It is an arrangement particularly suited, with 
modifications to meet individual circumstances, to 
countries acutely short of sterling. 

In point of fact in Turkey a different method was 
adopted more adapted to local requirements and run 
entirely by the British Council. Great interest was 
aroused in British books but today, solely owing 
to currency difficulties, which one hopes will pass, 
business is more or less at a standstill. 

Before 1914 Germany was by far the most important 
market in Europe for British books. The^ period 
between the two world wars was most tantalizing. The 
demand was there but currency and other difficulties 
virtually suspended contact. Today there is once again 
an upward trend. 

A large part of the business to be done in normal 
times with Sv}itzerland is seasonal, and calls for detailed 
attention out of proportion to the turnover at all but the 
larger resorts. The booksellers in the German-speaking 
parts of Switzerland are in touch with Frankfurt and 
to a much lesser extent Leipzig; those in Geneva and 
the French parts look largely to J’aris. There are excel- 
lent bookshops in all the big towns and an important 
wholesale firm at Oltcn. * 

The demand for English books in July is fairly sub- 
stantid, and the same might be said about the credit 
which some of the Italian booksellers require. It is in 
fact easier to sell books in Italy than to secure payment 
for them. A considera^bly larger business could be done, 
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particularly with "scientific and technical books, but 
for these credit difficulties. 

When one refers to the French market in relation to 
English books one means Paris, because all the other 
French centres put together do not absorb as many 
English books as Paris, where the sale is largely in the 
hands of three firms, British, American, and French 
respectively. All three carry substantial stocks of 
English books, particularly of the lighter kind, and 
do a very considerable business. Certain of the other 
French booksellers attend to the university and scholas- 
tic requirements and much business goes through 
Hachettes. 

Belgium^ for one reason or another, was never a 
satisfactory market. If they wanted British books as 
much as they said they did, W. H. Smith & Son’s 
branch in Brussels would have had to be expanded out 
of all knowledge. There are now, however, gratifying 
signs of a real demand. 

The desire for British books in Sfain is considerable, 
but when the Nazi influence upon the Franco regime 
was paramount every obstacle was put in the way of 
its fulfilment. Many Spanish translations from the 
English have appeared since the war and the supply 
of British books has been increased, but the sale of 
both rights and books has been handicapped by 
shortage of sterling. 

In Portugal the demand was greatly enhanced during 
the war, and it remains to be seen to what extent that 
interest will continue. The success of the British Coun- 
cil's activities here and in Spain in promoting the know- 
ledge of English is materially assisting the demand. 
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Although they do not form part'of the Continent 
of Europe it is convenient to include here certain 
adjacent countries. 

Israel developed into a market of quite excep- 
tional importance, and during the war it was difficult 
to comply with all the requirements of the many book- 
sellers in Jerusalem, Tel-Aviv and elsewhere. Unfor- 
tunately owing to Israel’s acute shortage of sterling 
little business could thereafter be done and what was 
an almost exclusively British market was handed over 
to the Americans under the img scheme to which 
reference has already been made. The American pub- 
lisher sells in local currency and collects the dollar 
equivalent from the United States Government which 
uses the Israeli pounds to finance information services, 
etc. Although the Israeli booksellers would prefer 
British books which cost half the amount, they have 
no alternative but to buy what they can pay for in 
their own currency. We can only hope that ere long 
a British Book Export Scheme which will enable 
British publishers to compete, will be authorized. 

Syria and the Lebanon likewise show signs of taking 
a deeper interest in English literature, instead of con- 
fining themselves as in the past to things French. In 
Iraq there is an active bookseller at Baghdad and signs 
of activity elsewhere. Business is opening up in Kuwait 
where there is no shorta’ge of sterling. From Iran 
orders are now beginning to arrive steadily and there 
is evgry reason to hope for an increasing demand 
because so many young Iranians are learning English. 

Egypt, like Israel, developed an insatiable 
appetite for British Jbooks during the late war, and 
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though following' the Suez crisis business temporarily 
ceased the demand is still there and is likely to 
increase. 

Turning to the question of book distribution on the 
Continent as a whole, if it be true that ‘no one can 
escape from the influence of the books he reads’, the 
wide distribution of English books, whether in their 
original language or in translation, must be of incal- 
culable advantage in spreading English ideas through- 
out the world. We are often told that trade follows the 
flag, but, as I pointed out about thirty years ago, it 
would be truer to say that ‘Trade follows the book’. 
The book penetrates farther; its influence is more subtle 
and more far reaching. It moves the hearts and minds 
of people in their homes by their own firesides, and 
often at the most quiet and receptive moment. More- 
over, is it not probable that foreign nations brought 
up on British scientific text-books would want the 
British instruments and machines therein described 
rather than others of which they had not the same 
intimate knowledge, and is not this equally true in 
varying degrees in other directions than science.? Cer- 
tainly the Germans acted upon that assumption. 
Curiously enough, it is we English who have been 
slowest to appreciate this, though 1 am happy to be 
able to add that the Federation of British Industries 
now does so. 

If, as I believe, ‘a nation’s literature is the permanent 
embodiment of the experience of its greatest men and 
women’, could there be any more desirable thing for 
any nation to oflFer the world ? 

A Clearing House for books su 9 h as is to be found in 
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the leading continental centres is a piece of machinery 
and orders are given through^ not /«, it. 

The use of a ‘clearing house’ does not involve any 
change in the ultimate destination of any order, and 
does not necessarily obviate the need of a wholesale 
firm. Booksellers who order from a wholesaler today 
would continue to order from a wholesaler; those who 
prefer to order direct would still be free to do so. Its 
sole object is to achieve economically, efficiently and 
expeditiously the purely mechanical side of a pub- 
lisher’s activities. The principle behind it is to do 
collectively those routine operations like invoicing, 
packing and dispatch which are best done collectively 
and centrally and to leave the publisher free to con- 
centrate all his attention upon the many things from 
selecting mss to production, publicity and selling 
where individuality can be expressed and which in any 
case call for personal treatment. 

The Clearing House as a system is not a foreign 
institution: English bankers adopted it a hundred and 
eighty years ago. It is merely its application to the book 
trade that we owe to Germany. It exists in embryo in 
I.«ndon, in the shape of the Book Centre at Neasden. 
Here we have a co-operative nonorofit-making under- 
taking equipped to handle for publishers the purely 
mechanical side of their job and with ground available 
for expansion. Were some such organization generally 
used, the convenience and the economy might be great 
though it has its drawbacks. 

I. The orders made out to the indivK. :i.? publishers would be 
posted in one envelope by letter post to the centre and thus not dribble 
in at odd times by printed-matter post as at present. 
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2. The entire requh ements of each bookseller (better still the entire 
requirements of all the booksellers of any one town) would be dispatched 
from this one source. 

3. The publishers would have only one centre to which to deliver 
goods instead of many. 

4. It would be an easy matter to arrange a motor delivery service for 
an area of 50 or even 100 miles round London. 

5. The saving in ‘carriage charges* as well as postage on orders and 
remittances might be considerable. 

6. Catalogues, publicity material, etc., could be delivered in bulk 
to the centre, and for a nominal charge distributed to the entire trade 
in the daily or weekly parcels. 

7. A goods train service for non-urgent orders to distant places where 
freight is a big item could be arranged. In some cases it would be 
practicable to send weekly consignments at ‘truck rate’. 

8. A satisfactory town trade centre service could and would have 
to be evolved. A co-operative town delivery service would be simple. 
The present overlapping is pathetically uneconomic. 

The suggestion, in brief, is to arrange the purely 
mechanical side of distribution rather more conveniently 
and economically than at present, but to leave undis- 
turbed the relationship of bookseller, wholesaler, and 
publisher. How far this co-operation can be developed 
without loss to the publisher’s individuality is a vital 
consideration which deserves careful study. 

Some of the services mentioned above are to some 
extent already being operated by Book Centre Ltd. 
Their ‘Orders Clearing’ deals with over a million 
orders per annum. ‘Book Deliveries’ is a I-.ondon book 
delivery service covering not only Book Centre but a 
number of other publishers and ‘Parcels Clearing’ is a 
system of bulking other publishers’ parcels with those 
of Book Centre for more economical and speedy 
dispatch. 
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The ‘On Sale or Return’ System * 

Any and every one outside the book trade who sets 
out to investigate book distribution abroad, and in 
particular how the sale of English books can be 
increased, invariably prescribes the same medicine, 
viz. the supply of books ‘on sale or return’, oblivious of 
the fact that it has been tried over and over again with 
disastrous eflrects on the patient unless taken in homoeo- 
pathic doses. 

It may therefore be worth while to examine why 
this advice is given and why it is unsound. 

The book trade in most continental countries is 
organized on the basis of ‘on sale or return’, and their 
books are produced in a form which lends itself^to that 
method of doing business. But on balance the move- 
ment is away from, not tow'ards, that basis, and an 
increasing proportion of the books sold are cloth-bound 
and supplied ‘firm purchase’. It is one thing to supply 
paper-bound books on sale, quite another to supply 
cloth-bound books. Widespread distribution ‘on sale’ 
automatically involves printing larger editions; the 
amount of capital locked up in the supply of paper- 
bound books is less, and soiled copies can be rewrapped 
comparatively inexpensively. The recasing of cloth- 
bound books, on the contrary, is costly. 

Continental booksellers^ who are accustomed to 
receive cheap French paper-bound books ‘on sale’, 
quite naturally and truthfully point out to any inquirer 
that more English books could be sold were they freely 
available ‘on sale'. But English p';Mishers, who have 
experimented over and over again, will equally truth- 
fully point out that the comparatively few additional 
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sales thereby effected are achieved at an economically 
disastrous cost. In addition to the direct financial loss, 
there are technical difficulties, e.g. in connection with 
authors’ royalties. If the system is to have a reasonable 
chance of success, the stock must remain with the book- 
seller for at least six months, in which case the ‘returns’ 
(invariably unfit for resale as new copies) almost neces- 
sarily arrive after the author’s account has been made 
up and paid. Apart from the clerical work, already 
burdensome in proportion to the trifling turn-over, 
it is, to say the least, difficult for a publisher to recover 
money once paid to an author. 

In that case, why not issue English books in paper 
covers.^ The answer is simple. English people (rightly) 
simply will not buy new books, at much above 6s, in 
that form. This is not a mere opinion, but a fact which 
has been put to the test again and again. No publisher 
who has made the experiment is likely to forget the 
extent to which he burned his fingers. Why ‘rightly’ ? 
Because, unless the cloth edition is made to subsidize 
the paper edition, the reduction in the published price 
thereby achieved is ridiculously small — probably about 
IS 6d. How many English people confronted with the 
same book in paper covers at 9s and in cloth cases at 
10s 6d would begrudge the extra eighteen pence 
Furthermore, on the Continent most books are bought; 
in England most (alas!) are borrowed. The bulk of 
the editions must therefore inevitably be cloth bound 
for supply to Public and Commercial Lending 
Libraries. 

Because it is not practicable to graft ‘sale or return’ 
business on to an organization ill-adapted to it, there is 
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no reason why nothing should be doile, but it is neces- 
sary to make sure that one is not throwing away the 
substance for the shadow. 

In such countries as Denmark, Norway, Sweden, 
Finland, Holland or, farther afield, Japan, very satis- 
factory business is already being achieved. For this 
reason it is necessary to examine the problem from 
two angles: 

(1) The countries where existing trade is not 
unsatisfactory. 

(2) Those, where the business done is negligible. 

In the first category a little more elasticity might 
lead to more sales. By this I do not mean the^supply 
of books on sale or return, but readiness to supply one 
or at most two booksellers in each big centre with a 
single copy ‘on approval’ of any book he wants to be 
able to examine prior to purchase. This merely places 
the continental bookseller in the position of the London 
bookseller, who actually secs and has an opportunity 
of examining every new book. 

Where this practice is not in force there should be 
greater readiness to help by an exchange the foreign 
bookseller who finds that what he has ordered from a 
printed announcement is unsuitCvi to his requirements. 
This must not be interj)reted as making all stock 
exchangeable but merely a% a willingness to exchange 
where prompt notification is sent after receipt of the 
goods^ Many of the more enlightened ilrms already 
act upon these principles, but sf tre of the older and 
more conservative ones are unduly rigid. 

The best way of dealing with Category 2 is the 
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British Book Export Scheme of which particulars were 
given earlier in this chapter. 

Reverting to the foreign countries in which satis- 
factory business is already being done, complaints that 
publishers will not supply ‘on sale’ will not, as explmned 
above, carry us anywhere, but if any responsible book- 
seller is experiencing difficulty in getting a single copy 
of a new book ‘on approval’ before deciding whether 
he can stock it, information should be sent to the 
British Council. It is, of course, essential that the 
complaint should be specific, i.e. that it should give: 

(1) The name and address of the bookseller. 

(2) The name of the publisher with whom difficulty 
has been experienced. 

(3) The title (or titles) of the book (or books) which 
it was desired to inspect. 
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PUBLICITY, Etc. 

D oes any author think his book has been ade- 
quately or properly advertised ? The answer to 
that question will explain how dangerous it is 
for a publisher to mention, or even to suggest, that 
there are any limitations to what can be accomplished 
by advertising. Should a publisher ever be rash enough 
to do so, it is at once assumed that he does not believe 
in advertising, and he is dismissed as a bad pjiblisher. 
Anyone listening to some authors might easily be led 
to believe that a publisher is good or bad according 
to the amount of newspaper space he takes, even if 
it is chiefly used to advertise the publisher’s name. 
Whether the advertisement is well or ill done; whether 
even the author who is talking merely has his name 
included in a list of scores and scores of titles, does not 
seem to weigh in the balance. The important point, 
consciously or unconsciously, would seem to be the 
superficial area occupied by the publisher in the parti- 
cular papers read by the author in question. 

Now, the results of this are twofold. In the first place, 
there is a conspiracy of silence amongst publishers in 
regard to newspaper advertising. Secondly, there is a 
tendqpcy to do certain advertising for the sake of 
appearances and not for the sales it will secure. It would 
seem, therefore, to be high time to examine the whole 
question dispassionately and to see whether the most 
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obvious forms of advertising as carried out by the least 
intelligent firms are necessarily the best, or whether, 
for many books at any rate, other forms of advertis- 
ing are not more fruitful of results. When discussing 
the question of advertising books, we are confronted 
once again with the trouble that besets nearly all dis- 
cussions of publishing questions, viz. that two out of 
three people taking part in the discussion will be think- 
ing about novels, and not about books in general, of 
which novels only form a fractional part. 

^Blurbs ' — If our treatment of the question of pub- 
licity in relation to books is to be at all complete, we 
must begin at the beginning, and that is with the 
writing of the descriptive paragraph which is to appear 
in the publisher’s list, on the jacket of the book, and in 
advance information sent to the publisher’s travellers 
and to the Press. These brief descriptive paragraphs, 
or ‘blurbs’ as they are sometimes called, are most 
difficult to write. (If anyone doubts the assertion, let 
him try his hand at writing one of some famous work 
of the past.) To be read, the paragraphs must be brief; 
to attract the newspaper editor they must, if possible, 
have news value; to be of service to booksellers and 
librarians they must give an adequate description of 
the contents of the book: possibly indicate the author’s 
qualifications for writing it. In the case of novels, the 
extent to which the details 6f the plot should be given 
is a problem needing special consideration. It does not 
follow that when an author is asked to write a paragraph 
the publishers^ will use it exactly as submitted. The 

1 My own firm sends with such requests a form calling for detailed 
biographical and other information likely to be helpful with sales promotion. 
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‘blurb’ may be much too long; in* any case it may 
contain phrases that would make it unacceptable. Pub- 
lishers reserve, and most authors willingly concede to 
publishers, the right to edit and adapt these paragraphs. 
Even so, the revision has to be done with discretion 
and due regard to the author’s feelings. If the author 
describes himself as ‘the greatest authority’ on a 
question, the publisher is confronted with the necessity 
of either reducing him to ‘one of the great authorities’ 
or being told by the reviewers that the claim made for 
the author on the jacket is preposterous. Although the 
words are the author’s, the statement when printed 
becomes the publisher’s. 

Many authors have the most vague ideas as to what 
publishers can do in the way of getting paragraphs 
inserted in the Press. It would indeed be pleasant if 
publishers had the power that is sometimes attributed 
to them, but the fact remains that editors please them- 
selves, or rather endeavour to please their public, in 
deciding what they will include in their columns. They 
may include a paragraph specially adapted to their 
requirements which highlights a point of topical inter- 
est, and they will most certainly exclude it if it has no 
news value. A point to be remembered is that a para- 
graph may have news value for one paper and not for 
another. Nearly all paragraphs about forthcoming books 
may be of interest to, let u^ say, the Publishers' Circular^ 
and that paper may therefore use ‘blurbs’ in the form 
of a qews item. Paragraphs announcing new books of 
importance were at one time a distinctive feature of The 
Times Literary Supplement and of some of the dailies; 
but in these cases the paragraphs were invariably the 
• 229 



THE TRUTH ABOUT PUBLISHING 

work of a member of the staff of the paper who devoted 
time to the collection of news of this character. The skill 
with which it was presented was an object-lesson to the 
budding paragraphist or the author confronted for the 
first time with the necessity of writing a ‘blurb*. Of 
course here, as in so many other directions, imprint 
counts. Newspaper editors know which are the firms 
that may be said to buy their manuscripts by the 
dozen, and which are those that carefully select them. 
A book on some serious subject announced by one 
firm is sure to be good, and the paragraph about 
it will receive consideration. The announcement of a 
similar book from another firm will be as certainly 
disregarded. 

Review Copies . — The publisher’s imprint is of still 
more importance where reviewing is concerned. Review 
copies pour in upon the literary editors of the leading 
papers in overwhelming numbers. It is impossible for 
any ordinary paper to attempt to deal with all of them. 
In most offices a preliminary classification is made the 
moment the parcels are opened. Experience has shown 
that on given subjects the books bearing some imprints 
will be of importance, and that those bearing others 
can immediately be discarded. And here be it noted 
that most literary editors will not be influenced by 
whether the publisher is a big advertiser or not, but by 
the intrinsic merits of his publications. It is the best 
books rather than the best sellers that will attract the 
editor’s eye, unless, of course, the latter have news,value 
and call for attention, as some books do, in the news 
columns rather than in the literary columns of the 
paper. 

230 < 



publicity: review copies 

The distribution of review copies is an important 
function of the publisher. Just because it is a partly 
mechanical task there is a tendency in some offices to 
make it entirely mechanical and to delegate the work 
to a junior. This, I am sure, is a mistake. It does not 
follow that the publisher need necessarily make out 
each list himself, but he certainly should cast his eye 
over most of them. To facilitate the work, many pub- 
lishers have a printed review list on which are included 
as far as possible the names of all papers to which they 
are accustomed to send review copies. This is usually 
classified under such headings as dailies, weeklies, 
monthlies, provincial, dominions, etc. In this case, all 
that is needed is to tick the names of the papers which 
are to have the particular book. If it is on some special 
subject, the publisher will almost surely consult his 
author to make certain that no relevant paper of impor- 
tance is omitted. In any case, well-informed suggestions 
from authors are always acceptable. A recommendation 
that copies should be sent to papers long since defunct 
does not inspire confidence. On the other hand, there 
are authors to whom the publisher would unhesitatingly 
send the printed review iist to mark. 

The publisher having delivered the review copy at 
the editor’s office, and having obtained a receipt for 
it, has done his part; he cannot be expected to bom- 
bard editors with letters asking when they are going 
to review the book, or inquiring why they have not 
done so. What authors do is their own affair, but they 
will be wise to act with the utmost discretion, for it is 
more easy to do harm than to do good. Many editors 
have a most unfortunate habit, when being pestered by 
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authors, of getting out of the difficulty by saying they 
have not had a review copy. This is distinctly unfair 
to the publisher, because it is a direct reflection upon 
his efficiency. In some cases the author goes away and 
condemns his publisher unheard; more often he sends 
in a complaint. In every case where such a charge has 
been made against my Arm, and it has been done scores 
of times, we have had no difficulty in proving delivery 
and showing the editor a receipt for the book signed 
by some member of his staff. In some newspaper offices, 
the review copies are left lying about, and no adequate 
record is kept of them. In most of the best, however, 
great care is taken, and the literary editor watches 
jealously over the books. 

Few publishers nowadays deface their review copies 
by stamping them on the title-page, but many mark 
them in some incons})icuous way. Reviewers are seldom 
well paid, and are fully entitled to what they can get 
by the sale of the copies. At the same time it would 
seem fair to ask that a decent interval be allowed to 
elapse before they are sold. In order that notices may 
appear on the day of publication it is usual to send out 
the review copies about a fortnight beforehand. There 
have been cases where the review copies have been on 
sale at the second-hand booksellers’ before the book was 
published. That is indefensible. I think that not less 
than three months should be allowed to elapse. The 
organized sale of review copies to Public Libraries is 
a matter of grave concern to authors and publishers, 
and could become a serious deterrent to the publication 
of scholarly work of limited appeal where the loss of 
the sale of a single copy counts. The trouble, of course, 
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is that the reviewer knows that the sooner he sells his 
copy the better the price he is likely to get for it. 

A printed slip accompanies all review copies, giving 
the date of publication and requesting that no notice 
shall appear before that day. Any newspaper infringing 
the understanding by publishing a notice before the 
date of publication could not expect to receive further 
review copies in advance, but there is seldom any diffi- 
culty in regard to this. The trouble today is to secure 
prompt notice. The more reviews on the day of pub- 
lication, or within a week thereafter, the better for the 
book. At one time, if a book was not reviewed within 
a few weeks of publication, it was probable that it 
would not be reviewed at all. Nowadays there are many 
instances where none of the best reviews appears 
within the first three weeks of publication. 

The selling value of Press notices is most uncertain. 
There are cases where a single review in The Times 
Literary Supplement^ the Spectator^ or the New Statesman 
has started a book on its successful course; but excel- 
lent notices of another book in all three papers may 
sometimes be almost without effect. Two things are 
quite certain, viz. that good reviews do not necessarily 
mean good sales, nor the absence of reviews bad sales. 
The amount of space devoted to a book is sometimes 
more important than what is said about it, but even 
that is no criterion. The value of reviews in the news 
part of a paper is not always as great as would be sup- 
posed — probably because the news editor takes all the 
piquant things out of the book and the reader does not 
feel there is any necessity to bother to get the book 
himself. Few books have had half the notice given to 
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Dr Montagu Lomax’s Experiences of an Asylum Doctor. 
Practically all the papers with large circulations devoted 
columns to discussions about it in the days immediately 
following publication, and it even resulted in a Royal 
Commission. The suggestion was frequently made that 
the author had made a fortune out of it and was going 
to retire on the proceeds. That statement was repeated 
in my presence at a dinner-party. A discussion of the 
book ensued, from which you would have gathered that 
all had read, even if they had not bought it. I asked 
everyone in turn whether he had purchased a copy. 
Not one had done so; only two of all those present had 
even borrowed it from a lending library. This must 
have been typical of what had happened everywhere, 
because at the time (about four months after publica- 
tion) less than seven hundred copies had been sold, 
and the receipts had not at that date covered the cost 
of printing, paper, and binding, let alone yielded a 
penny to either author or publisher. The Press had so 
‘gutted’ the book that few people felt there was any 
necessity to read it. 

Applications for review copies are often received by 
publishers direct from reviewers ; authors often ask that 
copies of their books should be addressed to a particular 
reviewer instead of to the editor, or the literary editor, 
if there be one. Such requests have to be closely scruti- 
nized, if not entirely disregarded. To comply with them 
is to usurp the editor’s function (or at any rate to 
attempt to do so), and to decide which of his staff shall 
be entrusted with the reviewing of some particular book. 
Editors very naturally resent such interference, and in 
any case it is neither polite nor desirable to ‘short- 
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circuit’ them in this fashion. It is perfectly simple to 
ask the editor if it is his wish that the copy should go 
direct to the particular reviewer, or alternatively to 
suggest to the reviewer that he should ask his editor 
for the book. 

Press Cuttings . — ^Publishers expect to receive voucher 
copies of papers containing notices of their books, and 
in most publishing offices fairly complete sets of Press 
cuttings are available for inspection by authors. Should 
the publisher receive any duplicate cuttings, he is 
usually prepared to present them to the author, but if a 
complete set is desired the best plan is to subscribe 
to a good Press-cutting agency. It is essential that they 
should be instructed before publication, as it is by no 
means easy to get cuttings from back numbers of 
newspapers. 

Some publishers take much more pains than others 
to check the results of the distribution of review copies. 
My own firm keeps a statistical record from which it 
is possible to see at a glance what books any particular 
paper has received, and exactly which of them it has 
noticed. If the proportion noticed by any paper becomes 
unreasonably low, fewer books are sent. Should notices 
cease to appear the paper is dropped from the list and 
copies are sent only when specmcally asked for. On 
the other hand, if the proportion noticed is considerable, 
there is a natural tendency to send more books to that 
paper, even though it is not one of first-rate importance, 
becav^se a review in print is worth two in prospect. The 
maintenance of such a record means trouble, but 
unquestionably saves wastage and enabled us on one 
occasion to expose an apparently reputable journal 
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which consistently applied for review copies which it 
as consistently refrained from reviewing — ^but not 
from selling. 

There is much less connection between reviews and 
advertisements than is commonly supposed or than 
some advertisement canvassers would like one to 
believe. Literary editors are- mostly very jealous of 
their independence, and rightly so. Opinions that can 
be bought carry little weight, and for this reason, if for 
no other, the wise publisher welcomes independence in 
the reviewer. Unfortunately, it would not be true to say 
that there was never any connection between advertise- 
ments and reviews, because in the case of at any rate 
one important and independent paper such a connection 
could be traced. How it can arise is easily explained. 
More reviews are put into type than appear — ^at the last 
moment some have to be discarded. The advertisement 
manager who is interested in the ‘make-up’ and is on 
the spot is allowed in some offices to decide which of 
the less important notices shall go in. But, taking it as a 
whole, reviewing is very fairly done and the best books 
seldom get overlooked, particularly if the publisher 
knows his job. 

Other Free Copies , — In most agreements, provision is 
made for the author to have six presentation copies on 
publication and to have the right to purchase further 
copies for his own personal Use on trade terms. Authors 
often ask for these copies to be sent them before the 
offidal date of publication. It is seldom wise fqr the 
publisher to comply with such a request, because the 
circulation of copies before publication, particularly 
among the author’s friends, almost invariably causes 
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the publisher trouble. A friend who sees the copy and 
has one on order wants to know why it has not been 
delivered to him. When the bookseller tells him it is 
‘not out*, he replies quite rightly that he has seen a 
copy. The bookseller is charged with incompetence, 
and, knowing that he is in no way at fault, is apt to 
suspect unpleasant things of the publisher. This is a 
frequent, not an imaginary occurrence, and when a 
publisher shows reluctance to part with copies before 
publication, he has good reason for so doing. 

It is truly said that the best way to start the sale of a 
book is to get it talked about by the right people. With 
this end in view advance copies are often distributed 
to critics and others partly in the hope that tl^ey will 
express opinions which can be quoted by the publisher 
in his advertisements. 

The total number of free copies distributed varies 
with the book, and might conceivably be as few as 
twenty in the case of a book with an exceptionally 
limited appeal, or as many as two hundred in the case 
of an inexpensive book on a popular subject or an edu- 
cational text-book. The usual number varies between 
sixty and one hundred. The figure includes not only 
the six free copies to the author, but copies required 
for the use of the publishers’ travellers and for the 
publisher’s own file, and, what is a much more serious 
matter, the statutory copids which the publisher is, or 
can be, called upon to supply gratis to no less than six 
differgnt public libraries. 

No one could reasonably object to the obligatory 
copy to the British Museum, but when the principle 
is extended to the compulsory giving of a copy to the 
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library of an independent dominion, it becomes a serious 
tax which most publishers strongly resent. No oth^ 
class in the community has to face a capital tax of this 
kind. It is an exceptional handicap in the case of costly 
and learned publications of which only small editions 
are produced, and works out even more unjustly in the 
case of small importations. If a book is not imported, 
libraries can make no claim for a copy, but when for 
the convenience of English buyers a publisher imports 
even a few copies of an expensive work published 
abroad, and has his name associated with it, he can 
straightway be compelled to hand over five, if not six, 
of the copies he has bought. It is an obvious injustice, 
and penalizes the publication of just those books which 
are often most important and most costly and difficult 
to produce. It is customary to make light of the burden 
and talk as if it were only a matter of shillings, if not 
pence, but in the case of a firm with a considerable 
output the tax may be many hundred pounds per 
year. 

The British Museum copy is obligatory without 
application on the part of the Museum authorities. 
The copies for the four libraries at Oxford, Cambridge, 
Edinburgh, and Dublin respectively, are obligatory 
if written application is made for them within twelve 
months of publication. An £gent acts for the four 
libraries, and in point of fact everything is applied for, 
including many books to which the libraries are not 
entitled. Now that the Republic of Ireland is indepen- 
dent, the Dublin library can no longer be considered as 
ha^dng even the pretensions of the other three, particu- 
larly as it did not even catalogue more than a fraction of 
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the books for which it applied.^ The only excuse given 
is that, were the claim waived, the British Museum and 
other libraries would lose their right to receive free 
copies of such few publications as are issued in Ireland. 
But if British publishers are to be taxed for the benefit 
of an Irish library, why not tax them to support a Cana- 
dian, Australian, or New Zealand library? I have no 
doubt that the librarians of Toronto, Wellington, and 
Sydney would welcome the privilege of receiving a free 
copy of every book published in Great Britain, and that 
their Governments would not think that they were 
making a bad exchange in agreeing to send the British 
Museum free copies of their local publications.’ 

Few people seem to be aware that the Copyright 
Act does not make delivery of the copies a condition 
of copyright; the only effect of non-compliance with 
the requirements of the section is to expose the pub- 
lisher, upon whom, and not upon the author, the duty 
is imposed of delivering the requisite copies of the 
work, to a fine not exceeding ,^5 and the value of the 
book upon summary conviction. That is to say, he is 
liable to a separate fine for each library in respect of 
which default is made. 

The library at Aberystwyth is in a category by itself. 
The obligation is a comparatively recent innovation. I 
think I am correct in saying that it arose in the early 
hours of the morning whfen the clause dealing with 
Statutory copies in the 1 9 1 1 Act was being 
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considered in the House of Gunmons. Some enter* 
prising Welsh member observed that Wales did not 
get a free copy and drew attention to the fact. It was 
assumed that publishers did not object to being selected 
for this special form of taxation, and the National 
Library of Wales was thus suddenly endowed at the 
publishers’ expense. At the moment, the only remedy 
left to the publisher is passive resistance, i.e. to comply 
with the Act, but to give not the slightest assistance to 
those whose business it is to enforce it — a most incon- 
venient procedure to the aforesaid remarkably patient 
officials, but a most effective means of registering a con- 
tinual protest. No official will again be able to say that 
publishers do not appear to object to these regulations. 

But demands for free copies of their publications 
descend upon publishers from many other directions. 
It would occupy too much space to attempt to enumer- 
ate them; were a tithe complied with, yet more pub- 
lishers would find their way to Carey Street. Strange 
as it may sound, never a week gpes by without pub- 
lishers having to explain that they produce books in 
the hope of selling them, and that the widespread 
impression that they make their living by giving books 
away is a delusion. 

When a library is to be started, no one thinks of 
asking Maple’s to give the furniture and Catesby’s to 
g^ve the linoleum, but it often seems to be considered 
quite in order to try to cadge the books from pub- 
lishers. This is ail part of the average Englishman’s 
idea that a book is a thing one begs, borrows, some- 
times steals, but never buys except under compulsion. 

Learned societies and similar institutions always 
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seem to me especial offenders, both because they exist 
presumably to promote the study of the subject in 
which they are interested, and because they ought to 
know better. So far from encouraging the publication 
of learned works by the purchase of copies, they seem 
with one accord to devise means of securing gratis even 
the one copy required for their own library. ^ One such 
society, of which I am a fellow, with an income of 
many thousand pounds, boasted that although it has to 
spend a few hundreds on rebinding and the purchase 
of old books, its total expenditure on new books 
amounts to only about 2|d per annum, because all 
the review copies sent to its Journal are claimed for the 
library. Should the publisher object to providing the 
library in this manner, a letter is sometimes sent to 
the author asking him to ‘present* the book. The very 
people who act in this fashion are apt to complain of 
the lack of enterprise of British as opposed to conti- 
nental publishers, and never hesitate to point out how 
many more works of research, etc., arc issued by foreign 
publishers. They seem oblivious of their own share of 
the responsibility. A foreign publisher of a first-rate 
learned work knows that all institutions interested in 
the subject will buy copies; the British publisher realizes 
(alas !) that he will be expected to donate them. If the 
foreign publisher is sure< of selling worth of copies 

and the British publisher is equally certain of having to 
give the same w'orth of books away, the difference 
between their respective positions is more than suffi- 
cient to turn the scale and to make a possible profit a 
certain loss. 

I The London Ubiary b the latest to do so. 
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When wealthy institutions in the usa and at home 
ask my firm to ‘present* them with a copy of some 
inexpensive book we have the following ‘form letter’ 
in readiness to send them: 

Wc have received your letter of and are sending 

you, as requested, a copy of. by 

At the same time we cannot but marvel that the funds of 

should apparently be unable to stand the strain of purchasing a copy of 
this inexpensive publication, and we sincerely deplore the circumstances 
which must have compelled you to appeal to our charity. 

It has proved uniformly successful ; it brings both the 
payment and a better understanding of the publisher’s 
position. 

Of one such publication, the applications for free 
copies amounted to three times the number sold, so 
engrained is the habit of regarding publishers alter- 
natively as philanthropists or endowed institutions. 

Newspaper Advertising . — ^After this digression let us 
return to newspaper advertising, which represents the 
one kind of publicity given serious attention by some 
firms. There is a sense in which we know little or 
nothing about either the value or the effect of news- 
paper advertising in its relation to books, and yet there 
can be no publisher who has been in business for any 
length of time who has not 'gleaned a great deal of 
empirical knowledge. The ordinary advertising expert 
is of little assistance to the book publisher. On that 
point, at any rate, most publishers who have made the 
experiment of employing one will agree. The problems 
that the ordinary advertiser has to face are different in 
many essentials, as advertisement agents often discover 
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for the first time when suddenly called upon to apply 
their expert knowledge to books. In the first place, there 
are very severe limits to what it is possible to spend on 
any one book, because the turnover of any one book 
is so limited. A publisher is dealing with pence where 
the seller of a staple commodity is dealing with pounds. 
Again, and this is a most important point, the demand 
for publishers’ wares is seldom repetitive, like the 
demand which successful advertising can secure for, 
let us say, soap or cigarettes. If ‘No. 1 3 soap’ is actually 
found to be ‘unlucky for dirt’, further tablets will be 
bought and used by the customer who has been induced 
to try the soap as a result of an advertising campaign. 
As a rule, one copy of a book satisfies the demand 
for the book on the part of the particular customer 
who has bought it, and (alas 1) will probably also satisfy 
the demand of the many friends to whom he is sure to 
lend it. There is an added difficulty, and that is that we 
may nearly all be potential buyers of some particular 
brand of soap, but there are few books of which more 
than an infinitesimal fraction of the public can truth- 
fully be regarded as potential purchasers. Our require- 
ments in the matter of books are much more personal 
and individual than our needs in the matter of food or 
clothing, or even toothpaste. This point is consistently 
overlooked by those whb consider that large advertise- 
ments in the daily Press are the only things that count. 
Advertisement consultants are quite correct when they 
point«out that the papers with the big circulations are 
sometimes the cheapest, if calculated at per person 
reached, but their argument, to be valid, presupposes 
that the person reached is a potential buyer, and this 
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is where the daily newspaper may conceivably be the 
most costly and least successful medium of all for the 
advertising of some kinds of books. The advertiser is 
obviously paying for so much circulation that is useless 
for his purpose. All successful advertisers know that an 
appeal addressed to those definitely interested in the 
article offered is more effective than two or three times 
the number of appeals to those who ‘may be’ or ‘ought 
to be’ interested. To put the matter in another way, if a 
book appeals to most of the readers of, let us say, the 
News of the Worlds it may be sound business to adver- 
tise it in that paper, but if it appeals to only i per cent 
of the News of the World public, it is a costly and 
ineffective way of approaching that i per cent. 

The advertising of half a dozen books may, and prob- 
ably does, involve half a dozen methods, as well as a 
variety of channels. The very vulgar type of advertise- 
ment may be suitable for vulgar works intended for the 
vulgar-minded, but such advertisements would merely 
repel the more cultured bookbuyer. The method as well 
as the channel of approach has then to be considered. 
Special intelligence is needed, because with the things 
of the mind saturation point is much more quickly 
reached than in other directions, and the attitude of the 
buyer is more critical. ‘Bright ideas’ and ‘new stunts’ 
for book advertising are all^very well, but have to be 
sparingly used to be effective. They are not easy to 
maintain at a high level, and they will almost certainly 
prove to be unsuited to some of the books being adver- 
tised. In arranging his advertisements, therefore, the 
book publisher is usually compelled to fall back upon 
good plain type, and where appropriate small eye- 
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catching line drawings, even though l}e may be charged 
with lack of enterprise; but it must be good type, and 
the increasing pains now taken with the lay-out of book 
advertisements may be observed in the advertisement 
columns of any literary paper. The best results are not 
obtained without effort and expense. 

Some newspaper offices are incapable of setting a 
book advertisement decently — ^to begin with, they may 
not have the right type. To meet such difficulties and 
secure the best results, publishers are frequently com- 
pelled to employ their own typesetters, and to supply 
the newspapers with moulds or stereos. This adds to 
the expense of the advertisement, but likewise to its 
effectiveness. It further standardizes the setting, and 
thus secures the repetitive impression which is solmpor- 
tant in advertising. I'he importance of attractive pre- 
sentation is accentuated by the sharp increase in the 
cost of advertisements. The rates of one Sunday paper, 
for example, advanced from 15s an inch in 1913 to 
an inch (single column) on which latter 
basis an eight inch double column advertisement costs 
;^240 for one insertion. 

The difference in the cirect upon the eye of the style 
of presentation may be seen in the two examples of 
good and bad type given below: 

P'WJSXlSIbflKB PUBLISHING 

tElbE trRXfttCto the truth 

There is a distinct limit to what people will read in the 
way of descriptive matter. On the other hand, it is often 
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extremely di^cult to give in a few words a really telling 
description of a book. The question that ought to be 
faced, but seldom is faced, is, What is the advertisement 
designed to achieve? Is it expected to make someone 
buy the book who has never heard anything about it or 
its author before; is it intended to inform those who 
know the author or who are. interested in the subject 
that the book has been published; alternatively, is it 
meant to be a reminder to those who have read reviews 
of the book, and are interested in it, that they ought to 
buy it; is it merely desired to provide a convenient list 
of books for subscribers to ask for at their lending 
library; or is it to advertise the publisher rather than 
the books? The end desired makes all the difference, 
or should make all the difference, in the means adopted 
to attain it. 

Personally — ^and I am quite aware of the risk I run 
in making this statement, that it will be used in a quite 
unjustifiable way against me — I do not believe that many 
people buy books merely because they see them adver- 
tised. If the book is being talked about, an advertise- 
ment may stimulate them to procure it. Were it on a 
subject in Which they are interested, or by an author 
whose work they admire, advertisements might prompt 
them to go to a bookshop and get it when otherwise they 
might not do so. Had it been recommended to them 
by a friend, an advertisement would perhaps stimulate 
them to buy it. This theory that book advertising is 
more likely to remind or stimulate people to whom the 
thought of buying the book has already occurred, father 
than to create a bookbuyer out of the void, is borne out 
by almost every publisher’s experience, viz. that if a 
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book is not selling and shows no sign of selling, no 
amount of advertising will make it sell to any extent 
commensurate with the expenditure; whereas if a book 
shows signs of catching on, careful and discriminating 
advertising may yield the most excellent results. The 
contention that books can be made to sell merely as the 
result of an advertising campaign has been tested over 
and over again. It has often been proved successful in 
the case of sets of books, when it has been possible to 
convince the public that they are needed as articles of 
furniture in their homes, but it has seldom, if ever, been 
successful in the case of an individual book which the 
public had not otherwise shown signs of wanting. 

One of the most interesting examples of recent years 
was a certain 2 s book upon which about £2,^00 was 
most skilfully spent. The advertising certainly secured 
it a substantial circulation, but the gross proceeds of the 
sales only amounted to about ;^2,8oo. It is quite true 
that to sell 40,000 copies of a serious work was a distinct 
achievement, but publishers can hardly be expected to 
make a habit of spending £2,^00 to secure such a 
result.* They would rightly point out that it would be 
nearly as cheap to give tlie books away. On the other 
hand a succeeding book by the same author would 
almost automatically enjoy a large sale even were less 
than a twentieth of the amount spent on advertising it. 

This is the clearest evidence that anyone could wish 
that it is the following books by the same author that 
deriv^ the maximum benefit from any extensive adver- 
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tising. What better justification could there be for the 
claim that a publisher needs a definite option upon 
subsequent work before embarking upon any big 
campaign ? 

When on one occasion the author of an unsaleable 
book maintained that it could be sold by extensive 
advertising, my firm challenged him to spend as much 
as he liked, and where he liked. We offered to carry out 
all his instructions and do all the work free of charge, 
and left him free to secure the best expert advice if he 
desired, on the understanding that if the gross proceeds 
of the sales from then onwards exceeded two-thirds of 
the advertising expenditure, we would ourselves pay 
the entire amount, but that otherwise it should be borne 
by the author. The challenge was accepted; the adver- 
tising was very well done, but the proceeds of the sales 
did not amount to so much as half of the sum spent.* 

In brief, the conclusion at which we arrive, regret- 
table as it may sound, is that just as whipping will main- 
tain, and even accelerate the speed of a top that is 
already spinning, but will achieve nothing with one 
lying dormant on the ground, so advertising will main- 
tain and even accelerate the sales of a book which is 
already being talked about, but will do little or nothing 
for one in which there is otherwise no interest. So that 
when we are told that a book -has sold well because it 
was extensively advertised, the truth may be that it was 
extensively advertised because it sold well. 

Some advertising, however, is needed in every case 
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in order to inform librarians, booksellers, and others of 
the existence of the book; but that does not necessarily 
involve advertising in daily papers. It means advertising 
in a book trade paper, in The Times Literary Supplement 
and some of the better weeklies. Book advertisements 
in such papers are often as carefully examined as the 
text. In advertising in them, one is addressing an 
audience definitely wanting information about new 
books ; but this, as we have seen, is very different from 
trying to arouse interest where it does not exist. My 
beliefs were fortified by some interesting data collected 
by the late Eugen Diederichs of Jena, who had the 
happy idea of inserting in all his publications a post- 
card asking his readers to let him know what prompted 
them to buy the book. The figures are so instructive 
that I give them below. 



Men 

Women 

I . Reviews 

t8-r 

17-6 

2. Personal recommendations from friends and 



others ... 

14-2 

17-0 

3. Other works by the same author 

13.8 

12-0 

4. Special prospectuses 

9-8 

5-0 

5. Window displays 

8-6 

5-0 

6. Publishers’ catalogues and T'ts 

6.7 

5-4 

7. Booksellers’ recommendation 

5-2 

7.0 

8. Subject being studied 

4-7 

3-3 

9. Advertisements ... 

4.-0 

1*2 

10. Newspaper articles f 

3.0 

3*3 

II. Lectures ... ... * 

2*8 

5-0 

12. Quotations 

2*6 

3.3 

13. Specimens of the text 

2- 1 

2-5 

14. Personality of the author 

1-3 

1-7 

1 5. Copies received on approval from booksellers 

0-8 

12 

16 , 17, and 18, all less than i per cent, include 




such items as quality of the production. 
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I do not wish to suggest that such a limited experi- 
ment is in any way conclusive or that the reasons given 
would be applicable in England, but the results are 
none the less illuminating. First, in both lists of what 
prompted people to buy the books, comes ‘reviews'; 
second, ‘personal recommendations’; third, other works 
by the same author; and special prospectuses, fourth. 
Advertisements only appear ninth on the list in the 
answers from men, and nearly bottom of the list in 
the answers from women. 

Other Forms oj Publicity . — I would draw special atten- 
tion to the high place occupied in the list by ‘special 
prospectuses’, and this brings us to the whole question 
of circularization as a means of interesting people in 
books. It is not a form of advertising of which there 
is much outward evidence. A publisher who spent his 
advertising appropriation in this way would, in the eyes 
of many authors, be a ‘bad’ publisher, whereas the 
publisher who spent the same amount in the daily Press 
with far less result would be a ‘good’ publisher, but the 
fact would none the less remain that, for many books, 
this form of advertising and advertising in specialist 
papers often pay best. If circularizing is to be well done 
it means the patient collection of the best possible lists 
of names and addresses of those interested in given sub- 
jects. It is always essential to» have your target very 
clearly in view if you arc t6 hit it. The lists will, of 
course, include libraries at home and abroad, because 
they are the biggest buyers for serious books, ^me 
firms have built up most profitable businesses almost 
entirely upon such advertising. Success or failure will 
depend chiefly upon the care with which the names 
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and addresses are selected, but also upon the attrac- 
tiveness of the circular, facsimile letter, or prospectus. 
In some cases, a post card may bring excellent results, 
particularly as a follow-up or reminder. Some book- 
sellers will give effective help with the distribution of 
prospectuses, but this side of their activities has not 
yet been as carefully thought out or as fully developed 
as it might be. If more booksellers kept a classified card- 
index of all their customers and potential customers, a 
great deal more could be done in co-operation with 
publishers. In some cases, for instance, it would be 
quite possible for the publisher to produce a circular 
letter suitable for booksellers to sign and send out, 
thus making the appeal more local and personal. 

One form of publicity which I have often thought 
desirable is to send out particulars of new books in the 
form of small cards so printed and arranged as to be 
suitable for use by librarians and booksellers in a card- 
index and preferably, therefore, following some recog- 
nized form of classification. It would mean trouble, 
and although the English book trade is possibly 
not yet sufficiently organized to make the scheme 
worth while, this method of sending out particulars 
of books will, I am convinced, some day be generally 
adopted. 

The publisher's complete catalogues^ and the announce- 
ment lists which he issues two or three times a year, still 
afford one of the most valuable means of publicity. Few 
authors realize the number of such lists distributed by 
some* firms, or the care with which they are looked 
through. The result of the dispatch of a big batch of 
annotmeement lists can often be traced in the next 
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week’s orders, and it does not follow that the only 
results obtained by this means are those of which there 
is immediate evidence. Many firms in addition publish 
house organs. They vary greatly both in their character 
and in their cost. It is doubtful whether the most ela- 
borate and expensive are necessarily the most effective. 
The extent to which they actually affect sales is very 
difl&cult to determine. If they are to be consistently well 
done, much time and energy must be devoted to them. 
As has already been mentioned, personal letters count 
for a very great deal in promoting the sale of books. A 
single letter may be the means of securing much pub- 
licity of the very greatest value. It is not always the 
publicity that costs most that is the most prolific of 
results, nor, and this must be emphasized again, is the 
most effective publicity work necessarily the kind most 
obvious to the author’s eye. 

Other -publications of the same firm are, of coxirse, 
constantly used as a means of securing publicity. Each 
book is made, as far as practicable, to advertise its 
fellows. Not only the jackets, but any spare pages at the 
end of a volume are devoted to this purpose. The latter 
have special' value, as they confront the reader when 
he has just finished a book and is most likely to be 
allured by a new one. 

hoose insets were at one time freely used as an adver- 
tising medium, but were discarded when the Australian 
customs, in their zeal to tax all advertisement matter 
not printed in Australia, decreed that as the duty was 
assessable upon the weight, either the importer must 
remove the loose insets or the books themselves must 
be weighed as part of the advertisement material and 
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included in the assessment. Some publishers, neverthe- 
less, still insert insets, but they run grave risks in so 
doing, if they do not remove them from any copies 
destined for Australia. 

Authors* fortraits are increasingly used; in America 
they seem to be an essential part of the advertising 
campaign. With a well-known author this is under- 
standable, as it adds a further kind of personal con- 
nection between the author and the reader, but the use 
of photographs is no longer restricted to established 
writers. Perhaps it is well to remind authors that photo- 
graphs intended for this purpose should have been taken 
at their own expense, not ‘free sittings’, as otherwise 
fees will be payable to the photographer, and the>extent 
to which the photograph is likely to be used will be 
thereby limited. A carefully mounted photograph is not 
required, a simple unmounted silver print, which the 
photographer will supply quite cheaply, being much 
more effective. Small snapshots are seldom of much use 
for reproduction, because in blockmaking it is more 
usual to reduce the size of the photograph than to 
enlarge it. 

The small foster at one time had some vogue in con- 
nection with popular novels. But it proved uneconomic 
and is in any case no substitute for other forms of 
advertising. Bookseller? can seldom make space for 
them. 

Sho'vo cards on the other hand can often be used by 
booksellers if they are not unduly large, (i in. X 1 5 in. 
should rarely be exceeded.) They should emphasize 
one compelling sales point in the fewest words and 
with the simplest visual impact. 
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Window displays can also be most effective with 
appropriate books. Topical, interesting or amusing 
exhibits can be combined with show cards, photographs 
and book jackets into a most attractive and efficient 
sales force. It is a form of publicity which calls for 
co-operation with the bookseller concerned. In that 
connection the importance of convincing booksellers 
that a particular book is readily saleable cannot be 
exaggerated. Some of the most effective advertising is 
directed to that end. Of outstanding books it is essen- 
tial that leading booksellers should receive proof copies 
well ahead of publication. 

Television. — h tremendously influential medium is 
already publicizing books — sometimes through inter- 
views with authors in a topical news item; at others by 
presenting the people behind the books. But this 
development is still .in its infancy, and will 
doubtless grow as the television authorities find out 
how many more viewers are interested in books and 
authors than is usually assumed. Increases in sales can 
be traced to the presentation of a book in a television 
or radio programme, but the value of television for 
advertising is most uncertain. It has the disadvantages 
of mass circulation papers inasmuch as one is paying a 
high price to reach an audience containing a small per- 
centage of bookbuyers. Book Tokens Ltd. made use 
of it in their 1958 pre-Christmas campaign, but 
apparently with less effect than anticipated. 

The Cost of Advertising . — ^People often ask what 
percentage of the publisher’s turnover is allocated to 
advertising. No reliable figures are available. My guess 
would be about 5 per cent of his turnover. When it 
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b borne in mind that a large proportion of the British 
publisher’s turnover consists of the sale of old books 
upon which little or nothing may be spent on adver- 
tising, it will be realized that the percentage on new 
books is extremely high. The gross tmnover of a novel, 
of which round about fifteen hundred copies are sold, 
may not exceed £$ 00 ^ and yet on such a book it is 
usual for a publisher to spend at least 100— in other 
words, over ao per cent of his gross proceeds — despite 
the fact that on a first edition there may be no margin 
of profit at all.* In proportion to the turnover involved, 
few commodities are so extensively advertised as new 
books. It is not, however, out of the heavily advertised 
books that the publisher makes his living, but out 
of books which continue to sell year after year with 
little or no expenditure on advertising. Such books, of 
which the reader may have never heard, are the back- 
bone of many of the older houses. It would be safe to 
go farther and add that, if some of the old firms had 
to live on the profits made on their new books in any 
one year, they would indeed be unhappy. 

In the past there has been little disposition on the 
part of publishers to compare notes regarding such 
matters as the ratio of the cost of advertising to turn- 
over. In Appendix V is given an analysis of such 
information as I have been able to obtain concerning 
working expenses. I hope <hat publishers will send me 
criticisms of these figures, and that I may be in a posi- 
tion to give more authoritative information at some 
later date.^ 
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Taking it as a whole, book advertising is fairly well 
done. Criticism is easy; improvement difficult. We 
could many of us do wonderful things if we had not 
to ensure that the expenditure on advertising brought 
a commensurate return. 

Co-operative Publicity . — ^No chapter on the advertis- 
ing of books would be complete without a reference to 
co-operative publicity, for which in its early days I 
fought so hard. In previous editions of this book I 
related how despite the most perverse and obstinate 
opposition a modest and tentative beginning had been 
made by the inauguration of the National Book Council 
whose objects were the promotion of book reading and 
the wider distribution of books. Those interested in the 
history of the movement will find it in the story of The 
Society of Bookmen,* a small but representative body 
whose one and only object is the advancement of the 
knowledge and appreciation of good literature. 

Here it must suffice to say that the confident hope 
I expressed twenty years ago that out of this modest 
beginning much greater things would grow has been 
amply fulfilled. The National Book Council has 
expanded into the National Book League with magnifi- 
cent headquarters at 7 Albemarle Street and thereby 
widened both its membership and scope. If as Emerson 
said Tn the highest civilization, the book is still the 
highest delight', it is not only fitting but essential that 
there should be a widely representative body, dis- 
associated from vested interests, able to speak with 
authority and knowledge on behalf of books. 

The. National Book League is just such a Public 

X British Book Trade Organization, page zoo. 

256 





CO-OPBRATIVB PUBLICITV 

Relations body representing books and will I am con- 
fident be eagerly concerned at all times to achieve for 
them the status which all the wiser elements in the 
community would wish them accorded and to which 
they are imquestionably entitled. 

In regard to the future of book advertising, my own 
view, and I know it is shared by few, is that the ten- 
dency will be . to use the daily Press and television 
primarily to arouse interest in books in general and to 
create a feeling of need for books and the recognition 
of their value in daily life; to concentrate advertise- 
ments of individual books in those papers, such as the 
weeklies, whose readers are definitely on the lookout for 
information about new books, and to develop the use 
of facsimile letters, prospectuses, etc., offering s]^cific 
books to the public definitely interested in them. More 
of this latter form of advertising ought I think to be 
carried through by the booksellers working in closer 
co-operation than heretofore with the publishers.' This, 
at any rate, is what a careful study of what can and 
cannot be accomplished by the different methods of 
advertising books would lead one to expect, but even . 
before this new edition has been printed some further 
and better method of promoting the sale of books 
may have been devised. 

In view of the certainty that I snail be charged with 
not believing in advertising, just because I have ven- 
tured to point out some of its obvious limitations in 
connection with books, I should like to suggest that 
it would be equally truthful to charge me with not 
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believing in ships because 1 refuse to shut my eyes to 
their limitations and their unsuitability as a means of 
land transport. I am, as a matter of fact, a whole-hearted 
believer in advertising, but at the same time have come 
increasingly to realize that much of the experience 
gained about advertising in other fields has less appli- 
cation to books than is comirionly supposed. 
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B efore discussing the more important ‘rights’ 
in books, other than the right of publication 
in book form in the English language with 
which this work is principally concerned, it will be well 
to examine, however briefly, the sources whence these 
‘rights’ are derived. 

The British Act of embodies the 
Berne Convention as revised in 1918 at Bruss^s and 
provides for the United Kingdom ratification of the 
Universal Convention. It is the subject of 

several treatises, and it will therefore be sufficient for 
our purpose here to state that it amends and extends 
the law of copyright so as to cover technical and other 
developments which have occurred since the passing of 
the 1911 Act. This defined copyright as: ‘The sole 
right to produce or reproduce the work or any sub- 
stantial part thereof in any material form whatsoever, 
to perform, or in the case of a lecture to deliver, the 
work or any substantial part thereof in public; if the 
work is unpublished, to»publish the work or any sub- 
stantial part thereof; and Shall include the sole right’ 
... to publish translations, dramatic versions, and to 
make .films, etc., and secures these rights for the life 
of the author and fifty years from the end of the calendar 
year in which he died in every original literary work 
first published in His Majesty’s dominions, without 
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fonnality other t^an the delivery of a copy of the work 
to the Trustees of the British Museum within one 
month of publication. 

The Act protects for the first time, but for 
twenty-five years only, the typographical arrangement 
of a book. 

Publication means ‘the issue of copies of the work 
to the public’, and for the purposes of the Act ‘first 
publication’ is not prejudiced by simultaneous publi- 
cation elsewhere, not exceeding thirty days previously. 

This last point, particularly when the period was 
fourteen days, as it still is in some Commonwealth 
countries which unlike South Africa and India have 
not yet adhered to the Brussels Convention, was con- 
stantly overlooked by American publishers, and some- 
times by English literary agents who should know 
better. In fact, a careful examination would show that a 
startlingly large proportion of American books were 
not copyright, theoretically, at any rate, in Great 
Britain because of failure to publish them within the 
prescribed period of their publication in the usa. I say 
‘theoretically’ because, so long as British publishers 
continue to act, as they almost invariably do, on the 
assumption that all books in English by living writers are 
ipso facto copyright and the legality is never questioned 
by anyone else, the works are for all practical purposes 
‘copyright’ throughout Her Majesty's dominions. I have 
purposely emphasized these last four words because 
elsewhere, before the Brussels Convention, simultane- 
ous meant simultaneous: the original Berne Conven- 
tion made no provision for the latitude allowed by 
British law. Furthermore, based on the French text, 
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the Dutch Courts held that ‘distribution’, even if made 
by an independent firm in — ^let us say — Canada does 
not necessarily constitute ‘publication’. Even under 
British lavr *a colourable imitation of publication’ is 
insufficient. 

When the position is reversed, and it is a question of 
British publications in the usa, the assumption is that 
a work is not copyright in the.usA unless there is clear 
evidence to the contrary. This fact has some unfortu- 
nate results, as we shall see later. 

The Berne Convention^ which automatically secures, 
without formalities of any kind, copyright in all the 
countries of the signatories, is now so taken for granted 
that few people realize that this form of protection of 
literary property has existed for only about seventy 
years. To be precise, the first Convention was signed in 
1886; it was revised in 1896, 1908, 

Practically all the civilized nations of the world are 
signatories, the only important exceptions being Russia, 
the United States, certain of the South American 
Republics — ^which have their own convention — and 
China. The Soviet authorities inherited the position 
from their Tsarist predecessors, whose example it is to 
be hoped they will not follow indefinitely. The United 
States, long debarred /rom signing by their insis- 
tence upon local manufacture as a condition of 
copyright, have frequently had Bills under consideration 
so drafted as to enable them to signify their adherence 
to the Convention. But they have *'hus far all ended in 
talk. 

Even without these countries, the Convention covers 
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American principle that everything is in the dotnaine 
public unless there is a notice to the contrary. More- 
over, the manufacturing clause still applies to the 
writing of American citizens wherever resident, subject 
to the ad interim copyright provision permitting the 
importation of up to 1,500 copies. Article 3 thus 
involves endless complicatioiis, besides the necessity of 
ascertaining the nationality of every author whose work 
it is desired to protect. It continues the American 
practice of discriminating against books in the English 
language. However, we must be grateful for any 
mercies where United States copyright is concerned. 
It is interesting to note that according to Act VI of the 
Universal Copyright Convention ‘Publication means 
the reproduction in tangible form and the general 
distribution to the public of copies of a work from 
which it can be read or otherwise visually perceived’. 

Of the many rights enjoyed by British authors under 
both the British Act of 1906 and the Berne 
Convention, the first to call for consideration here are 
Serial Rights which may theoretically exist in all publi- 
cations, although in practice only a small proportion of 
the thousands issued each year are serialized; similarly, 
by no means all the serials that appear in newspapers 
and magazines are published in book form. The best 
books do not necessarily make .the best serials, and vice 
versa. In fact, it is safe to say that the best serials are 
specially written for that purpose, in which case care can 
be taken to ensure that each instalment has a satis- 
factory ‘curtain’, and a satisfactory ‘curtain’ from an 
editor’s point of view is one that compels the reader to 
buy the next issue of the paper or magazine. Apart from 
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novels, few books, other than personal reminiscences of 
well-known people, lend themselves to serial issue in 
extenso prior to book publication. The ‘reminiscences’ 
may take any form, and would, of course, include 
personal stories of travel or exploration; to be ‘well 
known’ is not necessarily to be favourably known. On 
the other hand, parts of many books can first be used 
as articles. 

Serialization takes time, and even though a story 
may be adapted for the purpose, the author may not be 
willing to clefer publication in book form to take advan- 
tage of the fact. Most newspapers and magazines book 
up their serials a long way ahead, and to be successful 
in placing serial rights on any large scale it is necessary 
to have exact knowledge of such openings as exist at any 
given moment. Other factors being equal, the more 
time there is in which to place the rights the greater 
likelihood there is of doing so to advantage. 

In selling serial rights, it is particularly important 
to define the rights that are being offered and to ensure 
that the material will appear in at least three instal- 
ments.* Occasionally it is possible to get a favourable 
offer for the world serial rights ; more usually the serial 
rights for individual countries or States are sold 
separately. Again, in most cases, all that is sold is the 
‘first serial rights’ or the ‘single serial use’ in a given 
paper or periodical before^tht book is published, thus 
leaving the possibility of securing a further return from 
the second serial rights. These second rights, which 

> The publication of a complete novel in om ifisue of a journal jeopardizes 
book sales^ and in a recent judgment has been defined as book rights and not 
as serial rights. 
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may be second only in the sense that they are after book 
publication, are sometimes purchased for ‘syndication’ ; 
that is to say, a firm buys the remaining serial rights 
for a lump sum and makes its profit by farming them 
out to a number of small papers, none of which could 
afford to buy even the second serial rights for its own 
exclusive use. In addition to selling these rights to the 
smaller provincial papers in the United Kingdom, a 
firm of this kind would expect to pick up £,20 here 
and ^ 2 ^ there in such places as, let us say, Ceylon, 
Tasmania, or the North or South Islands of New 
Zealand, because in normal times many of the domin- 
ion papers run serials. 

Apart from knowledge of openings, to which refer- 
ence has been made, there is a large element of luck in 
placing serial rights. An unexpected gap between two 
serials may leave an editor particularly anxious to secure 
another in a hurry — at such a moment whatever comes 
his way will receive unusually favourable consideration 
— ^unusual because at most times the supply greatly 
exceeds the demand. 

An important element in success is close and con- 
stant contact with editors or the London representatives 
of those overseas and my own firm has a specialist, who, 
under the supervision of the directors, concentrates on 
this task. As so often in publishing imagination and a 
detailed knowledge of requivements plays a large part 
in the placing of serial rights, sometimes with unex- 
pected papers in out of the way places. The individual 
payments so secured may be small but cumulatively 
are a welcome and often unexpected addition to the 
author’s receipts. 
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The prices paid for serial rights vary enormously. 
Big figures are obtained by popular novelists or people 
much in the public eye. The fiction editor of a popular 
magazine has often to choose between a story totally 
unsuitable for serialization by an author with a big 
name and a first-rate serial at a quarter the price by an 
unknown writer. In such cases the ‘name’ is almost 
invariably selected. I recall one occasion when a famous 
novelist, who had failed after much effort to place the 
serial rights in his new novel, offered the book rights 
to a publisher on the condition that he bought the 
serial rights. The author was satisfied that the serial 
rights could not be otherwise sold. The novel was over 
1 50,000 words in length and there was very little^action 
in it. The publisher accepted the offer provided he had 
carte blanche to blue pencil for serial purposes, to which 
stipulation the author readily agreed. A competent 
journalist was instructed to cut out more than half the 
book and leave nothing that was not strictly relevant 
to the thread of the story. In this form, much to the 
author’s surprise, the publisher found an editor willing 
to pay ;^400 for its serial use, largely for the sake of the 
author’s name. 

This preference of ‘names’ to quality or suitability 
in selecting serials is being overdone and will in the 
long run bring its own nemesis. 

Far and away the best prices for serial stories or series 
of articles are paid by American papers, ij you are in 
the happy position of being able to supply exactly what 
they require. It is well worth while for British authors 
to study their requirements, for the rewards of com- 
pliance are substantial. 
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are taking the book’. There is a simple and effective 
test. How often will an American publisher buy a book 
by an unknown author from that author or a literary 
agent without either reading it or having it read.^ Never 1 
On the other hand, many an American publisher’s big 
successes have been bought solely on the strength of a 
British publisher’s recommendation. It happens con- 
stantly with some British publishers in whose judgment 
American publishers have learnt to place reliance. Is 
that of no value to the unknown author.? Again, certain 
publishers have such a high reputation for books on 
particular subjects that their imprint on any book in 
that field will at once render the rights easily marketable 
in the States (or vice versa). Would not good will of 
that kind be rated and rewarded highly in any other 
business or walk of life ? 

To choose the right American publisher is of para- 
mount importance, and in making his selection the 
British publisher will probably be guided by just those 
reasons which should influence every author in the 
original placing of his ms. 


Firs/ should come financial stability (many authors think about this 
last, if they think about it at all; but to enter into an agreement 
with a firm that does not pay its royalties is much worse than useless). 

Second^ the quality of the publisher’s list (most publishers tend to 
specialize to some extent, and it is nearly always wise to choose a firm 
noted for the kind of book you have to sell). 

Thirds the strength of the publisher’s selling organization (this would 
often exclude the very small or new firms). 

Fourth^ the desirability of securing a publisher likely to take a per- 
sonal interest in the work (this would sometimes exclude the very 
biggest firms). 
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Other less ponderable factors would influence a pub- 
lisher’s final decision^ such as his previous experience 
with the various possible American firms, etc., but,- 
having made his selection, a publisher would realize 
the advantages of abiding by it for future, work by the 
same author. The advantages of remaining loyal to one 
publisher are numerous; the disadvantages few. In the 
same list each book by an author can be made to adver- 
tise its fellow. Just as an individual lump of hot coal 
will soon cease to give out heat, whereas a dozen pieces 
will maintain a fire, so the individual book will lose 
momentum, whereas a dozen by the same author in 
the same publisher’s hands will collectively continue 
to sell. A group of books can be given attention and 
publicity in many ways denied to a single book. A 
librarian or a bookseller ordering un author’s books may 
easily overlook some of them if they are spread over a 
dozen publishers’ lists, but is unlikely to do so if they 
are concentrated in one. Fortunately these very obvious 
facts are becoming increasingly recognized by authors 
and, let it be added, by literary agents, who despite 
their protestations of virtue in this respect, were at one 
time largely responsible for authors moving from pub- 
lisher to publisher for the sake of some immediate 
advantage such as a slightly higher ‘advance’, regard- 
less of the permanent disadvantage to their clients. 

The American market ‘may sometimes prove more 
important than the home market because, owing to the 
greater population in the States, a book that ‘catches 
on’ sells much more largely over there. As a rule, there 
are no half-measures about it. The American book- 
buying public appears to be more easily led than ours, 
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and to exercise Ipss independent judgment. The herd 
instinct carries all before it, and publishing is both 
much more and much less of a gamble. 

‘Working expenses’ and trade discounts are greater, 
and it is therefore comparatively seldom that the scale 
of royalties paid by American publishers starts at more 
than lo per cent for unknown or lesser-known writers, 
or at more than 1 5 per cent for the better known, and 
it now never rises to as much as 20 per cent, however 
large the sale. 

Royalties are often paid on books not legally copy- 
right in the usa, but in that case 10 per cent is usually 
the limit; such an arrangement would probably be 
operative if the American publisher decided to print 
such a book after having imported it. 

The importation of ‘editions’, whether forming part 
of the English edition or separately printed, is the 
method adopted by American publishers in cases where 
a large sale is improbable. Some firms specialize in 
importations of this kind; others seldom, if ever, take 
a book if they do not feel it is worth while to print it. 
It is the British publisher’s business, if he has not his 
own branch in the usa, to know the suitable firms to 
approach. 

Piracy . — ^We have seen that, unless printed in the 
USA within the specified time, British literary property 
was at the mercy of anyone who cared to print it in 
the States; it is true no reputable American publisher 
would think of doing so, but there are American firms 
which make a practice of pirating English books. The 
price of freedom (from such piracy) is eternal vigilance. 
It is a great mistake to think, as many do, that because 
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there is no legal protection, nothing ^can be done. In 
most cases pressure of some kind can and should be 
brought to bear. One illustration will suffice, though 
it would be easy to give many examples. 

A new firm of American publishers started a popular 
series of reprints, and, interspersed among old non- 
copyright classics, included books by living authors 
not technically copyright in the States. When, without 
permission, they included several titles from our list, 
we naturally remonstrated, though, of course, without 
effect. The-'firm in question was both anxious to sell its 
publications over here and to open up relations with 
British authors. It employed a well-known firm of 
literary agents to act for it, and sent certain of its publi- 
cations for review in English periodicals. Wheh the 
agent offered us for publication in Great Britain a book 
containing our own copyright material, it seemed time 
for our campaign to begin. 


1. We wrote to the agent asking him whether he was aware he was 
acting for a firm which made a practice of taking the work of living 
authors witliout paying for it. He very properly replied that he would at 
once terminate the agency unless t*. y undertook to cease doing so. 

2. We wrote to several of the firm’s leading customers in New York, 
pointing out that the scries contained many volumes by living authors 
which had been taken without permission, and asking them to be good 
enough to write and verify our statement. 

3. We wrote to the Authors’ .Societies of Great Britain and of 
America, as well as certain publishers, drawing their attention, and 
asking them either themselves to protest or to get any of their authors 
whose vrork was being ‘pirated’ to do so. 

4. Immediately any of the firm’s works were reviewed in an Engh’sh 
paper, we wrote to the literary editor asking W'hcther he realized these 
publishers made a practice of appropriating the work of living authors 
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without paying for it. Several edhots Wote to the firm that they could 
not, in the circumstances, continue to notice their bools. 

5. In drafting contracts with any American publishers, we included 
the condition that th^ should not authorize the inclusion of any of their 
publications in the offending series, and of course explained why. 

6 . Finally, we advised the firm what we had done, and said it was 
only the beginning. 

They were very soon anxious to come to terms, and 
agreed to pay royalties on past as well as future sales, 
because, as one of the then partners of the firm sub- 
sequently explained to me, we had made'^^life such a 
burden to them that it was much simpler to come into 
line and pay up. He admitted with delicious candour 
that it got on their nerves when, every time the tele- 
phone bell rang, it proved to be an inquiry whether it 
was a fact that they were taking English literary 
property without paying for it. 

Unfortunately there are others with thicker skins 
who persist in their evil ways to the detriment of 
Anglo-American relations. 

One of the most astonishing examples of piracy 
was in connection with the work of Freud. A hitherto 
unknown American concern extracted chunks (not 
necessarily complete chapters) from our publication. 
The Interpretation of Dreams, translated by Dr Brill, 
mixed them with instalments, of at any rate one other 
work by Freud, published by Heinemann, and 
announced it under another title, not only as a new 
book by Freud, but as an ‘authorized translation’ by 
Dr Eder, who, like Freud, knew nothing about it — 
and, still more unbelievable, this remarkable publisher 
claimed copyright in the bookl 
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But, once again, let it be emphasized, piracy is the 
exception, not the rule; and few of the many excellent 
firms of American publishers, whose names are so well 
known and respected, are ever guilty of taking literary 
property by living authors without making , proper 
arrangements with whosoever would be the copyright 
owner were America a signatory to the Berne Con- 
vention, as, let us hope, she may be some day. 

Dumping of back numbers of American periodicals, 
cheap editions, and ‘remainders’ is another trouble 
with which'the British publisher has to contend. Mass 
production leads at times to mass accumulations, and 
those holding huge stocks of which it is imperative they 
should dispose promptly do not always pause to con- 
sider in what territories they are entitled to self their 
surplus wares. Legislation either to prevent, or to place 
a tax upon, the importation of back numbers has 
resulted. Such ad hoc legislation is not, however, with- 
out its unfortunate results as will be seen from a letter 
I wrote to The Times under the heading 
‘Duties on Bibliography’. 

Book Club Rights . — ^When I observed how disturbed 
German booksellers were au the unexpected success of 
the Buch-Gemeinschaft, founded and the first 
of all book clubs, I urged the As -ociated Booksellers 
of Great Britain and Ireland, as the Booksellers Associa- 
tion was then called, to form their own book club 
before an outsider stepped in. They replied, without 
hesitation, that a book club would not appeal to British 
readers or ever come to England. It is true that they 
have not attained in Great Britain the dominant position 
that they have secured in the States, where the selection 
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. of a book by oi\e of the major organizations could be 
likened to drawing a first prize in a big lottery. Stan- 
dardization of book selection carried to such extremes 
seems to me a disaster. It promotes the worship of the 
best-seller, and discourages the publication of good 
books which do not happen to have mass appeal. Book 
clubs in Great Britain are so carefully regulated that 
it is difficult to feel strongly about them. They nearly 
all rely upon ‘bargain appeal’, a factor of which the 
book trade as a whole has shied at making appropriate 
and legitimate use. As the result largely “bf ‘bargain 
appeal’, book clubs have sold millions of books that 
would not otherwise have been sold by the book trade. 
If, as most of us believe, the wider distribution of books 
is in itself a desirable thing, book clubs have certainly 
justified themselves. Personally I feel that a book club 
which achieved what ‘Readers Union’ originally hoped 
to do, namely the selection of outstandingly good books 
which had failed (like the early Conrads) to secure on 
publication the sale they deserved, and thus gave 
distinguished writing a second chance, would be 
rendering a public service. But that is expecting too 
much, though it is an ideal worth remembering. 

Digest and Condensation Rights are a more recent 
innovation. The amounts paid for the use of successful 
books thus selected are oft^n substantial, and like 
receipts from book clubs*- and the authorization of 
cheap reprints are shared equally by author and 
publisher. 

Translation Rights automatically exist in the case of 
all countries which are signatories to the Berne Con- 
vention, though, as we have seen, the duration of the 
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rights may vary. The absence of such rights does not 
promote the publication of translations, as might be 
supposed. On the contrary, where anyone may publish 
a translation without permission, it is usually worth 
nobody’s while to run the risk of doing so. The risk 
in such a case is threefold, because there is not only 
the uncertainty of whether the translation will sell, but 
the possibility that some competitor may simultaneously 
be preparing one, and the certainty that competing 
editions will be published, if by any chance the venture 
proves successful. 

The financial benefit to be derived from translation 
rights varies from country to country and often affords 
little clue to the importance of a translation appearing. 
For example, a Swedish publisher could and would 
probably pay more for Swedish rights in a book in 
which he was interested than a Greek or Roumanian 
and a Bulgarian publisher put together; but in view 
of the number of Swedes who read English, translations 
into the other languages mentioned may be much more 
desirable from a national point of view. And it is this 
national aspect of the matter T should like once again 
to emphasize. The importance of ensuring the publica- 
tion of competent translations of the best English books 
in as many languages as possible far transcends mone- 
tary considerations. But Jiere let me hasten to add that 
the sentimental author wht>, in consequence, gives his 
translation rights away in response to a gushing letter 
from ji continental admirer, does not thereby ensure 
the publication of a translation, let alone a competent 
one. The only satisfactory method of doing so is to 
contract with a responsible publisher, who will under- 
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take both to have a faithful translation prepared and 
to publish it in a prescribed time. Some payment is 
always desirable. The mistake often made is to ask 
‘more than the traffic will bear’. It is astonishing how 
difficult most authors, and even some literary agents 
and publishers, find it to assess the appropriate amount. 
A moment’s thought will bring to mind the paramount 
considerations. The first, common to all languages, is 
that the cost of making the translation is a first charge 
on the item ‘authorship’. It is obvious that it must in 
effect be deducted from the royalty, because, if the 
royalty be a fair one, it is impossible for the publisher 
to pay a translator in addition. To put the matter in the 
converse way, it will not be disputed that if a publisher 
can afford to pay a translator in addition to any given 
royalty, he is in a position to pay a higher royalty, if 
there is no translator to pay. 

The cost of translation must therefore be taken into 
consideration in assessing the amount of the royalty. 
One method of doing so is to halve or otherwise divide 
the royalty until the translator’s fee has been covered; 
another is to accept a lump sum for the first ‘x’ copies 
and the full royalty thereafter. When that point is 
grasped, and it is fundamental, various questions have 
to be considered: 

I 

I , What is the probable sale (or, alternatively, what is to be the size 
of the first edition and at what price is it to be issued)? The answer 
to that question will depend upon the size of the population speaking 
the language; their degree of interest in things British, and the' propor- 
tion of the population that is literate. It is clear that a publisher 
issuing a book in a language spoken by a comparatively small population, 
most of whom are illiterate, can only make a nominal payment. The 
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important thing in such cases is to ensure that any^^nnent which it not 
on account of royaUies should cover merely a prescribed number of 
copies, and that there should be provision for a royalty on sales in 
excess of that number. 

What is the purchasing power of the country concerned? This 
includes not merely the standard of living, but the relation of the 
currency to sterling. 

3. What, under similar circumstances, would be a feir royalty in 
England? because that less the cost of making the translation will then 
give some clue as to what could be asked or expected. 


It shoufcl be borne in mind that translation rights 
embrace serial as well as book rights; it is thus impor- 
tant that there should be no ambiguity as to what rights 
are being offered or purchased. Many foreign ^lews- 
papers and periodicals make use of translations as 
‘feuilletons’, and the fact that ‘rights’ have been 
secured for this purpose does not necessarily secure 
publication in book form. Most authors will rightly 
regard actual publication in book form as of the essence 
of the contract, in which case it is wise to provide for 
the rights automatically reverting if publication does 
not take place within a prescribed period. If the author , 
has sufficient linguistic ability to check the quality of 
the translation, provision may be made for it to be 
submitted to him. It may also be wi^e to place on record 
that there shall be no abridgment or alteration without 
the author’s written consent. 

The agreement should provide for half-yearly 
accoupts at the start (yearly thereafter), and show clearly 
whether the royalty is payable on the full published 
price of the cloth-bound as well as ot the paper-bound 
copies. Many Swedish publishers calculate all their 
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royalties on the. published price of the paper-bound 
edition. At one time this was unimportant, as the bulk 
of the sales were in that form, but with the ever- 
increasing tendency to use cloth binding the difference 
may be considerable. 

In the guide to Royalty agreements, already referred 
to, there is a supplement dealing with the wording of 
agreements for the sale of translation rights. There is 
not the slightest difficulty in ascertaining which pub- 
lishers in the leading European countries are interested 
in the publication of translations, because unesco 
publishes an ‘Index Translationum’, which provides 
much interesting information as to the European 
languages from, and into, which books of every type 
are being translated ; but it is doubtful whether a dozen 
people in Great Britain or the usa bother to study 
the ‘Index’. 

As the conditions vary from country to country it 
will be convenient to treat them separately. 

German Translation Rights . — There is no longer any 
difficulty about arranging contracts upon a royalty 
basis. There are, however, pitfalls for the unwary. The 
number of publishers in Germany is legion, and, as we 
have seen in the chapter on Agreements, an unfavour- 
able contract with a good firm is at all times to be pre- 
ferred to a favourable contract with an unstable one. 
An English publisher in close touch with the Bdrsen- 
verein is in a position to ascertain the status of any 
German firm in a way that no author or agent c^n do, 
and as a recipient of the trade paper, the Borsenhiatt^ 
the circulation of which is restricted to members, has 
unique opportunities of gauging German and Swiss 
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publishers’ requirements. Points of this kind are apt to 
be overlooked by authors. 

All questions not specifically settled in a publishing 
contract entered into in Germany are governed by the 
Carman law regulating publishing; thus, for example, 
if no mention of either matter is made in the agreement, 
the author is entitled after the lapse of twenty years 
{yide % 2) to include any of his writings in a collected 
edition, and the publisher is entitled {yide § 6) to use 
up to 5 per cent of the edition as ‘free copies’. There is 
much in die Act of great interest to British authors and 
publishers, but it would take us beyond the scope of 
this book to examine it. 

The Danish and Norwegian Translation Rights j^fe now 
almost invariably sold separately. It is usually possible to 
secure a royalty arrangement, but a lump-sum payment 
for a defined number of copies is sometimes substituted. 
This latter method secures the right to further pay^ 
ments if the translation proves unexpectedly successful. 
Of necessity, owing to the smallness of the populations 
of these countries, the amount that can be expected is 
not very substantial. 

The Swedish Translation Rights usually yield rather 
more than the Danish or Norwegian rights, because the 
population is larger and there is a substantial sale for 
Swedish books in Finland as well as in Sweden. Some 
Swedish publishers make a point of consulting their 
Finnish agents or collaborators before deciding upon 
the purchase of any rights. Speaking generally, the sale 
of the Swedish rights indicates a probable demand for 
the Danish and Norwegian rights, and vice versa, 
because the requirements of all three countries are very 
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much alike. This also applies to the Finnish Translation 
Rights for which one can expect about half the amount 
received from Sweden. 

The Dutch Translation Rights in any literary work that 
proves particularly successful in England are readify 
marketable; this is surprising in view of the fact that 
every second person in Holland knows English, if not 
two or three other languages. The Flemish part of 
Belgium and to a rapidly declining extent the Indo- 
nesian Republic provide an additional market for the 
Dutch translations, and the amount paid 'for these 
rights, though inconsiderable, is often as much as for 
the Danish or Norwegian rights. Here again the pay- 
ment should cover a prescribed number of copies, if it 
is not on account of royalties. 

When we turn to the French Translation Rights we 
are confronted by more difficult conditions. French 
publishers are by no means modest in their valuations 
of translation rights in their own publications (their 
requirements are often ridiculous, particularly if they 
think an American firm is interested in them), but are 
apt to be timidity itself when it comes to embarking 
upon French translations of English works, let alone 
making any substantial payment for the rights. It is 
usually possible to arrange for a royalty basis, but if 
that is done, an advance paymeot and a provision that 
it shall be forfeited if publication does not take place 
within a prescribed time are desirable. 

The Spanish Translation Rights are no longey an 
uncertain quantity. Spanish publishers find a ready sale 
for translations from English and are willing to pay a 
reasonable and often generous figure for the rights. 

28a 



One basis favoured is a cash payment of from £2^ to 
£$o for the right to sell 2,000 to 3,000 copies with a 
10 per cent royalty thereafter, but for important books 
£^0 or more is obtainable on account of royalties. It is 
well to remember that Barcelona is an even larger 
centre of publishing than Madrid. Many of the most 
enterprising Spanish firms have their headquarters in 
Barcelona, and some of them publish books in Catalan 
as well as Spanish. Furthermore there is ever increasing 
publishing activity in Mexico and South America and 
it is becoming practicable on occasion to sell the Spanish 
rights for these territories independently. It is thus 
essential when disposing of Spanish rights to define the 
territory covered by the transaction. Broadly speaking 
the quality of Spanish translations, particularly those 
made in South America, leaves a good deal to be desired. 
Some firms take a great deal more trouble than others 
to maintain a high standard and authors are well 
advised to take this fact into consideration. 

The Portuguese Translation Rights are becoming 
increasingly saleable particularly to Brazilian pub- 
lishers most of whom are satisfied with the exclusive 
right of sale in Brazil and Spanish America and pay 
good prices. This leaves one free to sell the rights for 
Portugal and the Portuguese colonies to a Portuguese 
publisher if he can be persuaded to buy them with the 
Brazilian market excluded. Of the two territories 
Brazil is already the more important and in the future 
will Jbe overwhelmingly so. 

The Italian Translation Rights are becoming more 
valuable. Italian publishers used to be less willing to 
pay a reasonable sum for translation rights than their 
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sale and an interest in' these rights may pro^de the 
publisher with an inducement to embark upon publi- 
cation when otherwise he would not. 

The Film Rights are in a slightly diflFerent position. 
They are often excluded from the book publisher's 
contract, but the fact remains that they are usually 
unsaleable until the book is pi^lished. In other words, 
in the case of an unknown writer it is the publisher’s 
expenditure that renders these rights marketable. It 
may easily happen that a publisher, in losing heavily 
over the publication of a first novel, may give sub- 
stantial value to the film rights, and also, according to 
Curtis Brown’s one time manager, ‘help an author 
enormously to place his short stories and journalistic 
work, and probably enable him to get better prices’. But 
if a publisher ventured to suggest that in such circum- 
stances it would not be inequitable were he to have 
some quite modest share in this result of his enterprise, 
he would probably be denounced.* The publication of 
novels by unknown writers is often exceedingly specu- 
lative, and there would seem to be no good reason why 
an author, who chose to do so, should not offer a pub- 
lisher, by way of additional inducement to take the risk, 
an interest in the film rights which, but for publication, 
would remain unmarketable. 

‘Pictures’ soon get out of date. The right granted 
should therefore be to make one picture only, and there 
should be a time-limit in the contract. Application is 

» Since that was written my firm lost heavily over the publicatioif of an 
English translation of a Scandinavian novel of which the film rights were 
told for £ 2,000 to a Hollywood firm who would never have heard of the 
author or read the work but for our expenditure. 
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often made for an ‘option’ on the film rights. In such 
cases a payment is customary. This’is forfeited if the 
option is not taken up but forms part of the advance 
if the rights are acquired. 

* Sound Broadcasting Rights may be a source of direct 
revenue and in addition have value as publicity. The 
minimum fees payable are governed by an Agreement 
entered into between the BBC, the Authors’ Society, 
and the Publishers Association. 

Television rights are becoming increasingly important 
and should be jointly controlled by the publisher. It 
may be suggested that this will prejudice the sale of 
film rights because all film companies now demand 
television rights. This difficulty can be overcome by 
the publisher agreeing to relinquish, for so long as may 
he necessary^ his joint control, subject to the payment 
to him of a suitable sum by way of compensation. 
Some film companies are content to acquire television 
rights in their film alone; others are satisfied to control 
them for a comparatively short period, and in some, 
instances to compensate publishers in respect of their 
share in the rights. It should be remembered that in 
many cases the publishei , by the mere fact of con- 
tracting to publish a book, apart from his services in 
its promotion and marketing rdl over the world, 
increases the value of these rights, and indeed may 
even bring them into existence. 

The situation is complicated by the fact that tele- 
vision rights are of different kinds. At one end of the 
scale*are readings from the text of the book, at the other 
dramatized versions in which only some of the author’s 
original works are used. The difficulty is to draw a line 
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that the questio;i of, protecting the author from his 
supposed protector — the literary agent — ^is now some- 
times discussed in the columns of the Author. 

The trouble would be mitigated if not largely solved 
if the Authors’ Society officially ‘recognized’ as ‘Liter- 
ary Agents’ only those firms who had their accounts 
properly audited and submitted to the Society a half- 
yearly certificate that all their liabilities to authors had 
been faithfully discharged. If they were wise the better 
agents — and there are some of the highest repute — 
would welcome such a procedure. 

With the advent of new ‘rights’ of many kinds, the 
management of literary property has become a much 
more complicated and technical business. This has 
greatly strengthened the agents’ position and made 
their services of real value to some authors. Whilst it 
is quite true that some agents are better than some 
publishers in placing subsidiary ‘rights’ of one kind 
or another, it must not be forgotten that some pub- 
lishers are better than many agents at so doing. 

For many authors today, the right of publication in 
book form is by no means the most important direct 
source of income. Film, serial, dramatic, broadcasting, 
or other rights may yield far more, and it is in these 
directions that an agent may prove particularly helpful. 
At the same time it must r\ot be overlooked that, 
indirectly, book publication is still of paramount 
importance. The author’s prestige — ^which, trans- 
lated into cash, means the price his articles or, short 
stories will command — ^is nearly always dependent 
upon the reputation made by his books. This fact is 
increasingly recognized by authors. 
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In placing book rights, agent§ teiyi to turn first to 
the big fiction publishers, who are, of course, their 
chief clients, and failing them, to the unimaginative 
or new publisher bent on building up a list in haste. 
Wiiether this is in the interests of authors, or whether 
the best publishing is done by either class of firm, is, 
to say the least of it, doubtful ; but that agents should 
give them first consideration is perhaps inevitable. In 
both cases the decision is likely to be based mainly upon 
commercial considerations; the intrinsic merits of the 
MSS will ndt be examined too closely. The specialist and 
the literary publisher, on the other hand, are usually 
more independent. They are more fastidious in their 
selection of mss, and not so ready to buy ‘blindly^. Nor 
have they any need to do so, because such firms receive 
so many mss direct from authors. Furthermore, their 
reputation probably rests upon the maintenance of a 
very high standard. 

Authors employing agents should remember that 
some of the best publishers avoid doing business with 
certain agents, and vice versa: otherwise they may find, 
too late, that the most likely firm to take their work 
has never been approached. It would also be well for 
authors to bear in mind that a publisher may be able 
and willing to grant concessions to an individual which 
fear of creating a precedent would deter him from 
granting to an agent. Thk at once introduces a certain 
rigidity into negotiations with agents. 

Oije other point deserves mention because it is a 
fi'equent cause of friction. Its importance was recog- 
nized by the one-time manager of Curtis Brown Ltd. 
and I cannot do better than quote his words: 
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A publisher likes to, have his contracts as nearly uniform as possible, 
for this simplifies lus handling of a book. A certain routine is usually 
established in regard to publishing a book, and if there are no special 
points to be observed, the process of production and selling will go 
along automatically in a well-ordered office; but confusion is apVto 
occur if the publisher has to stop constantly and refer to his contract 
to see whether he has the right to do this or that. Book-keeping is also 
simplified and mistakes are less hkcW to occur if the contract is on 
standard lines. < 
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CHAPTER. X 


OTHER ASPECTS OF THE BUSINESS 

T he preceding chapters have left untouched a 
number of interesting qufestions and much of 
the day-to-day routine work of a publisher. I 
propose Hfere to repair some of these omissions. The 
efficiency or inefficiency of all the activities previously 
described depends lai'gely upon the co-ordination of the 
various departments. The infinite detail makes^this a 
difficult task even where the utmost good will prevails, 
and a quite impossible one without it. A policy of water- 
tight compartmentsis fatal in a publisher’s office, because 
almost everything decided or done in one department 
has some bearing upon the work of another. The more 
understanding there is among a publisher’s employees 
of the other fellow’s job, the more co-operation there 
will be and the fewer mistakes. For this reason, if for 
no other, it has always seemed to me a wise policy to 
take pains to ensure that all employees should know 
as much as practicable about the business as a whole, 
as well as the exact bearing of their work upon that of 
the other departments. Of course, the larger the staff, 
the more difficult this is to achieve. 

Before 1914, employees in the book trade were for 
the most part seriously underpaid, and the labour 
troubles encountered thereafter wei'e an almost inevit- 
able reaction. Few firms had the decency, or should 
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we say foresight? to grant wage increases pari passu 
with the rise in the cost of living; many resisted 
the most modest demands until they found them- 
selves coerced. Those times are gone, never, I hope, to 
return. Today a different spirit prevails. Whilst it* is 
clear that it is not possible to pay the exceptional wages 
earned in newspaper ofEces, it is generally agreed that 
a reasonably high standard should prevail, and that 
so far as practicable the more responsible employees 
should feel a direct interest in the prosperity of their 
respective firms. This is the more importaric because, 
as in solicitors’ offices, there are few highly paid posts 
in the book trade. The largest firms may have two or 
three managerial positions; the smaller none, or at most 
one. A successful publisher’s manager is usually tempted 
to start in business for himself; in any case, publishing 
profits are usually too precarious to justify high salaries; 
and, whatever he paid, the publisher who had his 
whole heart in his profession would want to do the 
lion’s share of the managing himself. 

Finance . — It is a commonplace that the financial side 
of a business is of paramount importance, but it is one 
that is even more apt to be overlooked in a publishing 
house than elsewhere. The temptations to do so are 
great. It is so easy, if your inclinations prompt you 
to publish a particular book, either to ignore altogether 
or to judge too optimistically its financial prospects. 
The danger inherent in giving the benefit of the doubt 
to every book in which you are personally interested 
has perpetually to be guarded against. But, apart alto- 
gether from these considerations, there is the equally 
important question of the general basis upon which the 
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business is to be run. In the past it was customaty for 
publishers to rely very largely upon extended credit 
obtained from stationers, printers, and bookbinders, to 
finance their undertakings. It was a thoroughly evil 
system for many reasons, but particularly because of 
the way in which it bolstered up inefficient and some- 
times quite insolvent firms, with the result that when 
the final and inevitable crash came, the losses sustained 
by all concerned, and authors in particular, were much 
greater than would otherwise have been the case. The 
printer arid bookbinder, if they held any considerable 
stock upon which they could claim a lien, might in such 
cases conceivably recover something from the wreck, 
and in any case they probably charged sufficiently high 
prices to cover the risk; but the unfortunate author 
was almost invariably an unsecured creditor to whom 
little or nothing was forthcoming. During the two war 
periods it was impossible for extended credit to be 
given, and it is to be hoped that publishers as a whole 
will never again desire or be able to depend so largely 
upon stationers, printers, and bookbinders for the capi- 
tal with which to run their businesses. The firms that 
can pay promptly for their requirements are obviously 
likely to get the best service, but if publishers are to 
be in a position to do this without outside assistance, 
they must, especially ir^the case ot growing firms, place 
painfully sharp limitations upon the drawing out of 
such profits as are made. As we have been officially 
reminded, ‘the soundest method of trade — and this 
applies to individuals, companies, and combines — ^is to 
trade on one’s own resources and not on borrowings’. 
But having given this excellent ad^nce officialdom has 
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since made it virtually impossible for most publishers^ 
at any rate, to follow it. 

Authors are directly interested in the financial sta- 
bility of publishers, though it is surprising sometimes 
how little thought they appear to give to it. *’ 

Authors' Accounts . — ^The efficiency with which these 
accounts are prepared varies Offibrmously from business 
to business. There are alternative methods of securing 
the necessary figures of sales. The most rapid and the 
simplest is to take the number printed, to deduct from 
it the stock on hand and the number distributed free 
to the author and to the Press, and to treat the balance 
as sold. The alternative and more reliable method is 
to analyse all the sales, that is to say, to go through 
each invoice separately and post each transaction to 
a sales analysis card on which, under the title of the 
work, are entered exact particulars of every copy sold. 
How many publishers adopt this method I do not know. 
It is a most laborious task, but has many advantages. 
It provides a double check, because freedom from 
mistakes can easily be ensured by the simple process 
of adding to the sales shown in the analysis the stock 
on hand and the number given away, and see that the 
total tallies with the number printed. Furthermore, it 
enables the publisher to tell at a glance who have 
proved the best customers for ^ny particular book. 

Whichever system is adopted, the question arises 
whether an author is entitled to ‘stock accounts’. The 
Authors’ Society says ‘yes’, but foolishly couples^ with 
that answer the demand for half-yearly accounts, which 
shows a lamentable ignorance of the actual working 
of a publisher’s office. The stock account, to have any 
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real value, must be based upon aqjtual stock-taking 
figures, and no publisher takes stock more than once 
a year. It is quite bad enough that for one day in the 
year his entire business should be brought to a stand- 
still. On the other hand, authors very naturally do not 
want to be kept waiting unnecessarily for payment, and 
where any sum over ;^io is involved an interim account 
is a reasonable request. It should, however, be clearly 
understood that it is an interim account, and it should 
not be given the same status as an account based upon 
stock-takihg figures. To press for accounts to be 
rendered within an unduly brief period after the closing 
of the year to which they refer, is unwise because it 
precludes the checking of the author’s account with 
the stock-taking figures. 

Some publishers believe in giving the minimum 
information, a course which breeds suspicion. But the 
inclusion of stock accounts proved such a rod for our 
backs when we lost over a million books by enemy 
action that I can no longer recommend others to 
provide them. The fact that we did not recover from 
war risks insurance as much as the sheets would have 
fetched for pulping, and that all our agreements specifi- 
cally state that no royalty is payable on copies destroyed, 
did not deter some authors from making exorbitant 
demands based on thq stock accounts and indulging 
in acrimonious correspondence. The many publishers 
who refrained from giving stock figures were com- 
plete[y spared that unpleasantness. 

In connection with the preparation of authors’ 
accounts, a card-index summary of agreements is essen- 
tial. The more standardized the agreement forms are, 
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the more easy the work becomes. At the best, the 
amount of detail involved is usually out of all propor- 
tion to the turnover. Just as I think it is in the pub- 
lishers’ interests to see in what way they can reduce 
booksellers’ overhead expenses, so 1 believe that if the 
Authors’ Society were wise, it would see what steps 
could be taken, without impairhig efficiency, to reduce 
the appalling amount of clerical work which authors’ 
requirements inflict upon publishers. It is obvious that 
the more a publisher is compelled to spend on unneces- 
sary overhead expenses, the less margin Me has for 
either the author or himself. 

An example of such economy, in the case of a book 
that has had its day, is to compound the royalty on the 
balance of the stock by a single cash payment appro- 
priate to the circumstances. It is the common-sense and 
practical way of saving the clerical labour entailed in 
the rendering of innumerable further small accounts. 

Stock-taking is a much more complicated process than 
authors are apt to realize. The stock actually held at a 
publisher’s office generally represents a fraction of the 
whole, though it will probably include some copies of 
every book in his list. The balance may be distributed 
over all parts of the kingdom. Some of the stock, bound 
and unbound, may be at printers’ so far away as Aber- 
deen or Plymouth, in the publisher’s own warehouses, 
or in those of the binders he -employs. The publisher’s 
staff has, therefore, not only to count the stock in the 
publisher’s actual possession, but also to obtain reports 
from all the printers and binders who hold stock for 
him. These reports have to be carefully checked with 
the publisher’s own records. It is very rarely that they 
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tally. Long lists of queries go back tp the printers and 
binders, and it may be weeks before all the figures are 
finally adjusted and ready to enter in the publisher’s 
stock-book. 

Uens . — ^Printers and binders now profess to object 
very strongly to holding so much stock, and make vary- 
ing charges, after the lapse of three years, to cover the 
serious expense of warehousing it. In many cases, how- 
ever, they would be very nervous if they did not hold it, 
because practically all of them claim a lien on stock so 
held; tha^is to say, they claim the right to regard the 
stock as security for the payment of their account for 
printing or binding it. There are two kinds of liens, a 
general lien and a particular lien. The former, which is 
much more difficult to enforce, is a kind of floating 
charge which disregards the question whether the 
account for the printing and binding of the particular 
books stored has been paid. A particular lien, on the 
other hand, which is comparatively easy to enforce, is 
concerned merely with the printer’s or binder’s charges 
for actual work done on the particular book on which 
the lien is claimed. The question sometimes has the 
very greatest importance to authors. Let me take an 
extreme case as an illustration, viz a commission pub- 
lication for the production of which the author has paid 
the publisher, but foi; which, although the printing 
and binding have been completed, the publisher has 
not yet paid either the printer or binder. If, at that 
stagq, the publisher’s affairs came into the hands of a 
receiver, the author might find himself in the unfor- 
tunate position of not being able to secure possession of 
the stock for which he had paid without paying for it a 
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second time, assigning, as might well be the case, that 
part of the stock was at the printers and part at the 
binders. What the position of the printer or binder 
would be if the lien was never cleared still remains 
uncertain. Both printers and binders usually claim tlie 
right to sell such stock so as to use the proceeds to meet 
their charges. In so far as they are dealing with the 
publisher’s own property, that is to say the physical 
materials of which the book is made, their claim is 
probably valid, but it is difficult to see how they can sell 
the book as a book without infringing the rightli of a third 
party, viz. the owner of the cop)rright, i.e. the author. 
In practice there is usually some compromise, because 
the receiver is as anxious to wind up the affairs as the 
author or publisher is to get possession of the books. 

One point printers and binders are apt to overlook 
is that from the moment they charge for warehousing 
they cease to be ‘gratuitous bailees’ and in consequence 
lose the measure of relief from responsibility that 
status secures them. 

Upon the Valuation of Stocky Plant, and 
depends the solvency of a publishing business. It is 
the easiest thing in the world to show profits if you 
care to deceive yourself as to the value of the stock on 
hand. The standards applicable to other businesses are 
not applicable to publishing. Eypry book venture would 
show a profit if the stock left -on hand were worth cost. 
There would indeed be little difficulty were it sufficient 
to write off lo per cent or even 20 per cent from^^cost. 
But, alasl few books that have ceased to sell are worth 
anything approaching cost, and many have no value 
except for pulping. If the book is not a steady and 
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substantial seller, the only safe plan is, to face the ques- 
tion what the stock is certain to realize as a remainder; 
and, in the case of a steady seller, it is essential to make 
sure that the stock is not in excess of the requirements 
of,* say, the next three years, before accepting cost as 
a proper valuation. There is no short cut; every item 
must be separately valued title by title. Practically all 
publishers agree about the need for drastic deprecia- 
tion; nearly all impress upon you that they themselves 
see to it that their own stock is adequately written 
down ; but* the fact remains that nearly all publishers 
deceive themselves— -often quite unconsciously — and 
over-value their stock. Many publishers would be 
unable to look their profit and loss account in the;..face 
if they dealt really adequately with depreciation. This 
sounds like a very sweeping statement, but there is 
plenty of evidence to support it. I have in one con- 
nection or another been called upon to examine scores 
of publishers’ accounts — it is true that they were many 
of them firms that had got into difficulties — ^and I have 
never found a single instance where the stock was not 
hopelessly and fantastically over-valued. But there is 
no need to confine ourselves to private information. 
The records at Somerset House will show anyone 
interested what an amazingly large proportion of the 
oldest and most esteemed publishing houses have been 
reconstructed in some way or other at some period of 
their existence, in order to write down their capital 
and reduce their valuation of stock, plant, or copy- 
rights, which they found themselves unable to do by 
any less drastic means. There are few publishers who 
would not be thankful to turn their entire stock into 
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cash at the figure at which it appears in their balance- 
sheet, and if that is so, it is quite certainly over-valued. 
Apart altogether from other considerations, there are 
two points which are almost invariably overlooked 
when valuing stock: 

1. The heavy cost of realization: if the publisher does not receive 
considerably more than the figure at which the stock is valued, he will 
be seriously at a loss by the time it is turned into cash. 

2 . The author’s interest in the stock : even if it cost nothing to dispose 
of the books, the publisher would be out of pocket by the amount of 
the author’s royalty if they merely fetched the price at wUch they were 
valued. In the case of profit-sharing books, the author’s interest may 
be 50 per cent. 

The extent to which publishers deceive themselves 
varies greatly, but the most remarkable case 1 ever 
encountered was that of a diary publisher long since 
deceased, who solemnly valued at cost diaries for past 
years 1 This sounds incredible, but it is probable that 
an examination of many publishers’ valuation books 
would disclose some examples which, though less 
obvious, were equally wide of the mark. There have 
even been cases of publishers who wrote up the value 
of their stock when they found the results of the year’s 
trading were not entirely to their liking. ^ 

When we turn to the value of plant, which, by the 
way, is not plant in the income-tax sense, because in 

I Since the foregoing was written many publishers lost stock by enemy 
action. Under the provisions of War Risks Insurance cum Excess Profits 
Tax the provident publishers were heavily penalized because anything 
received by them beyond the nominal amounts to which they had written 
down their stock in their balance-sheets was taken as excess profits/ whereas 
the improvident who over-valued, or had artificially written up, their 
stock were endowed by having it turned into cash at inflated prices which 
showed no 'profit* on their balance-sheet figures. 
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a publishing business it refers merely to moulds, stereo- 
plates, electroplates, negatives, and blocks, there is only 
one safe rule, and that is to get the valuation on to a 
metal basis as rapidly as possible. By a metal basis I 
mean, of course, what the plates, etc., will fetch for 
melting. In the case of plates of works of a permanent 
value, from which many reprints will be wanted, the 
cost can, if necessary, be written olF over a period of 
three or five years, but it should be written off in equal 
instalments, because to write off say 20 per cent each 
year does<»not mean, as so many people innocently 
imagine, that the whole amount will have disappeared 
in five years. On the contrary, a third of it will still 
remain, and after yet another five years only about 90 
per cent of the original sum will have been written off. 
Unless they are already on a metal basis, all valuations 
of plant should now be drastically overhauled in view 
of the new processes which enable one to reproduce 
books of which no plant is available. This is a factor 
which even income-tax officials cannot ignore. 

The overvaluation of copyrights was the pit into 
which many publishers of past generations fell. In those 
days, it was much more customary than at present to 
acquire copyrights for a lump-sum payment, and in 
such cases it was natural, and indeed often essential, 
to include a substantial item for copyright in the 
balance-sheets. But the tradition has survived to an 
age when a publisher rarely, if ever, acquires any copy- 
rights. An exclusive licence of the book rights for the 
duration of copyright may have some value for balance- 
sheet purposes, but short leases certainly have not. 
The wise plan is undoubtedly to place ‘rights’ in the 
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same category as goodwill, and to aim at treating both 
as hidden resen'es rather than as realizable assets. 

Correspondence and Callers occupy the greater part 
of the publisher’s day. Both are at times apt to be over- 
whelming. To deal with correspondence effectively 
needs, above all other qualifications, imagination. Few 
people seem to realize the impQrtance of putting them- 
selves in the position of the recipient of the letter. There 
is an inevitable tendency to assume that what is so 
familiar to you must be obvious to your correspondent, 
whereas to the inexperienced author, at any rate, all 
the technical terms used so lightly by the publisher 
or his assistants are mysterious hieroglyphics. In the 
turmoil of the day’s work it is not always easy for the 
publisher to remember that to the author his book is 
‘the only pebble on the beach’. It may be extremely 
tiresome at times, but it is none the less natural that 
authors should be curious to know everything about 
their offspring, and always inclined, like an over- 
anxious mother, to suspect the worst. The late W. B. 
Maxwell referred to the publisher’s ‘awful silence’. 
To some extent it is, I fear, inevitable, but I think 
something might be done to break it. One might, for 
instance, devise a printed card, the most appropriate 
sentence on which could be underlined. This might, 
however, arouse more suspicions than it would allay. 
Letters voluntarily giving information to authors easily 
become a terrible burden, but I agree that it is well 
worth while for the publisher to write them, despite the 
fact that they almost always involve yet further corre- 
spondence. The trouble is that if you begin to give 
information to some authors, there is no end to the 
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correspondence explaining the information and why 
you gave it. 

Much work can be saved by the use of ‘form lettew’. 
Any correspondence which is repetitive, such as letters 
seeding proofs to an author, should be dealt with in 
this way. But if a letter is to be standardized, it should 
be given unusually careful thought. A ‘form letter’ 
need not necessarily be printed. In many cases it is 
better that it should not, but there is none the less an 
economy both in time and mental elFort in using it. 

There are many ways of declining mss — some pub- 
lishers take pains about how they do it, others do not. 
Personally, I think the way it is done is very impor- 
tant, because the communication will reach the author 
at a moment when he is likely to be particularly sensitive. 
At the same time it is seldom wise to give reasons for 
declining a ms. Nearly all would say they desired it, 
but four out of five would not only resent the explana- 
tion when given, but enter into an argument about it. 
Furthermore, it is wise to remember that though the 
decision was right, the reason for it may well have been 
wrong. 

Callers are a very great problem: they can rob one 
of so much time. Many publishers, 1 believe, refuse to 
see anyone except by appointment. This seems to me 
a mistake, and I can say with certainty that it would 
have lost me a good ^eal of business. On the other 
hand, some parts of the day must be kept sacred, and 
it seems to me indefensible to expect to see a business 
man fcefore he has had an opportunity of dealing with 
his morning’s correspondence. 

If the maximum is to be accomplished, the day’s 
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work must be carefull7 planned; a certun amount of 
routine is essential. Contrary to the usual impression, 
the telephone is a great enemy of efficiency, and the 
extent to which it is abused is incredible. Information 
which cannot be given off-hand should never, under 
ordinary circumstances, be demanded on the telephone; 
and it is surely unnecessary to insist upon asking a 
director of the firm a question which could be equally 
well and perhaps more promptly answered by a junior. 
An inquiry as to whether a review copy of a book has 
been sent to the hittle Pemington Gazette^ if written 
on a post card, can be answered without effort, whereas 
the same inquiry made through the telephone to the 
principal of a big publishing firm is like sand in a 
complicated machine. 

The Titles of Books often present one of the most dif- 
ficult problems a publisher has to face. In some cases, 
success or failure may depend upon the right choice. 
It is desirable both that the title should be short and 
that it should accurately describe the book, two condi- 
tions that frequently seem incompatible. The difficulty 
can sometimes be solved by the addition of a sub-title, 
which, if necessary, can be longer and convey a more 
exact idea of the contents. Fanciful titles which convey 
no meaning and might equally well be used for almost 
any kind of book are invariably a mistake. Ruskin could 
use them with impunity, because people wanted to read 
his books regardless of what he called them, but lesser 
men should beware of following his example in that 
particular respect. 

Although there is no copyright in titles, publishers 
do their utmost to avoid duplication, because of the 
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confusion it is apt to cause. If an ai^thor experiences 
difficulty in selecting a title, he will be well advised to 
supply the publisher with a long list of suggestions 
from which to make a selection. It may well be that 
not one in the list will be suitable as it stands, but the 
selection may suggest to the publisher some other really 
good name for the book. In the case of 

Translations the title is especially important. It is 
not always easy to follow the original as closely as 
might be desired. The rule should be to give the ori- 
ginal title bn the back, if not on the front, of the title- 
page, particularly if the English title leaves any doubt 
as to which particular work by the writer is being trans- 
lated. The point is so easily overlooked that I would 
urge translators themselves to draw attention to the 
desirability of giving the fullest information upon such 
points as part of the bibliographical information the 
reader is entitled to expect. In my early days the 
standard of translations was deplorable, but in recent 
years there has been a marked improvement. It is now 
more fully realized that even the most perfect know- 
ledge of a foreign language does not make one a good 
translator; that there is a definite technique to be mas- 
tered; that exceptional conscientiousness is called for, 
and that no one can be expected to make a really first- 
rate translation into any other language than his own 
mother tongue. In fact the greater the literary merit 
of the original the greater the need for literary gift on 
the pjirt of the translator. 

The publication of translations is highly speculative, 
much more so than the publication of an original work, 
because there are in effect two authors to pay instead of 
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one, and both, a rule, call for immediate pajrment 
and are unable or unwilling to let their remuneration 
depend wholly upon the result. Foreign authors and 
publishers who have heard of the wonderful sales^of 
some particular translated book are apt to have the most 
fantastic ideas of the value of the English translation 
rights, and if the word ‘America' is breathed, I have 
known foreign publishers name a figure for which one 
would think they would be pleased to sell their whole 
business. Even thirty years ago, translation rights were 
almost invariably sold for a small lump stim; today 
the most impossible royalties are asked. Probably the 
fairest plan to both parties is a lump sum for a definite 
number of copies with a royalty thereafter. It would 
seem to be clear that if a royalty is granted from the 
start, it should only be a proportion of what would be 
paid for an original work. In other words, there is no 
justification for paying a foreign author plus a trans- 
lator more than would be paid for a corresponding 
work by an English author. This sounds obvious, but 
one constantly encounters publishers (American pub- 
lishers in particular) who in the same breath admit that 
they cannot afford more than lo per cent royalty for 
a work by an unknown writer, and that they have just 
agreed to pay lo per cent for some translation rights 
of a work by an author of whopa few people have ever 
heard. They seem oblivious of the fact that by the time 
they have paid the translator they are probably paying 
the equivalent of 20 per cent for authorship. One; such 
publisher recently admitted to me that he had never 
yet made any money on translations. I am afraid he 
never will. 
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Series have disadvantages as well as advantages. 
Many of the best have grown out of some successful 
book, and were not planned as series at all. A publisher 
finding himself unexpectedly successful with a book 
entitled Questions about X will naturally follow it up 
with a book Questions about 2”, and almost before he 
knows it the ‘Questions’ series is in existence. Others, 
however, are planned and carefully thought out from 
the start, but many of the most pretentious schemes 
of that kind have come to an end with the failure of the 
first half-<.fozen titles. The existence of a series gives 
the publisher opportunities of publishing books which, 
issued by themselves, would be foredoomed to failure. 
An isolated volume on, let us say, Obadiah would^tand 
a poor chance of success, but as one of a series of small 
books on the Minor Prophets It might receive attention. 
It is a very great temptation to a publisher to include 
a volume in a series, even if it is not entirely suited to 
it, because by so doing he knows he will be giving the 
book a better start. Probably this is partly responsible 
for the deterioration there is in almost every series. 
But even worse are the volumes which authors have no 
urge to write but are persuaded to contribute to a series. 
There are indeed few in which deterioration is not 
noticeable. One of the exceptions is the Muirhead 
Library of Philosophy,^ and the high standard that has 
been maintained is due not only to the discernment of 
the editors, but to the fact that the publishers left them 
entirely free to veto the inclusion of any work that was 
not up to the required standard. 

Censorship (except for the First World War, when we 
were all under the tutelage of dora) is a trouble with 
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which British publishers are fortunately not afflicted; 
but the very absence of a censorship throws grave 
responsibilities upon the publishers themselves. The 
best firms use most careful judgment. Few who have 
not had the responsibility thrust upon them know hW 
difficult it is to decide exactly what will be regarded at 
any given moment as permissible. Some things are a 
matter of custom, and customs change rapidly. Ideas 
which are universally accepted today would have hor- 
rified a previous generation. The publisher whose aim 
it is to cater for tomorrow rather than yesterday, and 
to give opportunities for the expression of new ideas, 
is confronted with the whole problem in its acutest 
form. Most publishers are extremely timid in facing 
authority; but if you are satisfied that what you are 
doing is right and fully justified, there would seem to 
be no reason, in England at any rate, for timidity, what- 
ever governmental pressure may be brought to bear. 

One of my own experiences in this connection was 
amusing. Shortly after the Rainbow prosecution, I was 
visited by an emissary from Scotland Yard, who said 
they had received a complaint concerning one of our 
publications. He mentioned, I remember, that our 
author had overstepped the mark, and added that he 
had been instructed by his chief to call and see whether 
we would withdraw the book.^ I immediately took a 
piece of paper and pencil and asked the inspector if 
he would be good enough to let me know what the 
exact message was — ^were we instructed to witi^draw 
it, requested to do so, or was it merely a polite hope 
that we might I then warned him that what he said 
would be brought up in evidence against him. The 

318 



OTHER A^PECtS OF THE BUSINESS 

•> 

effect of that last statement was instantaneous. The 
inspector had evidently been so accustomed to say these 
words to other people that he was painfully disturbed 
at having them administered to himself. He was visibly 
relieved when I later suggested that I had better see his 
chief. Before his departure, I had taken the precaution 
of transcribing into a copy of the book the markings 
which had been made in the copy in his possession. 
These markings were most instructive. Most of the 
passages were single lined, a few double lined. One of 
the latter passages puzzled me greatly, because I could 
not see upon what ground even an official could take 
exception to it. 

At Scotland Yard I produced the paper on whjch I 
had taken down the message given me by the inspector 
and inquired whether it was correct. I was informed 
that the inspector had overstepped the mark, which, 
as I was able to point out, was precisely what he said 
our author had done. I then inquired whether it was 
realized: 

(a) That the offending book had been published 
seven years. 

(i) That it had been published by two other firms 
before we took it over. 

(f) That it was in its third edition. 

(</) That the author had only recently received from 
nearly all the leading literary people in the country a 
most wonderful testimonial on the occasion of his 
birthday. 

I then asked what was wrong w'th the particular 
passage that had been doubly underlined. The official 
read it and replied that he regarded it as very serious, 
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and when I asked him why, found that he had attri- 
buted to it precisely the opposite meaning to what the 
very clear wording indicated. When I pointed this out 
to him he at once admitted the mistake, and was honest 
enough to add that he was dealing with so much evil 
that he tended to see it where it did not exist. When 
he added that he did not intend to prosecute, I am 
afraid I replied that I wished he would, as I should like 
the people who had signed the testimonial (of which 
I then handed him a copy) to know what he thought 
about the book. Half unconsciously he added that if 
it came under the Defence of the Realm Act he would 
prosecute. But it did not come under dora. The prob- 
able explanation of the incident, which was very 
instructive, was that the absence of any legal or other 
difficulty in securing the immediate suppression of the 
Rainbow^ and the consciousness of uora in the back- 
ground, led the authorities to act a little more rashly 
than they would have done in normal circumstances. 
They were taking anonymous complaints much too 
seriously, and had succeeded with some publishers in 
getting books suppressed without anyone hearing about 
it, a real grievance, by the way, for the authors, who 
were surely entitled to be heard. In our case nothing 
further happened, save that, as the result of my call, 
the waiting-room accommodation at New Scotland 
Yard was improved, and visitors are no longer kept 
standing in a cold and draughty corridor. 

I have dealt with the problem of obscene libpl in 
Chapter IV. Here I will merely add that it would be a 
splendid thing if officials, and for that matter all those 
who call out from time to time for censorship, could 
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be made to learn Milton’s Areopa^Hca by heart. For 
the rest, public opinion will do all that is necessary as 
far as serious publications are concerned. Apart from 
all^ other considerations, it never in the long run phys 
a reputable publisher to ‘overstep the mark’. Both the 
book trade and the public would soon let him know if 
he did, and as often as not before the authorities had 
time to intervene. 

At this point a reference to the so-called ‘banning’ 
of books by the circulating libraries is appropriate. Both 
the extent* and the effect of the action taken by these 
libraries are apt to be exaggerated. In the management 
of their business they have to consider the requirements 
of their customers.* If a given book is likely to offend 
the large majority of their clientele it is obvious that 
they must take steps to see that only the small minority 
see it and that no copy inadvertently reaches any of the 
others. This is achieved by the simple expedient of 
deciding that such a book shall not be supplied unless 
specifically asked for. It certainly limits the circulation 
of such a book to those likely to appreciate it, but cannot 
be termed a censorship. There is no ground for the 
suggestion often made by authors that the fate of their 
work will necessarily be made or marred by the attitude 
of the circulating libraries, most of which are merely 
seeking in this mattej to carry out their customers’ 
wishes. 

The Methods of Attracting New Business are manifold, 
but the best of all is the recommendation of satisfied 
authors ; it is the kind of testimonial that can be bought 
only with service — by work faithfully, conscientiously, 

> And also, by the way, the law of libeL 

315 



THE TRUTH ABOUT PUfILlSHINO 

and efficiently done. Some publishers feel it essential 
to take advantage of social functions of every kind to 
extend their connections. It is an excellent method, 
pafticularly for the bachelor publisher without home 
responsibilities. Another effective plan is, by wide read- 
ing of serious periodicals of every kind, to observe who 
are the coming men and what are the coming subjects 
before they have arrived. My predecessors published 
Freud’s Interpretation of Dreams several years before 
psychoanalysis became a household word, and we more 
or less commissioned the first popular book oto the sub- 
ject over a twelvemonth before the boom came. When, 
during the First World War, my firm reissued Kant’s 
Perpetual Peace and published books on the League 
of Nations, it was regarded as a pro-German activity. 
Scarcely any copies of Baudouin’s Suggestion and Auto- 
suggestion were sold during the first three months fol- 
lowing publication. Brooks’s Practice of Autosuggestion 
—of which about 185,000 copies have been sold here 
and in America — ^was definitely commissioned to meet 
the demand for a cheaper and more popular book that 
we were confident that Baudouin’s would arouse. 

Specialization often helps in the development of a 
business. It is comparatively easy, sometimes, to get a 
sort of ‘corner’ in the best books on a certain subject, 
and when once that is achieved most of the other good 
books on the subject are likely to come your way. 

The starting of series, the commissioning of authors 
to write books for you, are other plans adopte/i to 
increase business, and there is also the alternative, more 
favoured by some publishers than others, of turning 
to literary agents for assistance. There remains also 
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poaching — or paying others to poach for you if you 
have any qualms about doing it for yourself. No doubt 
I am old-fashioned, but this method seems to me to 
lower the dignity of the profession. The ideal to ’be 
aimed at is surely that described by the late Henry 
Holt, who, when speaking of American publishing in 
the 'seventies, wrote: 

All those old publishers — ^Putnam, Appleton, Harper, and Scribner 
— ^were incapable of petty or ostentatious things, and were much more 
inclined to friendly co-operation and mutual concession than to bar- 
barous comjyjtition. The spectacle of a crowd of other men making 
fools of themselves exercised upon them no temptation to do as the 
herd did. No one of them, or of a few more, would go for another’s 
author any more than for his watch; or, if he got entangled with 
another’s author through some periodical or other outside rights would 
no more hold on to him than to the watch if the guard had got caught 
on a button. They were wonderfully kind to me as a young fellow, and 
their kindness and example have been of inestimable value aU my life. 

If we cannot live up to such a standard today we might, 
at any rate, bear it in mind. 

Valuation for Probate . — ^As an executor I have had 
to pay substantial fees for every valuation needed for 
the purpose of obtaining probate. As a publisher I find 
myself constantly expected to value, without fee, 
deceased authors’ literary assets. I do not suppose that 
any publisher ever refuses to do this, but why they 
should be the only ex^ierts not paid for this technical 
assistance is not clear. Whatever adverse reputation 
publishers may have no one can suggest that in this 
matter they are ungenerous to their authors’ heirs. 

Unprofitable Books . — ^A problem that confronts every 
serious publisher is what to do with the many first-rate 
and learned books which cry aloud for publication, but 
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which it is certain will have an insufEcient sale to pay 
their way. In olden days, nearly all the better firms of 
publishers considered themselves under an obligation 
to issue such books so far as their means justified them 
in so doing. It was often possible for them to do mdch 
in this way to foster learning, because if any of their 
more popular books were particularly successful the bulk 
of the profits came their way. Today,, with sliding-scale 
royalties, the author reaps the fruits of any exceptional 
success. This is quite as it should be, but it sets a very 
definite limit upon what even the most public-spirited 
publisher can do in the way of financing unprofitable 
undertakings. Moreover there is no longer any greatly 
increased margin on reprints and the sum needed to 
finance a learned work is now, alas! much greater. 
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CHAPTER XI 


•PUBLISHING AS A PROFESSION 

'Aptly has it been said by one of the most brilliant writers of our 
day, that the great publisher is a sort of Minister of Letters, and is 
not to be without the qualities of a statesman' 

From John Morley’s Recollections, 


T HEjforegoing chapters will have convinced my 
readers that book publishing is not such a simple 
task as is usually thought. Despite the current 
impression to the contrary, neither an Honours Degree 
at a University nor even literary ability is a suf^cient 
qualification. Manifold technical knowledge and com- 
mercial acumen are essential. Furthermore, it will 
usually be found that the most able and successful 
publishers have been right through the business from 
start to finish, and can therefore, from personal know- 
ledge, check and follow all the work, including the 
various processes of production. The knowledge that 
is needed cannot be acquired in a day nor yet a year, 
and it is often not till after a wide experience of ten 
or fifteen years that a publisher realizes most keenly 
how much there is still to learn. It is only the man who 
has never mastered his jqb who is sure that he knows 
all there is to know about it. 

The monetary return is in few cases commensurate 
with the labour expended. It is, in fact, much more diffi- 
cult to ‘make good’ in publishing than is commonly 
supposed. The owners of well known and famous 
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publishing houses are not necessarily the enormously 
wealthy people they are usually reputed to be. It is 
probably true that anyone who could make money at 
book publishing could make more in other businesses; 
and to the beginner who asks for advice, one is safe in 
replying, ‘Do not go into publishing, if money-making 
is your chief objective. Publishers who regard their 
job merely as a means of making money give one the 
feeling that one has about doctors whose sole concern 
is their fees. Publishing has rewards to offer far greater 
than money. A decent enough living can be made at 
it, if you have really mastered the technique and have 
the necessary aptitude; but your day’s work will never 
be done, and it is possible that the better work you do, 
the less monetary reward you will receive.’ 

It seems necessary to emphasize this side of publish- 
ing, because of the exaggerated ideas that are prevalent. 
Fortunes made by publishers in other days are attri- 
buted to the present time, when quite other conditions 
prevail, and it is wrongly assumed that what happened 
in the past or may happen in war-time happens in the 
present. But there is likewise exaggeration of the oppo- 
site kind. The view of those who have put their money 
into publishing and lost it, that in no circumstances 
can a publishing business be made to pay its way, is 
as erroneous as that of the disappointed author who 
regards every publisher as a potential millionaire. 

Many publishing businesses are endowed by foolish 
people. If a publisher who is in low water advertises 
that a directorship or partnership is available to anyone 
introducing capital, he will be inundated with offers, 
mostly from fond parents who want their sons to start 
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as directors instead of going right through the busi- 
ness. 

The number of publishing houses of any real impor- 
tance in England, or even in such a big country as 
America, is extremely limited, but the attractions of 
publishing as a profession are such that scarcely a week 
goes by without every firm of repute receiving appli- 
cations from men just down from the universities, 
anxious to adopt it as a career. In common with most 
publishers, 1 have interviewed scores of such applicants. 
A few are genuinely keen, and are ready to make some 
sacrifice to qualify themselves, but for the most part 
they appear to think publishing a ‘soft job' which con- 
sists of reading an occasional manuscript. In practice, 
what seems to happen is that the young man is asked 
by his father what he would like to be, and replies that 
he does not know. When questioned what he is inter- 
ested in, he perhaps replies he likes reading. It is then 
assumed he ought to be a publisher. 

I emphasize the point, because its effect upon pub- 
lishing is, in my judgment, disastrous. It enables the 
most hopelessly inefficient and incompetent firms to 
prolong their existence and confront the efficient 
publisher with the most difficult fc.-m of competition. 
There is the case of the firm which had over ;^6o,000 
poured into the business by a succession of partners. 
These sudden accessions of capital, on which interest 
had to be paid, prompted the undertaking of many 
doubtful ventures, and necessitated the payment of a 
substantial salary to the incoming partner, who, in most 
cases, brought no qualifications with him other than 
,,his money. Regarded from the purely financial point 
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of view, this is apt to be a most extravagant way of 
raising capital. The partner contributes, let us say, 
j^j;,ooo, and is given 6 per cent debentures, calling 
for jC 3 CX 3 per annum interest. In addition, he is paid 
a salary of £$00 or £600 a year, whereas on his own 
merits he might not be worth anything at all. Thus 
over 1 5 per cent may be paid ^r the additional capital, 
a rate that is obviously crippling. After the lapse of a 
few years the partner may have learned something 
about the business and be able to earn his salary, but 
by that time most of his £$,000 will have been paid 
out in interest and salary, and the firm will once again 
be complaining of lack of capital. Another partner is 
then sought and the process is repeated. Among those 
to introduce money in this way will be bankers, soli- 
citors, and business men. They will take what seem 
to them to be the very greatest precautions, the books 
of the firm will be examined by chartered accountants 
and a certified balance-sheet demanded; but, as will 
have been seen in the last chapter, it will be of no avail 
if the valuation of the stock, plant, and copyrights has 
not been carefully checked. That is a problem beyond 
the competence of an ordinary chartered accountant, 
and even the certificates of some of the professional 
valuers are worse than useless. A point to be remem- 
bered is that hna fide openings seldom occur. The 
firm that is prosperous and well managed does not, in 
normal circumstances, require additional capital. The 
firms that most want it are usually among those to 
whom it is least safe to entrust it. 

^ much for the difficulties of entering already 
established publishing businesses; there remains the^ 
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alternative of starting a fresh one. To judge by the 
number of firms that spring up like mushrooms, it 
might be thought the easiest method. In fact, the difin 
culties are overwhelming. Of the many that start, few 
sundve seven years, unless the founder had already 
made a success of the management of some other firm. 
Of the others, practically none hold out beyond seven 
years without obtaining further capital to carry them 
along. The reasons are obvious to those with publishing 
experience. The working expenses have to be borne by 
a very small list of books, mostly obtained in keen com> 
petition with older houses. It is almost inevitable that 
some of the books will be failures; and, unless there is 
some exceptional piece of good luck, the profits on the 
others will not meet the office expenses — ^without tak- 
ing into consideration the drawings of the partners or 
interest on capital. Unless the amount provided is much 
more than is usually the case, this process and the cost 
of producing new books will soon exhaust the initial 
capital, and from that moment onwards a struggle 
begins, which may be temporarily mitigated by the 
securing of additional mon;.y, on which further interest 
has to be paid. When the end comes, the founders 
realize, though all too late, that they have merely been 
living on their capital. 

In practice, it may*often be less risky to purchase 
the assets of an existing business, however derelict, 
provided the price paid is not too high; because, if the 
business has been established any length of time, it 
will have accumulated at any rate a few publications 
with a steady sale, and these, together with the profits 
«on the disposal of the old stock (if bought at a reason- 
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able figure), should go some way towards meeting the 
working expenses while a new list is being built up. 
H^e again, however, experience is essential, because 
so much turns upon the ability to realize old stock ^o 
the greatest advantage. Lest there should be those who 
think it is merely a case of providing enough capital, I 
may be forgiven for mentioning- a recent instance where 
over ;^30,ooo was put into a new firm and irretrievably 
lost in less than three years and another in which over 
;^90,ooo was dissipated. There is no short cut. In 
recent times, at any rate, no successful business has been 
established by any publisher who has not first acquired 
the necessary technical knowledge. This is a point that 
has to be emphasized to all entering a publishing office. 

Those who have read the earlier chapters will have 
gained some idea of the many qualifications which con- 
tribute to a publisher’s success. Here I will merely 
refer to two which might otherwise be overlooked: both 
are of great importance. The first is experience of the 
actual selling of books to the public (in a retail book- 
shop) and to booksellers (as a publisher’s traveller). 
The publisher who has had neither of these experiences 
is sadly handicapped in gauging either trade require- 
ments or the commercial merits of manuscripts which 
come his way. 

The second is memory, which occupies a more 
important place in a publisher’s work than in most 
other businesses. However carefully the business is 
organhied, however perfect the systems introduced, 
much will depend upon the publisher’s memory. The 
value of his experience rests largely upon his recollection 
of the literature of any subject and the record of success^ 
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or failure that has attended, not only his own, but other 
people’s publications. There is all thft difference in the 
world between a decision based upon your own pre- 
judices and one founded upon an accurate recollection 
o^the history of a number of other books on the same 
subject and a knowledge of the markets requiring them. 
In brief, however many precautions are taken to avoid 
any reliance upon memory, there can be few occupa- 
tions which tax it so greatly or in which it is such a 
valuable asset. 

Book publishing is a very personal business, and that 
is one of its fascinations: the personal element therefore 
is one of the biggest factors. We have already seen that 
a publisher’s own inclinations determine the selection 
of the manuscripts chosen for publication. They will 
likewise have a decisive effect upon the character of the 
business. The publisher who rates size above quality, 
outward success above the judgment of the cultured 
minority, and who regards publishing as primarily a 
commercial venture, will inevitably gravitate towards 
what are known as ‘big fiction’ and ‘big memoirs’: in 
other words, the publication of works by authors whose 
reputations have been x..ade and whose works are 
certain to have a large sale. Seeking to reap where others 
have sown, such firms tend to be iess scrupulous in the 
methods they adopt to secure the transfer of com- 
petitors’ authors to thfiir Jist, and it is to them that some 
literary agents most readily turn. At one time the cur- 
rent flowed strongly in their direction, but the tide has 
now turned, and many of the more discriminating 
authors have come to realize that better service can be 
obtained from publishers who can give personal 
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attention to tAeir work than from firms where it will of 
necessity be metiely one of a long list. The day of 
gauging a publisher’s merits by the extent to which 
he will gamble on ’advance payments’ in anticipation of 
royalties is passing. As Charles Morgan rightly said,*‘a 
publisher’s steady confidence is worth all the advances 
in the world’. Big fiction and cheap fiction certainly 
figure largely in most people’s' minds; but, judged by 
any other standard than ‘turnover’, they form but a 
small proportion of books published. 

The control of a publishing business giv/;s unique 
opportunities for self-expression. If the publisher hap- 
pens to be interested in technical matters, it is very easy 
for him to develop a technical side to his business; 
again, if he is interested in medicine, law, architecture, 
or any other subject, his business can be led into these 
channels. But for the most part each house has its own 
tradition behind it, and any sudden departure from that 
tradition is likely to prove disastrous. If a firm which 
for several generations has specialized in nothing but 
theology suddenly takes to the issuing of fiction, the 
result will not be good either for its theological list 
or for its fiction. On the other hand, the merging of 
several publishers’ lists will leave a firm with several 
traditions behind it, of each of which advantage can 
be taken. 

Probably the most satisfactoi'y feature of any pub- 
lishing business is a good educational side, because, if 
the list contains many books that are ‘set’, or firmly 
established, those books will continue to sell almost 
regardless of how the business is run. Many a firm 
must have depended for its very existence upon its 
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educational list. But there are grave disadvantages as 
well as advantages in connection with educational pub- 
lications. In the first place, the work comes in spurts: 
the orders pour in at certain periods of the year^ at 
these times the publisher’s staff has more than it can 
cope with, whereas a few weeks later there may not be 
enough to do. Then again, although all is plain sailing 
when once a book is established, it is apt to be extremely 
difficult to get a book adopted, and the margin on new 
educational books is too meagre to cover many failures. 

In England (not in America), ‘juveniles’ were until 
recently one of the most unsatisfactory branches of 
publishing. Competition was particularly keen, and 
there was a deplorable tendency to judge the value of 
children’s books by their bulk and the number of illus- 
trations, rather than by the intrinsic merits of the text 
or the quality of the artist’s work. Many of the big 
buyers of ‘juveniles’ purchased them in hundreds 
assorted at a given price, and would not be bothered 
with isolated books. It is, of course, only by production 
in large quantities that such astoundingly good value 
can be given. This makes it difficult for the publisher 
who eschews mass produc tion and aims at high quality 
of text and illustration to publish at a price which will 
stand comparison with the result ' of mass production. 
Fortunately parents are beginning to give as much 
thought to the mental food of their children as they 
do, let us say, to the choice of a new dress or a new 
suit of clothes, and in consequence the courageous pub- 
lisHer of really good children’s books is coming into 
his own. Children themselves are seldom as hypnotized 
by bulk as aunts and nurses and the many Children’s 
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Book Weeks and other facilities afforded them to see 
the best enable children to clamour for the better type 
of juvenile they so very much prefer. 

As I have mentioned the extent to which a publisher’s 
personal inclination may influence the character of his 
list, I should like to refer to the all-too-prevalent idea 
that a publisher must, or shcmld, approve of all the 
opinions expressed in his publications. This is an absurd 
notion, and if carried to its logical conclusion would 
reduce a publisher to issuing nothing but multiplication 
tables and books written by himself. ^ 

Censorship (except of the libellous and obscene) ill 
becomes a publisher; the more limited responsibility 
for seeing that the matter is reasonably well and clearly 
expressed is quite sufEcient. In fact, I regard the pub- 
lication of controversial books as a specially important 
part of a general publisher’s function. What better way 
is there of securing deliberate and thorough investiga- 
tion of new ideas and unpopular opinions ? The enemy 
of subversive thought is not suppression, but publica- 
tion: truth has no need to fear the light of day; fallacies 
wither under it. The unpopular views of today are the 
commonplaces of tomorrow, and in any case the wise 
man wants to hear both sides of every question. Publi- 
cation winnows the grain of truth from the chaff of 
prejudice and superstition, and it is the publisher’s duty 
to help this process by maintaining an open forum. 

Partly perhaps because of my interest in controver- 
sial literature, the lot of the general publisher with a 
varied range of interests seems to me the most enviable 
one, particularly if his list is dominated by the ideas of 
tomoiTow rather than those of yesterday. His work 
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brin^ him into close touch with the intellectual life of 
his time, affords wide scope for initiative, and gives 
endless opportunities to help the cause of progress. 
Much is written of the power of the Press, a power 
which may last but a day; by comparison, little is heard 
of the power of books, which may endure for genera- 
tions. The feeling that one may be building with per- 
manent materials, the knowledge that one’s name is 
associated with books that enshrine profound thought 
and the triumphs of the creative imagination add a 
fascinatioi^ to the best publishing. To offer the public 
just what it wants, to pander to the worst prejudices of 
the moment, may be the speediest way to profits, here 
as elsewhere; but it is a dull road to follow. Publishing 
has far more thrilling adventures to offer the man who 
is ready to accompany pioneers along fresh paths ; eager 
to help overcome apathy, ignorance, and prejudice; 
anxious that, above all, the lamp of truth should be kept 
burning. It may not yield the same monetary reward, 
but it will afford a satisfaction no money can buy. If 
you are a student and lover of human nature in all its 
amazing variety, where will you have such an oppor- 
tunity of gratifying youi desire as in publishing? 
Among authors, you will meet the very perfect gentle- 
man and his exact reverse; you will encounter the 
colossal egotist who acclaims his manuscript as opening 
a new era, the learned man of humble spirit, and all 
shades and patterns between. As the years pass, some 
of your clients become your personal friends, and to 
their* confidence you are able to respond in ways that 
surpass the strict limits of business. 

Is it surprising that so many active minds with an 
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idealistic strain should hasten to join our ranks ? But 
1 must repeat what 1 have been saying all along, that 
the man who enters upon book publishing without 
being well grounded in all its prosaic and tedious 
details, complex organization, and financial beariifgs, 
is only inviting disaster. Such a grounding cannot be 
acquired from a book. My object in any case is not to 
teach publishing, but to give, Out of a somewhat varied 
and unusual experience, some information that authors 
and all concerned with the book craft should possess. 
There is much more that might be said, an(l probably 
much that might be said better, but I hope that I have 
in some measure succeeded in my task. 


Learning hath gained most by those books by 
which the frinters have lost, whereas Foolish 
Pamfhlets grove most beneficial to the printers. 

THOMAS FULLER 
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ORGANIZATIONS CONNECTED WITH 
THE BOOK WORLD 

(tf)^OFFiciAL Bodies 

(1) The Incorporated Society of Authors, Playwrights, and Com- 

posers, 84 Drayton Gardens, London, S.W.io. 

(2) The Publishers Association of Great Britain and Ireland, 19 

Bedford Square, London, W.C.i. 

(3) The Booksellers Association, 14 Buckingham Palace Gardens, 

Buckingham Palace Road, London, S.W.i. 

(4) The Library Association, Chaucer House, Malet Street, W.C.i. 

(5) The International Association of Antiquarian Booksellers. 

(6) Aslib (Association of Special Libraries and Information Bureaux), 

3 Belgrave Square, S.W.i. ^ 

(7) The International Publishers Association, Morgartenstr. 29, 

Zurich, Switzerland. 

{i) Other Associations. 

(8) The National Book League, 7 Albemarle Street, W.i. (Objects: 

Tie promotion of book reading and the wider distribution of 
books,) 

(9) The Publishers’ Circle. Club confined to members of the Pub- 

lishers Association^ which meets at irregular intervals for the 
discussion of subjects of interest to members^ 

(10) The Society of Bookmen, 7 Albemarle Street, W.i. {A group of 
75 Authors^ Publishers^ Booksellers^ Printers^ Binders^ and 
others^ whose object is to initiate siiemes for the advancement 
of the book trade) 

(i i) The Publishers’ Advertising Circle. 

(12) International P.E.N., 62 Glebe Place, London, S.W.3. fVorld 
association of writers^ editors and translators whose aim is to 
promote friendship and intellectual co-operation between men 
of letters in all countries in the interests of literature^ freedom 
of expression and international goodwill, 
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PRdOF READER’S MARKS 

The caret-mark — -insert matter indicated in margin. 

Sign to show that marginal mark is concluded. 

Delete — take out. 

Delete character indicated and ddse up. 

Let cancelled words, dotted underneath, remain as printed . 
Change to capital letter. 

Change to small capitals letters underlined. 

Change to lower-case (encircle letters to be altered). 
Change to italic letters underlined. 

Change to roman type (encircle letters to be altexrd). 
Wrong fount — change to correct fount. 

A letter inverted — ^reverse. 

A broken letter. 

Remove space and close up. 

Insert a space between the words or letters indicated. 
Space between lines or paragraphs. 

Less space — ^reduce space between words. 

Unevenly spaced — make spacing equal. 

Transpose letters or words as marked. 

Indent one cm. 

Move lines to left. 

Move lines to right. 

Straighten lines. 

A space to be pushed down. 

Begin a new paragraph here. 

No new paragraph here. 

Insert full stop. 

Insert comma. 

Insert semi-colon. 

Insert colon. 

Insert hyphen. 

Insert em rule. 

Insert apostrophe. 
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PROOF MARKED FOR 
CORRECTION 

is not often that a printer has an opportunttyC 
<£i^uiding authors in the manner in whicl]^hey should 
prepare their copy for th^|[press. Usually he has to/ 
suffer in silence and do his best to cope with copy as 
it is sent in^ 

On many occaf^ns a few minute%(confversation 
between author and printer would save much labour 
and e3d>ensQ^to nothing of the fraying of tempers 
on the part of both parties^I am, therefore, particularly 
glad to have this opportunity of discussing the matter 
with members of your Society, many of whom 
have a good g€»od deal to do in ^^e way or another 
with the placing of copy w ith th e printer. 

^lany of the points I tto/wish) make may seem elqf 
mentary; but it is more often than not the lack of 
attention to these very details that causq(so much 
trouble when the work actually ^j^unSgt^ay. with 
the aid of illustrations Thopc to make clear any 
^technicalities touched upon^ 

Beguming. 

The beginning of all things as far as the printer is 
concerned, is the actual @lhnuscripu 

At the present time practically <J1 iqgs. are typed, 
and this is obviously a wise procedure, unless the 
author happens to possess a particularly readable 
handwriting/ even then the possibili||^ of mistakes is 
bndless, especially when the matter consists of Mathe- 
matical formulae where^the^misinterpretation^oCan 
algebraical sign can alter the sense of a whole equation. 
The typed MS. should be compared with the original. 

333 



APPENDIX III 


NET BOOK AGREEMENT 

Wl the undersigned several firms of publishers, being desirous that in 
so far as we publish books at net prices (as to wliich each publisher is 
free to make his own decisions), those net prices shall normally be 
the prices at which such books are sold to the public as hereinafter 
defined, and in order to avoid disorganization in the book trade and to 
ensure that the public may be informed of and able uniformly to take 
advantage of the conditions under which net books may be sold at 
less than the net prices, hereby agree to adopt and each of us does 
hereby adopt the following standard sale conditions for ^e net books 
published by us within the United Kingdom : 

STANDARD CONDITIONS OF SALE OF NET BOOKS 

(i) Except as provided in clauses (ii) to (iv) hereof and except as we 
may otherwise direct net books shall not be sold or offered for sale 
or caused or permitted to be sold or offered for sale to the public 
at less than the net published prices. 

(ii) A net book may be sold or offered for sale to the public at less 
than the net published price if 

(a) it has been held in stock by the bookseller for a period of 
more than twelve months from the date of the latest 
purchase by him of any copy thereof and 

(^) it has been offered to the publisher at cost price or at the 
proposed reduced price whichever shall be the lower and 
such offer has been refused by the publisher. 

(iii) A net book may be sold or offered for sale to the public at less than 
the net published price if it is sepond-hand and six months have 
elapsed since its date of publication. 

(iv) A net book may be sold at a discount to such libraries, book 
agents (including Service Unit libraries), quantity buyers and 
institutions as are from time to time authorized by the Council 

> It has been registered as a Restrictive Practice desirable in the public 
interest. 
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of The Publishers Association of such amc^unt and on such con- 
ditions as are laid down in the instrument of authorization. Such 
amount and conditions shall not initially be less or less favourable 
than those prevailing at the date of this Agreement. 

(v) For the purposes of clause (i) hereof a book shall be considered 
as sold at less than the net published price if the bookseller 

{a) offers or gives any consideration in cash to any purchaser 
except under licence from the Council of The Publishers 
Association or 

(^) ofiers or gives any consideration in kind (e.g. card indexing, 
stamping, reinforced bindings, etc., at less than the actual 
3ost thereof to the bookseller). 

(vi) For the purposes of this Agreement and of these Standard 
Conditions : 

Net hook shall mean a book, pamphlet, map or other similar 
printed matter published at a net price. Net price and net polished 
price shall mean the price fixed from time to time by the publisher 
below which the net book shall not be sold to the public. 

Public shall be deemed to include schools, libraries, institutions 
and other non-trading bodies. 

Person shall include any company, firm, corporation, club, 
institution, organization, association or other body. 

(vii) The above conditions shall apply to all sales executed in the United 
Kingdom and the Republic of Ireland whether effected by whole- 
saler or retailer when the publisher's immediate trade customer 
whether wholesaler or retailer, or the wholesaler’s immediate 
trade customer, is in the United Kingdom or the Republic of 
Ireland. 

We the undersigned sevfral firms of publishers further agree to 
appoint and each of us does hereby appoint the Council of The Pub- 
lishers Association to act as our agent in the collection of information 
concerning breaches of contract by persons selling or ofiering for sale 
net books, and in keeping each individual publisher informed of 
breaches in respect of such net books as are published by him and we 
further hereby undertake and agree that we will each enforce our con- 
tractual rights and our rights under the Restrictive Trade Practices 
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Act, if called i^pon to do so by the Council of The Publishers 
Association, and provided that we shall be indemnified by The Pub- 
lishers Association if so requested by us in respect of any costs of such 
action incurred by us or by the Council of The Publishers Association 
on our behalf. 
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APPROXIMATE SCHEDULE OF A BOOK 
PUBLISHER’S WORKING EXPENSES 


Wages and Salaries, including Pension schemes 

Per ceifl of 
total tumover 

13-00 

Travelling and Commission 

3-75 

Carriage and Packing, etc 

1-50 

Light, Heat, Water, etc. 

0-35 

Rent, Rates, etc. 

I -So 

Outside and Specialist ‘Reading’ Fees 

o-6o 

Insurance 

0*20 

Postage, Telegrams, Telephones 

2*10 

Stationery, etc. ... 

0-70 

Warehousing 

0-40 

Sundry Expenses, including Audit 

o*6o 

Motor Expenses, including Depreciation 

^•50 

Advertising ... 

25-50 

5-00 


30-50 


The above figures arc based upon such limited information as I liave 
been able to obtain. All the available accounts showed great variation 
in detail, and the total working expenses, excluding advertising, fluc- 
tuated between 22 per cent and 36 per cent; most of them were over 
26 per cent of the turnover. 

It is unwise to draw anj' hasty conclusions from individual percen- 
tages given above, c.g. Travelling and Commission are mostly incurred 
in connection with new books, but the average rost shown in the schedule 
is calculated upon the publisher’s entire turrover. Were it confined to 
that part to which it is applicable the percentage would be more than 
doubled. The same remark of course applies to advertising. 

No allowance has been made for two important factors which because 
of their inevitability might justly be termed running expenses. Major 
PutnSlm described them as ^publishing fallibility’, tliat is the cost of 
some proportion of ^publishing failures’, ai«d ^manufacturing falli- 
bility’, that is the cost of over-supplies which may occur even with 
successful books. (See pages 192—3.) 
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Abuses, 65 

Academic distinctions, 64 
Accounts (see Publishers' accounts) 
Advance copies, 165 
Advice information, tSi 
Advance payments, 93, 326 
Advertisement agents, 242-4 
Advertising, 50, 66, 120, 227, 236 (see 
also Newspaper advertising) 

Advertising, cost of, 245-8, 2 54-6 
Agreements, 59-102 
Agreement forms, 71, 293, 299 
Allowances, 197 
Amateur Dramatic rights, 285 
Amateur publisher, 34 
American copyright, 116, 260-4, 268-75 
American Customs, 117, 156, IQO-2 
American publishers, 73, 189-91, 196, 
202, 260, 269-75, 310, 317 
American rights, 72-5, 187, 189-92, 
268-75 

Announcement lists, 25 1 
Anthologies, 288, 290 
Antique paper, 133 
Art paper, 44, 136, 139 
Artists, 46, 138 
Assignments, 71 
Australia, 180-4 
Author, the, 289, 292 
Authors' accounts, 298-300 
Authors and 'Publishers (quoted), 102 
Authors' copies, 87-8, 236 
Authors' corrections (see Corrections) 
Authors' executors, 85, 317 
Authors' portraits, 253 
Authors' requirements, 38, 50, 170, 227 
Authors’ Society, 28, 60-102, 273, 285, 
287-92, 298-300, 3 31 

Bad contracts, toi 
Balkan countries, 215 
Ballinger, Dr, 114, 118 
'Banning*, 315 
Barker v. Stickney, 7 1 
Baskdhrille, 35, I20 
Bastard, title, 107, 114 
Baudouin's Suggestion and Autosuggestion, 
316 

Beaverbrook, Lord, 247 


BBC, 287 
Belgium, 218 
Bembo, iiz 

Bennett, Arnold, 28 • 

Berne Convention, 16, 116, 185, 259-64, 
276 

Bibliography, 114-17 
Binder's blocks, 45 

Binding, 44, 147-54* 162, 205, 280 

Black sheep, 102 

Blank pages, 107, 117, 119 

Blocks, 42, 46, 134, 137-9* HO-i. 

145-6, 305 
Blurbs, 181, 228-9 
Bolts, 128 
*Book Agents', 200 
Book Centre, 159, 221-2 
Book cloths, 149-50 
Book Clubs, 275-6 
Book Export scheme, 215-16, 226 
‘Booking-fee’, 160 
Books a necessity, 57 
Books arc cheap, 47, 52, 68, 
Book-printers, 103-32, 297, 301, 302 
Book Production' War Economy Agree- 
ment, 35 

Booksellers, 4 ^'' 9 f * 59 "^®^* 

237, 249, 251,253-4,257 
Book Tokens, 180, 254 
Borsenverein, 209-10, 280 
Brass blocks, 45, 148 
Brazil, 188, 283 

British Book Trade Organization, 198 

British Council, 188, 215-18, 226 

British Museum, 16, 237-9, 260 

Broadcasting rights, 287 

Broken contracts, 102 

Brooks' Practice of Autosuggestion, 316 

Buchar $t, 215 

Bticherei, 209 

Buchgemcinsrhaft, 275 

Buckram, 150 

Budapest, 2X1, 214-15 

Bulk of paper, 109, 134 

Burma, 187 

Callers, 306-7 
Canada, 75, 180, 182-3 
Cancel titles, 1 56 
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Caption, 138 
Caravan bookshop, 205-7 
Carpenter, Edward, 54 
Carriage, 160 
Carriers, 160 

Case-making, 45, 151, 153-4 
Cashier, 169 
Caslon, 111 

Castell Demegraph Slide Rule, 38 
‘Casting-oflf*, 37-8, 103, 105 
Censorship, 311-15, 328 
Ceylon, 188 
Cheap editions, 83-4 
Chemical wood, 132 
China, 186 

Cinema {see Film rights] 

Circularization, 174, 205, 249-51, 257 
Circulating libraries, 49, 176—8, 182, 315 
Clearing-house system, 220-2 
Cloth (see Book cloths and binding) 

COD, 184 

Cockburn, Chief Justice, 9 1 
Collating, 122, 150-1 
Collected editions, 281 
Collectors (bookscUtTs’), 161 
Collotype, 136 
Colonial editions, 83, 181 
Colophon, 114 
Colour work, 1 36-9 

Commercial Side of Literature (quoted), 294 
Commission agreements, 95-101 
Commission books, 54-6, 05-9 
Commissioning authors, 316 
Composers, 289 
Composition, 3 3, 40, 42, 144 
Compositor, 35, 40, 121, 132 
Condensation Rights, 276 
Constable's Monthly List, 247 
Consular certificate, 161, 190-1 
Contents, 114 
Continental market, 209-26 
Continental rights, 75-7 
Controversial literature, 328 
Co-operative publicity, 256 
‘Copy*, 40 

Copy Fitting Tables, 38 
Copyright, 17, 20, 71, 116, 239, 259-64, 
290, 294, 308, 

Copyrights, valuation of, 30Z, 305 
Corrections, 46, 79, 123-6, 128, 144, 332 
Correspondence, 99, 306-7 
Country traveller, 167-8, 178-9 


Credit, 184-5, 213, 217, 297 
Cross-heads, 120-T 
Crown Colonies, 188 
Crown 8vo (and quad), 35, 108-9 
Curtis Brown Ltd., 286, 293 
Cut-in note, xzx 
Cutting edges, 127-8 
Czecho-Slovakia, 214, 284 

Dahn, Felix, 158 
Daily c-rders, 159-64 
Date of publication, 1 1 5 
Dedication, 114, 117 
Defamation Act, 17, 90 
Demy 8vo (and quad), 35, 108-9 
Denmark, 2 12, 225, 281 
Depreciation, 303 
Design (of a book), 34 
Diagrams, 87, 138 
Diederichs, Eugen, 249 
Digest Rights, 276 
'DIJN\ 1 10 

Distribution, 48, 158-209 
DORA, 311-14 
Dow ctcliing, 145 
Dramatic Rights, 285, 292 
‘Dues’, 162 
Dumping, 275 
Dustcovers (see Jackets) 

Edit ion, T 1 5-16, 189 
Editors, 26, 36, 228—36, 266 
Educational text-books, 18, 176, 330 
Egypt, 219-20 

Electroplates, 44, 142, 269, 305 
Electronic Photo-engraving, 145 
Emerson (quoted), 256 
‘Ems’, 41, 119 

Endowment of publishing firms, 320-4 

'Ens', 40 

Errata slip, 129 

Esparto, 133 

Esthonia, 214 

Estimating, 34-46, 126 

Even-working, 119 

Everyman Library, 112 

Exchange Control Act, 203 

Exclusive licence {see Licence to print] 

Estperfences of an Asylum Doctor, 234 

Export, 160, T92, 201-3 

‘Extras’, 38 
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Fabroleen, 150 

Facsimile letters (see Circularization) 

*Fair Dealing*, 290 
Featherweight paper, 133 
Fcuilletons, 279 
'Fewer and better books*, 53 
JFcdcflition of British Industries, 220 
Fiction (see Novels and First Novels) 

Fiji, 188 

Film rights, 286-7, 292 
Finance, 296-8, 320-4 
Finland, 213-14, 225, 281, 282 
First novels, 29, 67, 92, 286, 340 
Flat-bed machines, 131 
Folding. 119, 129, 150-1, 194 
Form haters, 163, 242, 307 
Forme, 124, 131 
Fournier, 35 

France, 217-18, 262, 282 
Frankfurt, 209-10, 217 
Frankfurter, Mr Justice, 91 
Free copies, 87-8, 236-42, 281 (see also 
Review and Authors* copies) 

‘Free of royalty*, 80 
Freud, Sigm., 274, 316 
Future work, 9 1 -3, 248 

Galley proofs (see Proofs) 

Galsworthy, Jolm, 55 
Geneva, 217 

German book trade, 209, 217, 221, 280 

German Publisliing law, 281 

German translations rights, 280-1 

Ghana, 188 

Gilt (lettering), 149 

Goodwill, 74, 306 

Greece, 215 

Greyness of printing, 132 
'Guaranteed subscriptions’, 177 
Guozi Shudian, 1S6 
‘Gutter*, 127 

Guide to Royalty agreements, 71, op, 93, 
280 * 

Machettes, 218 

Half-profits (see Profit-sharingagreements) 
Half-title, 107 

Half-tone process, 136 (see also Blocks) 
Hand-folding (see folding) 

Hand-made papers, 1 32 
Hand-press, 122 


Hand-setting, no 

Harpies masquerading as publishers, 100 
Head-lines, 117 
Hindi, 285 

Hogben, Lancelot, 138 
Holland, 141, 212, 225, 262, 282 
Holt, Henry, 317 
Hong Kong, 188 
House organs, 252 
'House style*, 40, 106 
Hungary, 284 

IMG (Informational Media Guarantee), 
187,215 
Iceland, 214 

Illustrations, 44, 87, 134, 136-42, 144 

Imperfect books, 1 50-2 

Imperfection note, 150-1 

Importations, 272 

Imposition, 112, 126-9 

Impression, 115-16 

Imprint (printer's), 117 

Imprint (publisher's), 55, 74-5^179, 230 

Income tax, 303-5 

Incorpor-ited Society of Authors, etc. (see 
Authors* Society) 

Index, 86-7, 113, 123, 129 
Index Translationum, 280 
India, 180, 184-5, x86, 285 
Indonesia, 187 
Inexperienced authors, 10 x 
Inic, 1 3 1-2 
Inquiry courted, 69 
Inspection of accounts, 6x 
Insufficient sales, 57-8 
Insurance, 46, 97, 299 
International Publishers Association, 17, 
77 

Interpret a 'nn of Dreams, 316 

IntcTviewK, 10, 21, 99 

Introductions, xo, 119 

Iran, 2 1 9 

Iraq, Z19 

Israel, 219, 284 

Italics, 106 

Italy, 217-18, 262, 7,83-4 
JAC, T99 

Jackets, 36, 45, 139, 152-3, 228-9, 254 
Jane Eyre, 3 r 

Japan, 185-6, 225, 262, 284-5 
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Johnson, Dr, 27 
Joint Committef, 198 
Juveniles, 33, 327 

Kant’s Perpetual Peace^ 316 
Kliemfnn, H., 158 
Kuwait, 219 

Lanston Monotype Co. {see Monotype] 

‘Layout’, 114, 245 

‘Leading*, 35, 112 

League of Nations, 3 1 6 

Learned societies, 

Lebanon, 219 
Legal equipment, 20 
Legend, 138 
Leipzig, 209-11, 217 
Lettering (binder’s), 45, 148-9 
Libel, 20, 88-91 
Library rf PAilosopAy, 72, 3 1 1 
Licence to print, 71-2, 305 
Liens, 297, 301-2 
Line process {see also Blocks), 38 
Linotype, 34, 1 10, 145 
Linson, 150 

Literary agents, 27, 28, 73-8, 95, 260, 
271, ‘273, 290-4, 325 
Loose insets, 252 

Machine composition, 110, 143, 145 
MF (Machine finish} paper, 134 
Machine folding {see Folding) 
Machine-minder, 132 
Machining, 41-2, 130-2, 144 
Mackenzie, Sir Compton, 30 
Macmillan, Sir Frederick, 198 
Made in Great Britain, 1 17, 156 
Maison du Livre, 210 
‘Make-up* or ‘Making up*, 42-3, 113, 
121, 236 

Making ready, 45, 105, 131, 144, 151 
Malaya, 188 

Manuscripts, 10, 21-31, 36-40, 68, 
106-7, 1 18, 120, 291, 293, 307, 32s 
Margin between costs and receipts, 32~3« 
68, 84 

Marginal note, 121 
Margins of books, 126-7 
‘Marketing’, 182 
Maruzen Co., Ltd., 186 
Maxwell, W. B., 28, 306 


McColvin, Lionel R., 203-4 
Mechanical wood, 132 
Memory, 324 

Merchandise Marks Act, 117 

Methods of attracting business, 3 1 5-1 7 

Mexico, 188 

Micro-filming, 294 

Milton’s Areopagitka, 315 

Misprints, 132 

Monotype, 34, i to 

Morgan, Charles (quoted), 326 

Mortimer, Raymond, 19 

Mould-made papers, 132 

Moulds, 44, 143-4, 305 

Muirhead, J. 11 ., 72, 311 

Murray, John, 

Musical settings, 288-9 
My Days and Dreams^ 54 

National Book Council, 215, 256 
National Book League, 13, 58, 256 
National Library of Wales, 239-40 
NCLC classes, 154 

Net book agreement, 172, 197-8, 334-6 

New processes, 145 

Senv Reading Public ^ 58 

iVew StatesmaUt thc« 208, 233 

New Zealand, 182-4, 266 

heius of the Worlds 244 

Newsagents, 207 

Newspaper advertising, 227, 242-50 
Newspaper production, 13T, 265 
Nigeria, 188 

Norway, 212-13, 225, 281 
‘Not known’, 170 
‘Not out’, 162, 237 

Novels, 35, 53, 55, 65, 67, 78, 81, 83, 
108, iiq, 139, 166, 173, 182,228,253, 
255, 267, 291, 325, 340-1 

Obscene Libel, gi, 328 
Office^expenses {see Working expenses) 
Q^set process, 139-41, 144 
On approval, 225-6 

‘On sale or return*, 97, 167, 213, 216, 
223-6 

Options {see Future work) 

'Orders clearing’, 222 

'Other Trader,* 199 

‘Out of Print’ clause, 93-5, l62> 193 

Outright sale, 62-3 
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Over-buying, 167 

'Overhead' (see Working expenses) 

Over-production, 53-7 

Overs, 13s* 151 

Overseas representatives, 180-1 

Pag* proofs {see Proofs) 

Ptge» Walter H., 50-1, 69 
Pagination, 119 
Pakistan, 186-7 

Paper, 18, 4.2-4, 108-10, 132, 135, 
136-41 

Paper binding, 153-6, 205, 279-80 

Paper sizes, 108-10 

Paragraph (descriptive) {see Blurbs) 

Parcel^ clearing, 222 
Penguins, 76, 1 56 
Philippines, i8f 
Photo-composition, 145 
Photographs, 136, 254 
Photogravure, 136 

Photo-lithography, 84, 136, 139-41, 
144-5 
‘Pica’, 41 

Piracy, 185-6, 272-5 

Poaching, 317 

‘Points', 1 1 1-2 

Poland, 214, 284 

Political literature, 199-200 

Portugal, 218, 2S3 

Poster, small, 253 

Predatory instinct, 93 

Predatory publishers, 92-3, 179 
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Printers* profits, 105 
Printer’s reader (see Reader) 
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Production, 103-57 
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Profit-sharing agreements, 63-6, 304 
Progress card, 108, 1 30 
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Proofs of illustrations, 138 
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Prospectuses, 250-1, 257 (see also 
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Publishers* Circular^ 229 
Tublisker's Confessions, A, 50, 69 
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Publisher’s profit, 51, 297, 319-20 
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Show-cards, 253 
Siam, 187 
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By the same author 

THE TRUTH ABOUT A I^UBLISHER 

*His previous work, **The Truth About Publishing’*, has become 
a classic textbook and manual of his profession. His autobiography 
wiU teach us the risks and difficulties of this splendid trade : and 
will make us like publishers even more than w^e do.* The Observer 

SIR HAROLD NICOLSON 

‘This is one of the most readable books that has ever come my 
way. In spite of its length, I defy any writer or book lover, or 
even a reviewer faced with a deadline, to put it down before 
reaching the end.* John o* London^ s vera brittain 

. , full of life, gay, stimulating and immensely readable.* 
The Times 

‘It is a wonderful, a genuine, success story. More than that, it 
is a likeable story.* sir Geoffrey faber 

‘All who arc interested in the romance and the techniques of 
book publishing will read his memories with avid interest . . . 
Bravo Sir Stanley ! An excellent book.* The Yorkshire Post 

‘As he has shown in ‘"The Truth About Publishing”, Sir 
Stanley has a remarkable gift for exposition. His accounts of 
publishing problems, whether handling a best-seller like “Kon- 
Tiki’*, a bill for excess proof corrections from a difficult academic 
author, or entertaining a foreign book-trade delegation, have a 
strangely compelling clarity. Everything he writes about the 
book-trade, including the reprints of *etters to The Times^ is 
very well worth reading.’ New Statesm an Maurice richardson 

‘Packed with varied interest, with character-sketches and good 
anecdotes, and with fasSnating pictures of the book world 
during a period of revolutionary change, it is so outstanding, alike 
in virtue of matter and style as to be an Everest among the modern 
autobiographies.* The Methodist Recorder gilbert thomas 
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TWOYQUNGMENSEETHEW,<9Htl*0 
Sir Stai^ley Unwin and Severn Stcm;r 

As a very young man. Sir Stanley Unwin, the 
j)ub]isher, made a trip round the world to study 
conditions in such countries as South Africa, New 
Australia, Japan, etc. He was accompanied by his future iMtiferr* 
in-law, Severn Storr, and during the trip each young ittun Wrote 
an account of their doings. 

This book consists of a selection of the two joumall 
annotated, and united into one whole. It makes most ajpBUsin||; 
and hvely reading as the two young men were both veryjol^'* 
vant, and they were by no means conventional tra\eUers, 

^ An Odyssey as delightful to read about as it was to 
John 0 London^ Weekly 

Illustrated, 8 m. knyal 


GLOSSARY OF THE BOOK 
Geoffrey Ashall Glaister 

In some 2,600 definitions arranged alphabetically the coWipiler 
explains the terms used in papermaking, printing, book-biltdit!y{9 
and the book trade. He gives biographical entries for prominent 
craftsmen from Gutenberg to Meynell, and notes on schools of 
illumination, famous manuscripts, private presses, printing 
si>cicties, literary prizes, and well-known book collectors. 

Glossary of the Book wiW be a reference tool for all branches of 
the book trade; it will be a handbook for students in technical 
colleges and graphic art schools; libtarians and literary students 
will find It of gieat use in tlicir studies, v^hile the bibliophile end 
general reader will hnd gnat pleasure in dipping into the hoolf. 
for the out-of-the-wav intormation within its pages. 

Illu Pirated, CrotdB 4rb» 
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